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Ghrysler Closed 
By Glass Strike; 
Other Makes Up 


Model Run Surpasses 
- Comparable °58 Level; 


5-Year Studebaker High | 


By Martin L. Whitmyer 


Staff Writer 


UT hikes at Ford Motor, | 
General Motors and Studebaker | 
failed to offset assembly setbacks | 


due to a glass shortage at Chrysler 
Corp. last week. U. S. car produc- 


tidn declined to an estimated 130,- | 


189 units. 


A week earlier the manufacturers 
turned out the year’s high of 135,- | 
976 cars. The week ended Jan. 25) 


last year produced 107,495 cars. 
_ Hopes of stopping the decline 
this week, however, are dimmed 
the closing of all Chrysler 
assembly lines due to the 


Ep strike at Pittsburgh 
Glass Co. 


lines 

y and it will take close to a 

to fill glass supply lines after 
strike has been settled and 

urgh Plate employes return 
rk, a spokesman said. 

of press time, however, union 
Management negotiators were 

deadlocked over issues that 

prevented Pittsburgh Plate 
trations for 15 weeks. 
as * * * 

LIGHTS of last week's as- 
Sembly activities were a near- 
ord performance by Rambler 

@nd a five-year high in weekly out- 
n Studebaker. 
week’s 130,189 assemblies 
also brought 1959 model car out- 
put to within 53,445 units of the 
22million mark—a milestone the 
Manufacturers should reach by 
Wednesday afternoon (Jan. 28) 
—~and also put current-model out- 
put totals ahead of the compa- 
rable 1958 model run. 

As of last Saturday, the industry 
had turned out 1,946,555 current- 


re 


Model cars, as compared with 1,-| 


927,690 units of the ‘58 lines on the 
Same date a year ago. 


Despite the cessation of output 
(Continued on Page 45, Col. 3) 
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Copyright, 


| Pos. 


were closed down last | 


The Newspaper of the Industry 


1959, Slocum Pub, Co. 


Top Cars 


New-car registrations for 11 
months, plus two states for 
December: 


1958 1957 


Pos. 
1,311,105— 2 
1,359,232— 1 
556,777— 3 
334,583— 5 
357,323— 4 
292,831— 6 

95,063—12 
240,964— 8 
244 851— 7 
127,604— 9 

98,456—10 

96,777—11 

57,694—13 

20,899—16 

33,564—14 

30,522—15 

10,914—17 
Packard 4,951—18 
Misc. 176,456 


Total All Makes 
4,116,470 5,450,566 


Make 
Chev. 
Ford 
Plym. 
Olds. 
Buick 
Pontiac 
Rambler 
Dodge 
Mercury 
Cadillac 
Chrysler 
DeSoto 
Stude. 
Edsel 
Lincoln 
Imperial 
Met. 


1—1,097,110 
901,056 
357,816 





By Maynard M. Gordon 
News Editor 


ity was demanded last week by a 
rally of small-town Michigan deal- 
ers. 

Speakers freely denounced 
NADA and state association 
leadership for allegedly reflecting 
the interests of the big-city dealers 
in advocating territory-security 
legislation. 

Of the 40 attending the meeting 
here, 24 dealers voted against terri- 
tory security. Four were for it and 


eight were “in doubt.” 
* ~ * 





HE vote was taken after a two- 
hour exchange of ideas on how 
the interests of small-town dealers 
could be reflected within both the 
Michigan Automobile Dealers Assn. 
and NADA and at the coming 
NADA convention. 
A proposal that the group send a 
| representative to next week’s con- 
vention was taken under advise- 
| ment by the meeting chairman, Al 
| Hanoute (Chevrolet-Buick), Lake 
Orion. 
| Homer Height, the Chevrolet- 


Economy Steals Spotlight 
In Chicago Show Glitter 


* 

CAGO.—Economy cars, pres- 
™ ent and future, hogged the 
potlight last week at the sprawling 
‘ o Auto Show. 

- Crowds on the opening weekend 

d the new price stickers and 
' Hed up small cars and cheapie 
iz rer had before. 


of the big makes as they 
'» Chevrolet, Ford and Plymouth 
& men on the floor 
es lowest-priced 


models were 
se, The factories are not pro- 
the price leaders, they 


oo 


5 


Rambler and import men 
fe ecstatic, Chicago is) midway 
en the Rambler and Lark 
ts and sells well for both 
tes if they are styled right. And 
wd appeal appeared to confirm 
’s claim to some room on the 
pedestal. 
+ * . 
and British import of- 
is perceived the first signs 
unlight in a hitherto lean Mid- 
market. Renault and the 


mm) 


INCH 


British AMA both reported in- 
creased orders from Chicagoland 
and a spread of buyer interest from 
the coastal areas. 

Less assertive about small cars 
were Big Three executives, who 
were neither in a denying nor a 
confirming mood on the record but 
who were hard-pressed to contain 
their private relief about the near- 
ness of competition for the Ram- 
bler and Lark. 

A Ford vice-president said the 
60 package, including “small 
stuff,’ had been confirmed that 

(Continued on Page 4, Col. 1). 


AKE ORION, Mich.—A new na- | 
4 tional ballot on territory secur- | 


ad 
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Dealers Still Hopeful 
But Fear Discounting 


By Robert M. Lienert 
Associate Editor 
URPRISINGLY strong January 
|\7 new-car sales were reported 
last week by dealers cQntacted in 
a cross-country AvTomMoTive News 
marketing study. 

Many dealers, however, tem- 
pered their optimism by express- 
ing concern over the extent of 
discounting. In some cases, price , 
wars and blitz-type sales of the 
kind usually not \encounte 





‘Small-Town Dealers Rally in Michigan . . . = 


Area-Security Foes Ask Ballot 


Buick-Pontiac dealer in Oxford, 
proposed that small-town dealers 
organize an association to carry 
on their battle against territory 
security. This idea was tabled 
pending outcome of the move for 
a larger voice in NADA and 
MADA councils. 


Lake Orion, with a population of 
2,385, was the second largest town 
represented. Dealers came from 
Oxford, population 2,305; Croswell, 
1,775; Keego Harbor, 990, Vassar, 
2,530; Richmond, 2,025; Utica, 1,196; 
Commerce, 1,075; Rochester, 4,279; 
Swartz Creek, 900; Clarkston, 722, 
and Ravenna (150 miles @way) 551. 


Dealers from large. cities in 
Southeastern Michigan were point- 
edly not invited. No factory repre- 
sentative or MADA officer was 
present. 

= = 
PeeRrrURy security was advo- 
cated by Harold L. Engel 
(Chevrolet-Oldsmobile), Utica, who 
complained that he was losing too 
many deals to Detroit franchise- 
holders. 


Mahlon E. Skinner, Buick-Pontiac 
dealer in Richmond, voiced fear 
that territory security would cripple 
him if his zone of influence were 
confined to the immediate area of 
Richmond, Memphis and Mutton- 
ville, just northeast of Mt. Clemens. 


Skinner said he was compelled 
to sell 12 to 15 new units a-month 
last year merely to break even. 
The Richmond territory has an 
annual sales potential of fewer 
than 100 Buicks and Pontiacs, he 
said. 

“I'm squeezed now to meet my 
fixed expenses,” he said, “It would 
be fatal for my operation if I were 
restricted from dealing profitably 
in Mt. Clemens, Port Huron and 
Algonac.” 





*x *” *” 


NOTHER Richmond dealer sold 
42 Chevrolets, nine Oldsmobiles 
and eight GMCs last month in the 
territory. This GM dealer, R. E. 
(Rampy) Rampinelli, agreed with 
Skinner that it was necessary to 


Automotive News 


At NADA 


Convention 


During the NADA convention in Chicago Jan. 31 through Feb, 4, 


Automotive News will occupy Booths 68 and:€9 at the eq 


tion and will have its headquarters 


of the Feb. 2 issue of Automotive News will be a 
68 and 69 starting on the morning of Feb. 2. 


t exhibi- 
, Hotel. 
at 


suite at the Conrad 


until later in the year were al- 
ready under way. 

Dealers reported sales this month 
surging ahead and paving the way 
for an optimistic outlook both for 
|the first quarter and for the full 
year of 1959. 
| Dealers in some areas expect a 
| new splurge of activity in Febru- 

ary. : 


|G anae gains over December 
range up to 35 percent in some 


* = 


penetrate throughout a three- 
county area to maintain profits. 

A Rambler dealer in Rochester 
said he opposed territory security 
because he opposed having the 


factory tell him where to sell cars. | 


“We are strictly against terri- 
tory security,” said George K. 
Herman (Chevrolet-Buick), Ra- 
venna. “Why penalize someone 
that wants to work? Why pro- 
tect the lazy dealer?” 

A Herman representative said 
the dealership was dependent on 
sales outside its zone to Grand 
Rapids and Muskegon markets. 

A study of overdealering and 
overlapping markets was recom- 
mended by Stu Lindke (Chevrolet- 
Buick-Pontiac), Croswell. He sug- 

(Continued on Page 4, Col. 2) 


NADA Challenged 
To Conduct Poll 


(Eprror’s Notre: Letters continue 
to roll in to Automotive News as 
the stormy debate on territory se- 
curity continues without letup. 

(Many small dealers protest 
they have never been asked how 
they feel about security legisla- 
tion. 

(The letter below was written 
to Dean Chaffin, NADA president, 
and James C. Moore, acting exec- 
utive vice-president.) 

7. * * 


DY to the fact that all of your 
officers, executive staff and 
board of directors are large dealers 
and seem to have control of NADA 
and have been begging Congress so 
pitifully for a shirttail to cry on, I 
challenge you—as a member of 
NADA myself—to poll the entire 


nation on territory security, giving | 


every dealership a vote. 

Still further, I challenge you to 
poll John Q. Citizen for the 
largest defeat in your life. 

I also challenge you to give all 
dealers one good reason, other than 
service and your desire for personal 
dominant gain, why you favor 
territory security. 

I would also like to know why 
many small dealers are not renew- 
ing membership with NADA, due 
to the stand you have taken. 

I also challenge you to invite 
nonmember small dealers to print 
their views against territory secur- 
ity in your NADA magazine, 

OK ~ * 7? 


yaet it a fact, Mr. President, 
that the large dealer wants to 
(Continued on Page 44, Col. 1) 


| ticipate total 


cases, although the average appears 
to be about 10 percent, These fig- 
ures are at odds with factory re- 
ports, which show January sales 
declining. 

As compared with the ye 
period, new-car sales repo 
are ahead 20 to 50 percent, 

Providing the exception are 
Chrysler-Corp. dealers, still ham- 
pered by strike-induced car short 
ages. Given the cars, these dealets 
say, they would have little difficulty 
in exceeding their 1958 pace. 

In the overall view, dealers an- 
1959 volume will be 
up about 10 to 20 percent over 
1958. Most feel that published esti- 


| mates by factory executives of 5.5 


million sales this year are a bit 

on the high side. 

> > 

A= from inventory problems 

+% for Chrysler Corp. dealers and 
(Continued on Page 43, Col. 1) 


Senators Planning 
Financing Quiz; 
Ford to Participate 


ASHINGTON.—The Ford Motor 

Co. announcement that it will 
reenter the new-car financing busi- 
ness brought one quick reaction on 
Capitol Hill—the promise of a Sen- 
ate investigation into auto financ- 
ing. 

Senator Estes Kefauver, Ten- 
nessee Democrat, said the anti- 
monopoly subcommittee which he 
heads will conduct the investiga- 
tion. He said a majority of sub- 
committee members had asked 
for the hearings. 

“The subcommittee has been con- 
cerned about increasing monopoli- 

|} zation in automobile financing for 
|some time,” Kefauver said. The 
Ford announcement, he said, “ag- 
| gravated” this concern. 

Announcement of plans for the 
investigation brought little reaction 
| from auto companies. Ford said it 
would cooperate with any hearings, 
but had not yet received notice of 
any. 


* * * 


HOWEVER, Byron C. Coon, 
board chairman of General 
Finance Corp., large independent 
finance company with headquarters 
in Evanston, IIl., issued a statement 
welcoming the investigation. 
Coon’s statement said, in part: 
“It’s high time somebody be- 
came concerned about the inde- 
+Continued-on Page 4, Gol. 4)-—-~ - 
‘ a r ; 
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Smog unbeatable? Page 17. 


Where to go at NADA, 
Page 2. 

Used import auction prices, 
Page 26. 

14 ways to arm an armrest, 
Pages 17, 36. 


What dealer ads are say- 
ing, Page 6. 
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Import-Car News .. . 


AUTOMOTIVE NEWS, JANUARY 26, 1959 


Renault Welcomes U.S. Entries 


By Dave Atchison 
Staff Correspondent 

OREIGN-CAR manufacturers 

are elated rather than concerned 
over the possibility that U. S. mak- 
ers may produce small cars, accord- 
ing to Jack C. Kent, Renault gen- 
eral sales manager. 

“We feel that if auto makers 
here make the buying public 
conscious of small cars, thereby 
creating greater acceptance, we'll 
all be helped,” he said. 

Kent and other Renault execu- 
tives addressed a group of news- 
papermen in Chicago prior to the 
opening of the Chicago Auto Show. 

He predicted that within three 
years there will be no more than 
seven survivors in the foreign- -car 


McKinsey Menind- 
By NIADA as 
Executive V-P 


WASHINGTON.—Robert J. Mc- 
Kinsey, 37-year-old Washington at- 
torney, has been appointed execu- 
tive vice-president of the National 

Independent 
Automobile Deal- 
ers Association, 
A. H. Schwartz, | 
NIADA president, 
announced last 
week. 


| lines. We've had a 





Schwartz said 
McKinsey’s law 
firm, Holbrook 
and McKinsey, 
also will repre- 
sent the associa- 

S. 3. Meiiineey tion as general 
counsel. Danzansky & Dickey had 
been general counsel of the associa- 
tion for many years. 

The post of executive vice- 
president had been vacant since 
Val T. Jones resigned as NIADA 
staff head last fall. 


A graduate of the University of | 


Chicago Law School, McKinsey 
came to Washington in 1949 as a 
counsel for the Federal Reserve 
Board. Later, he worked for the 
Export-Import Bank of Washing- 
ton, joining fellow-Chicagoan Rob- 
ert G. Holbrook in private practice 
in 1952. The firm represents a num- 
ber of Washington foreign-car 
dealers. 

The new appointment followed a 
prediction by Schwartz that 
NIADA'’s new action program, de- 
veloped at the group’s Chicago con- 
vention last November, would be- 
come “a vital, aggressive, dynamic 
force.” 

The program called for “creation 
of a legislative program designed | 
to protect the Independent dealer 
from ‘liquidation by legislation.’ 
It also pledged a close-working 
partnership between NIADA and 
state and local associations of in- 
dependent dealers. 





market in the U. S. Renault will 
be one of the seven, he added. 
* + * 

OBERT E. Valode, Renault vice- 

president and general manager, 

said U. S. sales of the French-built 
car are expected to hit 100,000 units 
this year, almost double the 1958 
total of 59,968. Last year’s sales 
topped 1957 by 120 percent. 

Valode also said Renault has 
chartered six ships and is work- 
ing with three shipping firms to 
get cars to the U. S. as fast as 
possible. All replacement parts 
are shipped by air, he added. 
Valode said the recent devalua- 
tion of the French franc has had 


| no effect on Renault pricing policies 


in this country. 

“It will be some time before the 
full effects of this step by the 
French Government can be evalu- 
ated and assessed, insofar as it 
applies to Renault,” he said. 

+. * + 


ENT reasoned that the Renault 

sales surge was due to higher 
dealer quality and quantity, making 
sales and service locations closer to 
the customer. 

“About five years ago, a quality 

dealer wouldn’t handle foreign 
cars,” he said. “Today we have to 
make a selection of those who 
want to sell Renaults and other 
128 percent 
increase in dealerships the past 
year, and we're better equipped 
for service.” 

He revealed that the company has 
five officers in this country who act 
as field men, checking dealers. 

New models to be imported this 
year will be a competing sports car 


and three light trucks, each weigh- 
ing less than 2,000 pounds. The 
trucks—a panel job, a pickup and 
a light bus—have front-wheel drive. 
They'll feature a low floor to fa- 
cilitate better loading, and will have 
the same engine as the Dauphine, 
Kent said. 
+ * * 

ALODE revealed that Renault 

has seven groups travelling the 
country in station wagons, school- 
ing every mechanic who will work 
on their products. 

The “course” lasts one week, 


and the instructors return every | 
three months to keep the me- | 


chanics up to date, he said, In- 
vestment in tools for a dealership 
“should run no more than $400,” 
he said, 


Additional schooling is provided | 
in New York, where distributor | 


personnel are sent. They in return 
train dealer personnel. 

Valode predicted that in a year, 
Renault will have 20 percent of the 
foreign-car market in the U. S. 


Salesman Sought 


By Mich. Dealer 


WYANDOTTE, Mich.—Robert E. 


Eiswerth, 35, a salesman reported 


missing with a 59 Plymouth Sport | 


Fury two-door hardtop, is being 
sought by Wyandotte police and 
Mat Buhl Motor Sales 
Plymouth). 

Eiswerth had worked in Miami 





(Chrysler- | 


Beach before joining Mat Buhl. He | 
is 5’8”, weighs 145 pounds and has | 


blue eyes and _brown _wavy hair. 





American Motors’ Profit 


Tops $21 Million in Quarter 


DETROIT.—American Motors’ 
profit in the quarter ended Dec, 31 
amounted to $21,052,168, almost 
equal to the $26,085,134 earned in 
the entire preceding year. 


Sales in the quarter amounted 
to $193,743,675, a 63-percent in- 
crease from the $118,598,502 for 
the comparable quarter a year 
earlier. The quarter’s sales and 
profits set records, 

In the year-earlier quarter, 
AMC’s profit amounted to $4,948,736. 
The October-November-December 
quarter includes the first three 
months of AMC’s fiscal year. 

The profit figure for the quarter 
ended last Dec. 31 includes no 
provision for income taxes due to 
the company’s tax-loss carryfor- 
ward. However, the quarter’s earn- 


"|ings wiped the last of the carry- 


forward and any subsequent earn- 
ings will be subject to tax. 

The company said production 
of Ramblers in the October- 


Business Barometer 


Automotive News Economic Index — 


108.0 Percent of 


Last Week 


107.2 Percent of Like Week Last Year 


Auto Registrations—'58 cumulative 
Truck s—'58 cumulative 
Steel Production—tTons 
Lumber Production—Board feet... 
Soft Coal Output—tons 
Oil Refinery Output—torreis .... 
ilowatt hours... . 
Car Loadings 


Percent of 

Percent of Like Week 

Last Week Last Year 
101.9 123.9 
101.8 121.2 
pie 75.5 
81.9 
137.3 
98.1 


135,976 
22,548 
4,116,470 
647,764 
2,111,000 
198,806,000 
8,150,000 
53,872,000 
13,324,000,000 
317,160 

121 

411.1 


101.2 
148.1 
117.0 

99.0 

98.3 
115.1 
115.2 
100.3 


$51,199,605,000 
$30,219,000,000 
$28 ,253,000,000 


Jan. 21 Jan. 14 '58-'59 Range 
"42% 43%- 8 
524, 59Y_-44 
55% 5614-37% 
494%, 52 -33% 


$1,143 
294 


Common 
Stocks 


113.1 


Jan. 21 Jan. 14 '58-'59 Range 
42% 44 -27 
344%, 36Y%4-21% 
15 16 - 2% 
73% 77%4-40\%, 


(Jan. 26, 1959) 


| 








December quarter totalled 84,279 
units, up 103 percent from the 
41,492 built in the like period of 
1957. 


President George Romney said | 


the company is scheduling produc- 


tion of 100,000 cars in the current | 
quarter with Saturday and extra-| 


hour work being continued. 


Louisiana Dealers 


To Hear Crowley 


NEW ORLEANS.—Patrick J. 
Crowley, 





GM dealer relations di-| 


rector, will be the principal speaker | 


at the 22nd annual convention of 
the Louisiana Automobile Dealers 
Assn, Feb. 23 at the Roosevelt 
Hotel. 


Other speakers will be Carl Frib- 


ley, former NADA president, whose | 


subject will be “The Strength of 
Unity;” William J. Cleveland, state | 
NADA director; V. B. Hungate, | 
vice-president of Associates In- | 
vestment Co.; Lt. Gov. Lether E. 
Frazar, 
Morrison of New Orleans. 

The convention luncheon will be 
given by Associates Discount In- 
vestment Co. and the cocktail party | 
by Universal CIT Credit Corp. 


and Mayor deLesseps s. | 


| 


NADA Convention Guide 


Chicago, Jan. 31 to Feb. 4, 1959 


DAILY RECEPTIONS 
Car and Truck Manufacturers 


American Motors, Waldorf Room, Conrad Hilton; Buick, Regency 
Room, Sheraton-Blackstone; Cadillac, Four Georges Room, Am- 
bassador West; Chevrolet, Red Lacquer Room, Palmer House; 
Chrysler-Imperial division, Sheraton-Chicago rooms, Sheraton. 
Blackstone; DeSoto, Beverly Room, Conrad Hilton; Dodge, French 
Room, Drake; Ford division, Crystal Ballroom (“B” Floor), 


Sheraton-Blackstone. 


GMC Truck & Coach division, Conrad Hilton; International Har- 
vester, Suite 900-01, Conrad Hilton; M-E-L division, French Room 
and Art Hall, Sheraton-Blackstone; Oldsmobile, Presidential Suite 
2250, Palmer House; Plymouth, Private Dining Rooms 1 and 2, 


Conrad Hilton; Pontiac, 


Palmer House; 


Studebaker-Pack ard, 


Sheraton-Blackstone; White, Conrad Hilton; Willys, Drake. 
Tire Companies, Finance and Insurance 
Armstrong Rubber, Conrad Hilton; Firestone, Royal Skyway Suite 


(23rd Floor), 
Hilton. 


Conrad Hilton; U. 


S. Rubber, Bel Air Room, Conrad 


Associates Investment and Associates Discount, Cairo Suite, Conrad 
Hilton; Commercial Credit, Parlor “A”—Williford Room, Conrad 
Hilton; General Finance, Havana Room, Sheraton-Blackstone; 
Universal CIT, Sheraton Blackstone. 


SPECIAL FUNCTIONS 
Friday, Jan. 30 
Evening—Pontiac reception and dinner, 7 p.m., Drake. 
Sunday, Feb. 1 
Breakfast—Saturday Evening Post breakfast for NADA officers and 
directors and their wives. 8 a.m., Conrad Hilton. 
Worship Service — Nondenominational, laymen-led worship service. 
11 a.m., Grand Ballroom, Conrad Hilton. 
Evening—Life magazine cocktail party for NADA directors and exec- 
utives and their wives. 6 p.m., Mayfair Room, Sheraton-Blackstone. 
Evening—NADA Sunday Evening Musicale featuring Chicago Sym- 
phony Orchestra. 8:40 p.m., Medinah Temple. 
Monday, Feb. 2 


Breakfast—American Motors dealers. 


Conrad Hilton. 


7:30 am., Williford Room, 


Luncheon—Inter-Industry Highway Safety Committee. Noon, Willi- 


ford Room, Conrad Hilton. 


(By invitation.) 


For the Ladies—Fashion show and tea. 3:15 p.m., 7th Floor Tea 


Room, Marshall Field & Co. 


Evening—DeSoto cocktail party and dinner for dealers and their 
wives. 6:30 p.m., Edgewater Beach. 
Tuesday, Feb. 3 
Breakfast—NADA 30-Year Club. 7:45 a.m., Williford Room, Conrad 


Hilton. 


For the Ladies—Talk by John Mason Brown, author, lecturer and 


panelist on TV’s 
Luncheon—Chrysler Corp. dealers. 


“The Last Word.” 


Grand Ballroom, Sheraton. 
Noon, Drake. 


Evening—Studebaker reception and buffet dinner for dealers and 


their wives. 5:30 p.m., Sheraton. 


Evening—NADA Convention Dance. 9 p.m., Grand Ballroom, Conrad 


Hilton. 


Wednesday, Feb. 4 
Evening—“NADA Revue” featuring Dinah Shore and Pat Boone 


(through courtesy of Chevrolet). 


8:40 p.m., Medinah Temple. 


HOTEL HEADQUARTERS 
Car and Truck Manufacturers 


American Motors, Conrad Hilton; 


Buick, Sheraton-Blackstone; Cad- 


illac, Ambassador West; Chevrolet, Palmer House; Chrysler- 


Imperial division, Sheraton-Blackstone; 


DeSoto, Conrad Hilton; 


Dodge, Drake; Ford division, Sheraton-Blackstone; GMC Truck 
& Coach, Conrad Hilton; International Harvester, Conrad Hilton; 


M-E-L division, Conrad Hilton; 


Oldsmobile, Palmer House; Plym- 


outh, Conrad Hilton; Pontiac, Palmer House; Studebaker-Packard, 
Sheraton-Blackstone; White, Conrad Hilton; Willys, Drake. 


Dealer Associations 


Akron, Conrad Hilton; 


Pick-Congress; Brooklyn-Long 


Arizona, Sheraton-Blackstone; 


Arkansas, 


Island, Conrad Hilton; Northern 


California, Conrad Hilton; Canada, Conrad Hilton; Chicago, Con- 
rad Hilton; Cleveland, Pick-Congress; Connecticut, Conrad Hilton; 
Detroit, Conrad Hilton; Florida, Conrad Hilton; Idaho, Conrad Hil- 


ton; Illinois, Conrad Hilton. 


Indiana, Conrad Hilton; Iowa, Conrad Hilton; Kansas, Conrad Hilton; 


Kentucky, Conrad Hilton; 


Louisiana, Conrad Hilton; 


Maryland, 


Palmer House; Massachusetts, Conrad Hilton; Michigan, Conrad 


Hilton; 


Minnesota, Conrad Hilton; Mississippi, Sheraton-Black- 


stone; Nebraska, Conrad Hilton; New Hampshire, Conrad Hilton; 


New Jersey, Conrad Hilton. 


New Mexico, Conrad Hilton; North Carolina, Conrad Hilton; North 
Dakota, Conrad Hilton; Oklahoma, Palmer House; Oregon, Conrad 
Hilton; South Dakota, Conrad Hilton; Tennessee, Conrad Hilton; 
Texas, Conrad Hilton; Utah, Sheraton-Blackstone; West Virginia, 
Conrad Hilton; Wisconsin, Conrad Hilton; Wyoming, Sheraton. 





New Budget Eyes Small Surplus 


The unveiling of a balanced Fed- | week 
year | retovery is continuing while two 


eral budget for the fiscal 
beginning July 1 dominated busi- 
ness news last week. 
As presented to Congress, the 
budget calls for revenues of $77.1 
billion and Government expenses 
of $77 billion. The narrow sur- 
plus compares with a huge defi- 
cit, now estimated at $12.9 bil- 
lion, for the current fiscal year. 
The budget surplus is based on 
a number of anticipated develop- 
ments. These include higher Fed- 
eral income due to the business 
recovery, some revenue increases 
such as higher gasoline taxes and 
postal rates, and some reductions 
in Federal outlays, mostly made 
possible by the end of antirecession 
programs and the expectation of 
lower payments for farm supports. 

Two Government reports last 


indicated that the business 


others gave indications that the 
pickup is losing some of its speed. 

The Federal Reserve Board’s 
index of industrial production for 
December stood at 142 percent of 
the 1947-49 average. This compared 
with 141 in November and 136 in 
December, 1957. Increased auto 
production accounted for part of 


Dealer Mims Heads 


Chamber of Commerce 


ROCKY MOUNT, N. C.—Allan 
C. Mims has been elected president 
of the Rocky Mount Chamber of 
Commerce. 

Mims heads Allan Mims, Inc., a 
Ford dealership here. 





the boost between November and 
December. 

Housing starts in December 
were at the annual rate of 1,430,- 
000, above the 1,330,000 for No- 
vember and 1,000,000 for Decem- 
ber, 1957. 

The December employment re 
port showed that 63,973,000 held 
jobs during the month, down 680,- 
000 from November, and the De 
cember jobless total was 4,108,000, 
up 275,000 from November. Severe 
weather which cut into outdoor 
employment was blamed for the 
more-than-seasonal increase in un- 
employment. 

Personal income in December 
was flowing at the annual rate of 
$359.3 billion, compared to $360.4 
billion in November. The drop was 
blamed on reduced yearend divi- 
dend payments and reduced unem- 
ployment compensation benefits. 





VERYONE in the auto business 
has his favorite story about 
how someone else should get off 
his seat and sell. Like a friend who 
js interested in auto dealers, so he 
stops in whenever he’s near a 
dealership. 
Among other things (like observ-| 
ing dealership sales tactics), he is| 
interested in buying a new car for 
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gested that Joe could sell him a | 
new '59 Custom 300 two-door for | 
$1,930, 

We suggested that he drop in and | 


see how close “Joe Weed” would |~ 


come to his indicated promise. 
“Trouble is,” he said, “I’m 
afraid that Joe Weed might sell 
me a new car.” 
He wasn’t kidding about being 


himself and a good used car for|4fraid of salesmen, and I’m not 
his daughter who commutes week- kidding about a lot of salesmen be- 
ends between home and a nearby|ing afraid of prospects. There’s 


university. |some excuse for the prospect, but 


Of all the salesmen with whom 
he has left his name, only one has 
ealled him back, and this was in 
reference to the used car. 


We asked a dealer how this could 
be—how salesmen could complain 
of lack of sales while ignoring a 
self-advertised prospect? 

His reply: 

“Well, there are too many peo- 
ple like him shopping around. 
We've found that the more we 
chase after prospects, the more 
we are asked to cut prices.” 

Our friend protested when we 
told him this: 

“But price isn’t a big consid- 
eration with me. What I'm really 
interested in is getting the cars 
equipped as I want them.” 

It almost seems as if the sales- 


men were afraid of the prospects. 
> > > 


The Prospect’s Side 


HERE 

coin. One of our editorial men 
brought in a couple of cards which 
were attached to his car in a super- 
market parking lot. On one of 
them, a “Joe Weed” asked if the 
owner would take $795 for his ‘54 
Ford four-door. The other sug- 


Dueck Heads 
Dealer Group 


In Vancouver 


VANCOUVER, B. C.—Ed Dueck, 
Dueck Chevrolet Oldsmobile, Ltd., 
distributor of Chevrolet, Oldsmobile 
and Cadillac, has been named presi- 
dent of the Vancouver Motor Deal- 
ers Assn. 

Neil McKechnie, Pacific GMC, 
Ltd., has been elected first vice- 
president, and Roger Gauthier, 
Roger Motors, Ltd., distributor of 
Pontiac, Buick and Vauxhall, sec- 
ond vice-president. 

Directors include: 

Stewart Begg, Begg Motor Car 
Co., Ltd. (Plymouth-Chrysler- 
Simca); Jack DeWolfe, Volkswagen 
Pacific Sales, Ltd.; Doug Holme, 
Brown Bros., Ltd. (Ford-Monarch- 
Edsel); Bill Johnson, Johnson Mo- 
tors (Chrysler-Simca), and Howard 


(Ford-Monarch-Edsel). 
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is another side to this 


very little for the salesman. 





Whether there is an excuse for'| 
it or not, however, this happens and | 
part of the job of the dealer and} 


|salesmanager is to build up the! 


confidence of salesmen. | 
> 


The Revolution 


HENEVER advertising men 
mention the revolution in dis- 
tribution, it seems to me that they 
always hint about the revolution | 
in the auto industry but give spe- 
cific examples from other indus-| 
tries. 
Like when Paul Foley, senior 
vice-president of McCann-Erickson, 
was addressing the Adcraft Club of 
Detroit the other day. Foley told 
this dramatic story of a tape- 
recorded trip of a woman shopper: 

The slam of the house door. . 
the click of her heels into the 
garage .. . opening and closing of 
car door ... the engine starting 
. noise of traffic ... car braking 
into parking lot .. . the metallic 
click of the shopping baskets ... 
the whir through the aisles, and 
finally, the first voice she heard: 

“That will be $11.98, please.” 
Foley's point was that in modern 
supermarket shopping, retail distri- 
bution has lost those voices that 
once influenced her—the clerk or 
owner recommending this or that 
product. 

“If you want your message to 
go with her,” he said, “you'll have 
to put it in her head ahead of 
time.” 

This story fascinated me. I won- 
dered how much of its message 
applied to the auto dealership. 
Advertising certainly is a potent 
factor in auto sales, but it is only 
in rare cases that an ad will send 
a customer into the showroom de- 
manding that the salesman sell him 
a car. The salesmen have work to 
do when a prospect drops in. 

And there are still plenty of 
salesmen so potent that even fore- 
warned shoppers hesitate to move 
within reach of them. 

> > 
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Who's a Customer 


J[RCIDENTALLY, Foley relates 
the story of an auto executive 


| who was fond of telling the adver-| 
Whittaker, Vancouver Motors|tising agency that dealers were his | 


only customers. 


| Foley didn’t say so, but there was | 


|a concept held dear by at least one 
| manufacturer that the way to sell 
|cars was to load up dealers with 
|them. In this concept, you could 
consider dealers as customers, but 
certainly, no manufacturer can 
| build a strong distribution system 
}on dealers alone as customers. They 
consume a product only in a limited 
|sense, and, as Foley pointed out, 
in the larger sense they are a part 
of the distribution setup. 

Dealers are, of course, the key 
men in distribution—the men who 
actually close the deals at the end 
of the distribution line, who take 
in the used car and service the 
old and new alike. 

As such, dealers should be the 
object of the manufacturer’s great- 
est inspirational efforts. This is a 
point many in manufacturing over- 
look. They think you have dealers. 
Only the most farsighted makers 
understand the process of getting 
and keeping better dealers by an 
organized system of inspiring them 
day in and day out. 

Incidentally, notice who hag the 
hardest hitting dealer organization, 
and then observe which maker does 
the most consistent job of pro- 
moting his dealers. 





Ford’s Finance Move 


Excludes Canada 


TORONTO.—F ord Motor Co, of 
Canada plans to stay outside the 
auto financing business—for the 
present, at least. 

The American Ford company 
said it would enter the new-car 
financing field after a 25-year 
absence. 

“It’s news to us,” was the re- 
action of a Canadian Ford 
spokesman, “No such plans are 
being considered by Ford of 
Canada.” 


; 
Toledo Dealers Open Auto Show— 


Hits Ike’s Appeal... 


Romney Asks Realism 
On Union Monopoly 


By Frank Gawronski 
Staff Writer 


Sets ROMNEY, president of 
American Motors Corp., said 
President Eisenhower’s economic 
report is not realistic in its appeal 
to labor leaders to exercise “self- 


discipline and restraint” in contract 
demands. 

Speaking before the Newspaper 
Advertising Executives Assn, in 
Chicago last week, Romney said, 
“It is time for the President to en- 
gage ineconomic 
realism and recog- 
nize that union 
monopolies are no 
more responsive to 
public appeals for 
self-restraint than were the indus- 
trial monopolies in the days of 


Theodore Roosevelt.” 


In his annual economic report, 
President Eisenhower termed price 


The 1959 Toledo Automobile Show, sponsored by the Toledo Automobile Deolers 
Assn., opened last Saturday (Jan. 24) in Toledo's Sports Arena and Exhibit Holl. 
Plans for the show were completed by, from left, Chories Baither (Cadillac), Merve c. 


-| Lownsbury (Chevrolet), Robert Johnson (DeSoto-Plymouth), Willis E. Brown jr. (Pontiac), 


James E. Word (Chevrolet) and P. W. Fisher (Oldsmobile). Confined to automobiles 
and automotive industries, it is the first show of its kind in Toledo in 20 yeors, The 


show closes Feb. 1. 


Personal Income Gains; 
Recipients Are Shuffled 


WASHINGTON.—The income of 
individuals went up in 1958, despite 
the recession, but there were some 
changes in who received the money, 
the Commerce Department reported. 


The department said personal 
income for 1958 amounted to 
$353.4 billion, compared to $347.9 
billion for 1957. 

Wage and salary payments were 
off by $1 billion in 1958. Within this 
class, payments from commodity 
producing industries (the payrolls 
of manufacturers) dropped by $4.9 
billion while the payments in the 
distribution trades held steady. 

The wage and salary payments 
of the service industries were $] 
billion higher in 1958 than they 
were a year earlier and total gov- 
ernmental payrolls went up by $1.7 
billion. 

Miscellaneous labor income 
showed an increase of $200 million 
but an even larger boost was shown 
in transfer payments. These pay- 
ments which include such income 
as unemployment compensation and 
old-age benefits went up by $4.4 
billion. 

All other forms of income listed 
in the report showed increases 


for 1958. The income of proprie- 


tors and those collecting rents 
increased by $1.6 billion, interest 





3 Dealer Groups 


Elect 59 Officers 


COLUMBUS, O.—Three dealer 
groups in Ohio have elected new 
officers for 1959. They are: 


Montgomery County Automotive 
Dealers Assn.: Thomas A. Simons, 
president; Eugene Shannon, vice- 
president; T. D. Peffley, treasurer, 
and Ralph E. Caverlee. 

Muskingum County Automobile 
Dealers Assn.: Earl Swingle jr., 
Zanesville, president; Fred Merrell, 
Zanesville, reelected secretary- 
treasurer. 

Sandusky County Franchised 
Auto Dealers Assn.: John Notheis 
(Ford), Fremont, president; Vic 
Frederick (Edsel-Studebaker), Fre- 
mont, vice-president; Art Christen- 
sen (Dodge), Fremont, secretary- 
treasurer. 





and dividends collected by indi- 
viduals went up $600 million and 
total farm income showed a hike 
of $146 billion. 

The report also noted that per- 
sonal income in December, 1958, fell 
below the level of November. Per- 
sonal income was flowing at the 
annual rate of $359.3 billion in 
December, compared to $360.4 bil- 
lion a month earlier. 

The December drop was traced 
to a fall in year-end dividends and 
in transfer payments while wage 
and salary payments were increas- 
ing. 


Wynne Elected to Head 


Norfolk-Portsmouth Assn. 


NORFOLK, Va.— Oliver Wynne | 
jr., Wynne-Wright Motor Corp., has 
been elected president of the 
Norfolk-Portsmouth Automobile 
Dealers Assn. Other officers are: 

J. R, Alphin, Alphin Motors, Inc., 
Virginia Beach, vice-president, and | 
F. H. Huttman, Virginia Beach, 
secretary-treasurer. 


stability indispensable for continued 
economic growth and declared labor 
unions have a major responsibility 
to help hold cost down. 

The President said government, 
business and consumers all have 
a role in price stability, But he 
put special emphasis on the need 
for unions to gear wage demands 
to productivity. 

“It is not realistic to expect 
union leaders, businessmen or con- 
sumers to exercise se] f-restraint 
under present economic conditions,” 
Romney said. “What is required is 
the resolving of basic economic 
conflicts in our national laws that 


}are the underlying causes of infla- 


tion.” 


Romney declared this conflict in 
economic policy has created prob- 
lems and tendencies that, if not 
arrested, will block needed eco- 
nomic growth and progress. He 
also said, “It will destroy the 
nation’s opportunity to provide 
world leadership in achieving 
abundance, freedom, justice and 
peace.” 


Romney said the present eco- 
nomic conflict divides the interest 
of workers and management in 
every organized enterprise and 
creates conflict instead of coopera- 
tion in meeting their greater com- 


mon economic objectives. 
oa 7 > 


Lists Results of Conflict 


H® ALSO said it is the principal 
cause of the wage-price spiral 
and is jeopardizing the future of 
competition and is substituting 
“unionism” for “consumerism.” 

“It is losing world markets and 
could result in a return to eco- 
nomic nationalism,” Romney 
warned. 

In addition, Romney said, it is 
penalizing small business; discour- 
ages collective bargaining on the 
basis of the “power of persuasion” 
and substitutes the “persuasion of 
power.” 

“While I do not question the 
desirability of sound collective bar- 
gaining and the distribution of 

economic power in industry between 
employers and unions,” Romney 


| said, “our current predicament and 


future peril result from excesses 

and abuses in the area of union 

power comparable to the excesses 
(Continued on Page 45, Col. 4) 


On the House... 


Since some 1959 models are coming through with 
incorrect equipment designations on the price label, 


dealers are being 


urged to check each car carefully 


and report errors to zone office; do not attempt to 


change the label i 
ation’s executive 


n any way... . Connecticut associ- 
board has adopted a resolution, 


sent to Fred Bell, expressing appreciation of his 


fight for dealers 
leaving NADA... 


and expressing regrets over his 


Gov. Blair has endorsed Missouri association's 
time sales bill and urged legislature to enact it. 
. Ed and Carl Wassman (Dodge-Plymouth), 


Wemhoft 
in the same location. 
citizen of the year in Ozford, O. 
been chosen dealer of the year by 


Buffalo, are celebrating their 35th year as a dealer 
... John Brugaletta (Ford) has been named 


... George Lyon (Cadillac) has 
Cleveland dealer association. .. . 


Earl Burrows, veteran manager of Cleveland association, plans to 


retire at end of ’59.... 


Martin Krueger (Chevrolet), Idaho Springs, Colo., has triple duties 
this year. He’s mayor of hometown, a state legislator and gets help 


from his wife in running dealership. . 


. . Evan Wolfe (Chevrolet- 


Oldsmobile), Vancouver, has just been elected to membership in the 
Young Presidents’ Organization, which now includes 1,300 presidents 


under 40 years of age. 


—Prre Wemuorr, Editor, 
Automotive News 
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Amid Glitter at Chicago Show... 


Economy Cars Get Spotlight 


(Continued from Page 1) 


day by the company policy com- 
mittee. 

“Tm glad of that,” he admitted. 
“Now let sales worry about the 
small jobs.” 

General Motors officials spoke of 
the upcoming small cars as reali- 
ties, rather than possibilities. 

* + + 


No Specifics, Please 


ARRYING reporters’ questions 

at a news conference, GM 
Chairman Frederic G. Donner and 
President John F. Gordon tried to 
avoid using specific terms in talk- 
ing about their rear-engined, gas- 
heated Car X. 

Gordon said nothing had come up 
to discourage “the” program. Don- 
ner said the decision to produce 
“one” hadn’t been made and that 
plans could be washed out almost 
any time up to the “decision an- 
nouncement.” 

It was obvious that the new 
GM chiefs were bending over 
backwards to protect the market 
for larger ’59 cars, which they 
still feel will approximate 5% 
million domestic units this year. 

Donner answered two questions 
about GM dealer policies: 

1. GM’s endorsement of territory 
security is unchanged, he said, 
though the corporation has not 
canvassed its dealers on their at- 
titude. 

2. The dealer relocation program, 
involving “fewer than 200 dealers,” 
is two-thirds completed. 

o = > 


ATER, dealers were praised 

highly by Benson Ford, vice- 
chairman and president of his 
company’s dealer policy board. 


“I believe the real heroes of our | 


economy today are the men who 
helped postpone the late recession 
as long as possible, helped make it 
bottom out as quickly as possible 
and then took the new ‘59 models 
and wiped the recession right off 
the ledgers,” Ford told a press 
luncheon. 

Studebaker President Harold E. 
Churchill revealed plans for a 
production step-up next month 
and reported Lark sales exceed- 
ing expectations. The affable S-P 
executive, however, said it was 
too early to project Lark sales 
for the full year. 

George Romney, president of 


cut recently to meet competition, 
Gordon said, adding that 39,000 
Opels and Vauxhalls were imported 
to the U.S. last year. 

The GM chiefs stressed two-car 
and three-car family ownership in 
speaking of future market growth 
and the possibilities for the small 
car. 

Gordon pointed out that Big 
Three small cars might not 
necessarily contribute to greater 
market penetration for Chevro- 
let, Ford and Plymouth, Cheapest 
series of the lowest-priced makes 
have been their smallest sellers, 
he observed. 

Donner said studies of small-car 
potential, even within GM itself, 
vary widely in estimates of market 
impact. But he contended that a 
sure way to widen the market 
would be to convert one-car fami- 
lies into two-car families and two- 
car families into three-car families. 
And he doubted that parking prob- 
lems would make any difference to 
consumer buying plans. 

* ok * 

| NEW models introduced at the 

dealer-sponsored show included 
the Cadillac Brougham, with a 
Pinin Farina body; a Renault Cara- 
velle hardtop, with a Ghia body; 
DeSoto’s miniature Cella, powered 
by a fuel cell of interacting gases; 


al’s Metro-Mite light truck, and a 
sliding-roof Texan station wagon 
by Buick 

A $20 million cost tag was put 
on the exhibits at the International 
Amphitheatre by Don C. Mullery 
(Ford), president of the sponsoring 
Chicago Automobile Trade Assn. 

Save for a Ford “air-lift” car 
that moves on columns of air 
instead of on wheels, dream stuff 
was missing in direct proportion 
to the popularity of come-on gim- 
micks in domestic-car displays. 


peated from the Detroit show of 
last November, proved by far to be 
| the No. 1 attraction for visitors. 

Chevrolet carried over its Cine- 





|mascope film of a ‘59 ride, while | 
| 


Rambler featured 


“talking cars” 


| 
| 
| 
} 


| (Continued from Page 1) 


a Simca Vedette V-8; Internation- | 


Plymouth’s driver contest, re-| 


into which music and narration 
were piped. 


* * + 


Combos & Contests 


A LIVE combo stopped spectators 

at the Mercury and Edsel 
exhibits, Dodge trucks floated in 
two pools of water, Oldsmobiles 
were surrounded by “dancing wa- 
ters” attuned to music and Pontiac 
offered $600 pearl-and-diamond 
necklace to the top guesser of the 
number of pearls used in a special 
Bonneville’s. upholstery and across 
the bottom of a pool in which the 
car was floating. 

“Next year you'll need a permit 
to get a car in here,” cracked an 
industry executive after a tour of 
the gimmicks. 

Thirty makes of import cars— 
a record — were included among 
the nearly 450 units on display. 
Volkswagen again was a con- 
spicuous absentee, reflecting the 
make’s resentment against being 
“ghettoized” with imports. 

Special show features appealed to 
the old and the young. Community 
beauty queens pranced in with 
domestic makes at a_ twice-daily 
Motorevue of 1959, while a section 
of famous cars of yore stood in 
solitary splendor as a show inno- 
| vation. 

= = 
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MONG the old-time relics on 

display were Henry Ford’s 
original 999; a Cadillac used by 
both Presidents Roosevelt and Tru- 
man; the Peugeot that won the 
1916 Indianapolis 500-mile race; 
Kaiser Wilhelm’s 1914 Mercedes, 
and F. O. Stanley’s personal Stan- 
ley Steamer. 

Price stickers were visible on 
most cars displayed. Large price 
charts were prominent in the Ram- 
bler and Lincoln exhibits. Jaguar 
called its sticker a “seller’s recon- 
ciliation.” 

Chicago Mayor Richard J. Daley 
presented U.S. savings bonds to 
student winners of a safety slogan 
| contest at a ceremony following an 
opening-day telecast from the 
show. 





—Maynarp M. Gorvon 
















First Sale at Chicago Show?— 


In what is claimed to be the first sale 


at the recent Chicago Auto Show, David 


Brown, left, salesman for Martin J. Kelly, Inc. (Chrysler-imperial), Chicago, accepts 
a check in payment for a 1959 Chrysler from Cecil W. Nelson, Chicago, while Mrs, 
Nelson looks on. Brown said he made the sale at the Chrysler-Imperial exhibit shortly 


after the show opened. 





Auto Financing Inquiry 


Planned by Senators 


(Continued from Page 1) 


pendent companies in the indus- | 
try and make an issue of the | 
monopolistic practices that have 
been in force for some time. 

“The record shows these prac- 
tices have been in force for years 
to the disadvantage of the dealers | 





Carolina Dealers 
Polled on Security 


RALEIGH, N. C—A special 
ballot on which dealers can reg- 
ister their sentiments on territory 
security was included in its Jan. | 
15 member bulletin by the North 
Carolina Automobile Dealers 
Assn, 

NCADA emphasized that the 
poll is on the principle of territory 
security and is not a vote on any 
provisions of any proposed bill. 








| Territory-Security Foes Demand Ballot 


of the country who can do little 


or nothing about them. 
= J = 


“{*ONSENT decrees against Gen- 

eral Motors Acceptance Corp. 
handed down in 1952 have done 
nothing to hamper the growing 
monopoly enjoyed by this colossus 


| of the industry, In fact, GMAC has 


grown more rapidly since 1952 than 
it did previously.” 

According to Coon, GMAC now 
handles about $8 billion in business 
yearly compared to about $5 billion 
for the 325 independent sales fi- 
nance companies. 

“The only real solution to the 
problem,” said Coon, “is the com- 
plete divorcement of GMAC from 
General Motors Corp. It’s about 
time that the attorney general's 
office recognized that monopo- 
listic practices do exist and that 
unless drastic action is taken, the 
motor car manufacturers soon 
will monopolize auto financing in 
the same way they monopolize 
the manufacturing industry and 
independent finance companies 
will be driven to the wall.” 

Coon said GMAC enjoys not only 


| meetings or not even informed of | branches operate. Complaints were | “yn fair competitive advantages” 







gested that dealers might pay a| their scheduling. 
portion of their markups into an 
NADA-supervised fund to study 
conflicting markets and buy out | 
dealers whose markets had faded | 


American Motors, was content to} 
let blistering Rambler sales and | 
profits speak for themselves. The 
week of the show's debut marked 


us right to the wall,” a Ford | 
dealer declared. “It’s high time | 







































two banner events for AMC offi- 
cials: An alltime production high 
and payment of tidy 1958 profits 
bonuses. 

Roy Abernethy, marketing vice- 


president, told newsmen that Ram- | 


bler orders were still ahead of 


deliveries from the factory. He in-| Oppose territory security because | 


dicated it would be at least late 
February before adequate dealer 
inventories could be built up. 

” > o 


Price Resistance? 
ONNER said he had heard no 
reports of consumer price re- 
sistance to the new cars, Prices of 
GM’s imported station wagons were 


M-E-L Dealers Elect— 


Ben D. Mills, left, general manager of 
the M-E-L division, congratulates Stewart 
Evans, Detroit-area Lincoln-Mercury dealer 
who was elected chairman of the M-E-L 
National Dealers Council. Ray H. Ridge 
(Mercury-Edsel-Lincoin), right, Tacoma, 
Wash., was elected council secretary. 
Twenty-one dealers from throughout the 


country met with M-E-L management to 


discuss products, policies, programs and 
methods. 


out. 

“The real problem is competition 
among dealers,” said Lindke, “The 
| big-city dealers want territory se- 
curity because they are hurt by the 





| fringe dealers, and we on the fringe 


|we have to sell in the cities to 
| survive. 


| “Let’s have a ‘quality franchise’ 
| program to replace the old quality- 
|dealer program and resolve the 
basic problem of overdealering. 
Then we could have a workable and 
fair territory-security program.” 
* w * 
AY MACGALLIVRAY (Chevro- 
let-Buick-Pontiac), Vassar, 
wondered if a small-dealer spokes- 
man could get a hearing or pro- 
gram time at meetings like the 
NADA convention next week in 
Chicago. 
Too often, it was charged, small- 
towners are outvoted at policy 





Crazy, Man! 
Dodge Rocks ’n’ Rolls 


At Chicago Show 


CHICAGO. — “Now, cats, these 
here Dodges is way gone out there, 
man. I mean they is flyin’, and they 
can, man, Daddyrooneys, they go 
Gyromatic, safe guard hydraulic 
brakes, and stuff so new they don’t 
even know what to call it yet, man. 

“Mop! This Dodge sings, it hums, 
it meets the beat where it’s a treat 
to your tappin’ feet. Oh, so neat, 
like I mean, man, Dodge swings.” 

Yes, rock ’n’ roll has come to 
automobiles. This ditty was com- 
posed for the 15-minute stage show 
produced six times daily at the 
Dodge display in the Chicago Auto 
Show. Wilding Picture Productions 
was responsible. 


the podunks and hamlets to 

| be heard.” 
This is an area within marketing 
distance of Pontiac and Flint, the 
big GM plant cities were factory 


| 


ae Sie Seay anany  Secens | 


|as NADA executive vice-president. 


lodged anew against price competi- | 
larly by GM lines. 

Several of the dealers mourned | 
the departure of Frederick J. Bell 


“He was more of a friend to the| 


| small-town dealer than the fellows | 
jthat hold office in NADA,” a 
| DeSoto-Plymouth dealer said. 


DISTRIBUTOR- DEALER 


ree | 
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Cadillac's Dealer Council— 





Cadillac's Distributor-Dealer Council met in Detroit for its semiannual sales confer- 
ence. Members are, front row, from left, Harold W. Shepard, Oakland, Calif.; Fredric 
H, Murray, Cadillac general sales manager; Hickum 1. Galles jr., Albuquerque, N. 
Mex.; James M. Roche, Cadillac general manager; Gilbert M. Tinney, Buffalo, and 
Ralph Ll. Nichols, Nashville. Second row: Raymond H. Allen, Cedar Rapids, la.; Glen 
W. Travis, Peoria, Ill.; Thomas J. Brogan, Paterson, N. J.; Gerald L, Everbach, Lovis- 
ville; Thomas E. Pemberton, Toledo; Emmett A. Darby, Okiahoma City, and Butler P. 
Crittenden jr., Beaumont, Tex. Third row: Howard W. Mitchell, Pensacola, Fla.; M. E. 
Fields, Cadillac assistant general sales manager; Peter Fuller, Boston; W. H. Niven, 
Cadillac factory-dealer relations; Eugene B. Gamble, High Point, N. C., and W. T. 
la Rue, Cadillac assistant general sales manager. Council members not pictured are, 
Harry T. Priest, Duluth, Minn., and Fred B. Utter, Spokane, Wash. 


|}much as any of 


with dealers, but because of its 


“The big-city boys are pushing (tion from the branches, particu-| relationship with General Motors 


is able to borrow more money at 
much lower rates than companies 
with no factory affiliations. 

GMAC, because of its close rela- 
tionship with the parent corpora- 
tion, is able to borrow twice as 
its competitors, 
based on capital, Coon declared. 

“All we ask is that a fair and 
open hearing on this matter be 
held,” Coon said. “So far these very 
monopolistic practices have pre- 
vented this.” 


> >= > 
E auto-financing field has been 
the subject of earlier Senate 
probes as well as antitrust proceed- 
ings. 

Senator Joseph C. O'Mahoney, 
Wyoming Democrat who led an 
earlier investigation, observed 
that the logical result of the Ford 
move into financing would be a 
similar move by Chrysler. 

O'Mahoney added: “A law which 
would compel divestiture of GMAC 
(by GM) and make illegal the es- 
tablishment of similar financing 
subsidiaries by large manufacturers 
would be a positive step against 
the concentration of monopoly 
power and a positive stimulus to 
the expansion of free, independent 
enterprises.” 


~ © + 

EFAUVER said the Federal 

Trade Commission and the 
Justice Department will be asked 
to discuss “whether GMAC’s rela- 
tionship with General Motors and 
a financing outlet set up by Ford 
would violate present law and, if 
not, what recommendations, if any, 
they might have for changes.” 

GM, Ford and Chrysler had 
links with finance companies 
until 1938. At that time, while 
being sued for the auto-finance 
tieups, Ford and Chrysler cut 
ties with their finance connec- 
tions. 

GM fought the case and finally 
settled it in 1952 without having to 
divest itself of GMAC. 


I 


Your prospects won’t ‘keep 


Time can run out on you...and with it your sale. Delay in arranging 
financing and insurance can spoil even the best deal. Let Associates help 
you get financing clearance and insurance protection when the customer is 
ready to buy. Delay-free approvals and the many customer benefits of 
Associates Pleasant Purchase Program pave the way to more “one-stop” 
car sales—help you wrap up the complete deal before your prospect has a 
change of heart. Find out how Associates Pleasant Purchase Program can 
lead to more car sales for you . . . call the man from Associates for the facts. 


eae 7 4 XN ssociates 


SOUTH BEND, INDIANA 


P.S. See you at the N.A.D.A. January 31 to February 4—enjoy Associates’ 
hospitality in “‘The Cairo Suite’’ at the Conrad Hilton 


ASSOCIATES INVESTMENT CO. — ASSOCIATES DISCOUNT CORP. — ASSOCIATES DISCOUNT (CANADA) LTD. — EMMCO INSURANCE CO. 
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How They Are Advertisi 
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Dealer’s Ad Recalls 
Model A Advantages 


By John K. Teahen Jr. 
Staff Writer 

EN dealers advertise their 
wares, they often refer to “the 
ear of the future” or proclaim that 
their models have “features other 

cars will have years from now.” 
Harvey Motors, Inc. (Mercury- 

Edsel-Lincoln), Rock Hill, S. C., 
used a different pitch to extol the 
virtues of its English Ford line. 

Harvey compared the import 
with Ford’s Model A, a car that has 
been out of production for a quar- 
ter of a century. “The Model A has 
been the standard of simplicity, 
economy and ruggedness,” Harvey 
said, “It was not oversized or over- 
powered, 

“A close parallel can be drawn 
with the English Ford line of today. 
... If you liked the Model A, you 
will truly love the new English 
Ford. It’s better because it’s mod- 


ern, up-to-date.” 
+ = > 


LSEWHERE in dealer advertis- | 


ing, terms, prices and sales 
continue to be popular, and there is 
a good supply of clever institutional 
ads. 

Imported-car dealers are pick- 
ing up the low-downpayment- 
and-easy-terms type of advertis- 
ing. In Louisville, Koster-Swope 
Imports mentioned $199 down 
and $11.30 to $14.46 per week for 
Fiat, Morris and Hillman. 

A big-car dealer in San Antonio 
was right in line with Koster- 
Swope’s terms. O. R. Mitchell Mo- 
tors advertised weekly payments of 
$14.13 for a Plymouth Savoy four- 
door sedan and $16.91 for a Dodge 
Coronet two-door hardtop. 

A Studebaker Lark was offered 
at “$1,592 and your tradein worth 


$335" by Spitzer, Little Rock, Ark., | 
while Rambler American wagons | 


were priced at $188 down and a 
$1,699 balance spread over 36 
months by Jim Cooke (Buick- 
Rambler), New Albany, Ind. 

> = > 


N “UNDER $2,000 sale” was in 

progress at Kinsel’s Ford, Beau- 
mont, Tex., with payments of $48.50 
per month. In Hattiesburg, Miss., 
Ryan Ford said Galaxie prices 
start at $2,620.50 delivered. 

“Dealer cost prices to retail 

buyers” were advertised by 

Perkins Motors (Chrysler-Plym- 
outh), Louisville. A Plym outh 

two-door sedan was quoted at 
$1,589.63 with $188 down, cash or 
trade, and payments of $52.11 per 
month. 

In Portsmouth, O., Oberling’s 
Dodge City ‘Dodge-Chrysler), pic- 
tured four branding irons and 
urged, “Let us change your brand 
to Dodge-Chrysler. We want to put 


this stock in your pasture. We} 


don't want around 
here!” 

Customers at Berl Berry Lark, 
Kansas City, were invited to meet 


Satchel Paige, one of baseball's 


‘em grazin’ 


legendary figures. Pa ige handed 


"Dealer of the Year'— 
George H. Lyon (Cadillac), center, was 


named “Dealer of the Year" for 1958 by 
the Cleveland Automobile Dealers Assn. 
at the group's annual awards and installa- 
tion dinner, Lyon received the award not 
only for a long automotive career but for 


his civic contributions as well. Lyon is 
congratulated by N. J. Popovic, left, and 
David L. Biloushild. The CADA's new of- 
ficers include C. T. Mack (Oldsmobile), 
president; Arthur Englander (Rambler), 
first vice-president; Philip Fleishman (Chry- 
sler-Plymouth), second vice-president; Ed 
Stinn (Chevrolet) treasurer; R. Earl Burrows, 
executive vice-president, and Frank X. 
Schavt, counsel. 





out autographed baseballs and pic- 
tures during the two-day promo- 


tion. 
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N EYE-CATCHING institutional 
ad placed by Tag Galyean, 
Huntington, W. Va., showed a new 
Dodge parked on a residential 
street and asked, “How well do you 
know Huntington? Do you know 


where this '59 Dodge is parked?’ | 


The ad’s next question was: 
“How well do you know Tag 
Galyean, your Plymouth-Dodge- 
DeSoto dealer?” Copy mentioned 
the dealership’s size, personnel 
and service policies and invited 
readers to stop in for a demon- 
stration ride, 

In Milwaukee, Harold Duckler, of | 
Duckler Pontiac, assured readers: 
“In just 18 minutes, Ill prove to| 
you why it would be foolish to 
settle for less than a big, impres- | 
sive, wide-stance Pontiac.” 

Duckler declared, “After your) 
first look, you'll say, “‘That’s for me | 

if I can afford it.’ Five minutes 
behind the wheel, and you'll say, 
‘This car is for me even if I have 
to stretch the budget a little.’ 
> = > 


woe biggest thrill is yet to 
come,” Duckler continued, ‘Tll 
show you in hard dollars and cents 
how you can buy this car for little 
more than you'd pay for a ‘low- 


| priced’ car. 


“Then you'll say, ‘I can’t afford 
to buy anything but a Pontiac.’ 
Come in and give me a chance to! 
prove what I say is true.” 

A chatty institutional ad titled 
“The man behind the man be- 
hind” gave Central Carolina Mo- 
tors (Oldsmobile - Cadillac), 
Winston-Salem, N. C., a chance 
to talk about its efforts to take 
good care of customers. 

The ad read in part: “A client 
asks, ‘Who’s the man behind the 
man who sells me a car?’ Our man | 
answers right quick, “The whole 





Cutting Torch Started This— 


A $250,000 fire at Smith Auto Co. (Ford), Spanish Fork, Utah, destroyed the building, two new and three used cars and hos- 


pitalized two employes with second-degree burns. 
of the body shop where the two employes were working with a cutting torch. 
touched off an explosion of some 50 gallons of lacquer stored in the paint room, 


save new cars parked in the shop. 


Spork 


According to Glenn H. Bowen, manager, the fire broke out in the paint room 


s from the torch started a small fire which 


The employes were injured while trying to 


Auto Show Crowds Are Varied 


A'== a record-breaking start, 
attendance at the Chicago Auto 
Show nosedived in the wake of the 


| worst weather in the 10-year period 


since the show's resumption, show 
officials reported last week. 

The turnout for the first six 
days totalled 266,057, compared 
with 288,874 for the correspond- 
ing period a year ago. In the 


outfit. The whol tfit 
dt. on first three days the show drew 


Show in Minneapolis, 18 percent 
more than the number who viewed 
the 1958 exhibits, according to H. 
E. Warren, general chairman. 

Early in the show, members of 
the Minneapolis Auto Salesmen’s 
Union, unable to reach an agree- 
ment with dealers on wages, com- 
missions, union security and 
other issues, picketed Civic Audi- 
torium for three hours. 


|““Weekend at the Waldorf” in New 
York, a washing machine, gas 
range and a set of seatcovers. En- 
| tertainment will be provided by the 
| Ink Spots, male vocal-instrumental 
| quartet. 





> > > 
|Orloff Associates Set Up 
To Help Stage Auto Shows 


every one of our auto workers here 
at 226 N. Marshall St.” 


156,958, up slightly from last 
year’s 155,699. 
An all-time high for a single day 


Pickets were withdrawn when| CHICAGO.—Ben Orloff Associates 
the show management went into has been formed here to help auto 
court to seek a restraining order, | trade associations stage auto shows. 


Warren said. Show officials charged | Orloff said the firm will produce, 


Kansas Conclave | was set Sunday Jan. 18, wien 7. 


Will Feature 
NADA Seminars | 


WICHITA, Kans.—-NADA semi-| 
nars On service and profits will be| 
highlights of the annual conven- | 
tion of the Kansas Motor Car Deal-| 
ers Assn. at the Broadview Hotel 
Feb. 18-19. 

Walter Kelly jr., Kelly Motor Co., 
Marietta, Ga. and Orlen H. Wal- 
lace, Down State Chevrolet Co., 
Carbondale, Ill., will speak at the 
seminar on “Making Money in 
Service” Feb. 18. 

Speakers at the Feb. 19 seminar} 
on “A Base for Profitable Opera-| 
tion” will be Chris J. Hogan, Rapid | 
Chevrolet Co., Inc, Rapid City, 
S. D., and Richard L, McFayden, 
McFayden’s, Inc. (Ford), Omaha. 

Chester H. Lauck, executive vice- 
president of Continental Oil Co., 
will address a luncheon Feb. 19, 
and Byron Lopp, public relations 
director of Central Bank & Trust 
Co., Denver, will discuss “Time, 
Trends and Conditions” at the 
morning session the same day. 

Roscoe Hambric, secretary-man- 
ager, pointed out that the associa- 
tion has been accenting an educa- 
tional program. He said that 
authentic records at the state 
vehicle department show that there 
were 329 franchise dealers of new 
motor vehicles who had licenses in 
the year of 1954 who were not in 
business in the year of 1958 and 
were not succeeded by another 
dealer. 

There were 202 dealers who were 
licensed in the year of 1954, were 
not in business in 1958, but were 
succeeded by another dealer. In the 
year of 1954, there were approxi- 
mately 1,050 licensed franchise 
dealers in Kansas. Thus Kansas 
had a turn-over of 50 percent of 
dealers in five years. 

With few exceptions, the reason 
these dealers went out of business 
was due to dealers not being able 
to make a net profit to justify their 
investment, Hambric said. 


663 visited the exhibits. On the cor- 
responding day in 1958 the previous 
record of 78,915 was established. 
Three days of heavy snow, sleet, 
rain and sub-zero temperatures set 
in following the record-setting Sun- 
day, a show spokesman said. A rec- 
ord 518,521 
1958 show. 
- cf > 
= seven-day Indianapolis show 
drew 54,330 visitors, compared 


with 53,160 for a nine-day run last | 


year, according to Tom MHanika, 
manager of the Indianapolis Auto- 
mobile Trade Assn. 

The show was cut to seven 
days this year because of an 
Indiana law barring auto sales on 
Sundays, he said. 


Attendance at the seven-day)| 


Pittsburgh show dropped 20 percent 
to 78,712, said Hartley R. Graham, 
manager of the Pittsburgh Auto 
Dealers Assn. 

Heavy snow and near-zero tem- 
peratures on the last three days 
were blamed for the sharp drop. 
Until then the crowds had com- 
pared favorably with those on simi- 
lar days a year ago, Graham said. 

7” = * 


RECORD 182,468 turned out for 
the 10-day Upper Midwest Auto 


Late Report... 





persons attended the/| 





that the union was conducting a 
secondary boycott, he added. 

The Washington exposition was | 
attended by 109,450 despite bad| 
weather and poor parking cond | 
tions, show chairman Joseph Paul 
reported. Last year’s attendance 
totalled 100,092. 

. © > 

HOWS will open this week in | 

Mansfield, O. (Jan. 30-Feb. 1) | 
and Rochester, N. Y. (Jan. 31-Feb. 

7). The International Foreign and 
Sports Car Show opened yesterday | 
(Jan. 25) in Miami’s Dinner Key} 
Auditorium, It will run through | 
Feb. 1. 

“Head into Spring in a 1959 Car” | 
is the theme of Rochester’s 42nd 
annual show in the Community 
War Memorial. 

Edward C. Schoen, secretary of 
the sponsoring Rochester Auto 
Shows, Inc., said door prizes will 
be awarded each day and a 1959 
car will be given away at the end 
of the eight-day affair. 

Mansfield’s third show since its 
revival in 1953 will be held in the 
North Lake Park Coliseum. R. W. 
Moorhead, chairman, said seven 
dealers will exhibit 35 new-model 
cars. Last year’s drew about 6,000 
visitors. 

Prizes to be awarded include a 


Used-Car Market 


The overall average price of used cars sold at wholesale auction 
last week declined $12 to $1,143, the sharpest weekly loss since early 
January, according to Automotive News’ index. 

Only ’58s, which bounced upward $42 to level off $117 above their 
average of two weeks earlier, escaped the general downward trend. 

Losses amounted to $50 on ’59s, $29 on ’55s, $22 on ’56s, $15 on "54s, 
$11 on ’52s, $10 on ’538s and $1 on ’57s. New lows were established for 
all models except ’59s, ’58s and ’52s. In the case of ’56s and "55s, the 
new averages were at the lowest level reached since mid-November. 

At a group of representative auctions last week, the average con- 
signment was 232.2 units, compared with 212.0 the previous week, The 
sales ratio was 68.2 percent, compared with 68.3 percent a week 


earlier, 


Auction reports begin on Page 20. 


| assist or act in an advisory capac- 
ity. 

He said he will continue as man- 
ager of exhibit sales and show 
publication for the Chicago Auto- 
mobile Show. He also has been 
associated with shows in Cleveland, 
Kansas City, St. Louis and Cincin- 
nati. 


Parts Rebuilders 


Rip Proposed 
ax Regulations 


WASHINGTON. — The Industry- 
Wide Committee to Remove Auto- 
motive Excise Tax testified at a 
public hearing here in regard to 
proposed regulations to be issued 
under Sections 4061, 4062 and 4063 
of the Internal Revenue Code of 
1954. 


These sections apply to the excise 
tax on repairing, reconditioning 
and rebuilding of automotive parts. 


The hearing was held at the of- 
fice of the commissioner of inter- 
nal revenue. Representing the 
committee was James F. Flanagan, 
of Halfpenny & Hahn, Chicago, 
who submitted a detailed brief and 
testified in opposition to the pro- 
posed regulations. 


Flanagan said they would “com- 
pound existing confusion” on those 
sections of the code. 

Ira Saks, committee chairman, 
said the excise tax should be re- 
pealed. 


“If this is not possible,” he said, 
“then any new rulings should at- 
tempt to end existing confusion in- 
stead of creating more complicated 
confusion.” 


The committee was organized 
some years ago by the Automotive 
Engine Rebuilders Assn., Automo- 
tive Parts Rebuilders Assn., Motor 
& Equipment Manufacturers Assn., 
National Automotive Parts Assn. 
and National Standard Parts Assn. 
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MORE BUYERS MEAN BETTER PRICES 
FOR You! 


‘x: | Reduce that used car inventory — AT A PROFIT — with the auction method 
te | YOU CAN DEPEND ON THESE NAAA MEMBERS: 
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NATIONAL AUTO AUCTION ASSOCIATION | 


Executive Office: 803 So. Columbia St., Frankfort, Ind. 
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Roof-Top Salon One of Dealer’s New Selling Ideas... 


‘Showroom in Sky’ Makes Bow 


By William Carroll 
Staff Correspondent | tion, he added. 

WEST LOS ANGELES, Calif—| Two new office features are 
A number of new ideas in selling | designed to eliminate confusion in 
and service are incorporated in the | the general office and that of the 
new $180,000 building opened by | S#les manager, Buerge continued. 


4 11800 Santa| The girl who handles new-car 
oe ea _— * | stock and work is isolated in a 


small office from both the sales 
— ony athe? on mosay Ree | manager and salesmen, he said. 
showream. are two of the new |  /0th the manager and salesmen 
features, 
“The open-air showroom was 
designed primarily to stop custo- 
mers who are fearful of entering 
a new-car showroom,” said Maurice | 
Buerge, general manager. 
“And it has paid off just that | 
way,” he added, “People have been | 
examining the cars at all hours of | 
the night and then coming in the| 


| for several blocks in every direc- 


have access to her through small 
‘pass’ windows cut in the walls,” 
Buerge said, “Papers and informa- 
tion can be exchanged without 
causing congestion and confusion 
around her desk.” 

The other feature is a bank of 
drawers which can be opened from | 
| either end. The bank is part of the 
wall between the sales manager’s 
office and the showroom. 

“Each salesman is assigned a 
drawer in which he keeps all his 
‘hot deals,” Buerge said. “The 
salesman and sales manager have | 
access to all papers and deals at 
any time without the necessity of 
personal contact.” 

Another innovation is a helicopter 
port on the roof of the building, a/| 
public-service feature, said Buerge. 

The building was designed in the 





New Idea in Selling— 


next day to deal.” 

But he was more enthused over 
the “Sky Salon.” 

“We are able to display two- 
thirds of our stock in ready-to- 
deliver condition,” he said. “And 
when a prospect is able to see, 
feel, smell and sit in the car he’s 
interested in, 90 percent of the 
objections melt away.” 

The large display also has been 
helpful in getting customers to 
switch from one color to another, 
Buerge added. 

A new car is always on display 
on a turntable in one corner of the 
salon, he said. The car is visible 


Dealer's 'Scoreboard'— 


The switchboard operator Walker- 
Buerge Ford keeps track of personnel 
with the help of this peg board. The 
whereabouts of each man is indicated 
through the use of golf tees on the board. 
Cards across the top of the board pro- 
vide home telephone numbers and other 


information for the operator. 


at 


Ford Panel Reports ao 


form of a giant “U,” with the serv- 
ice department occupying the two 
legs, he continued, The department 
| has a 37-foot-wide entrance. 

| Two of the four lubrication hoists 
|}are set up to enable the firm to 
| offer 15-minute lubrication service, 
mostly on an appointment basis, 





| Buerge said. 


Operating in assembly-line 
fashion, the lube man is assisted 
by a car jockey who vacuums, 
dusts and moves cars on and off 
the hoists, he continued. 

The higher roof elevation in the 
rear of the building allows clear- 
ance for the hoists, he said. 

Carl Walker is associated with 
Buerge in the dealership. 


594.000 Test Miles 


| DEARBORN.—The 400 persons 
|who participated in Ford’s con- 
;}sumer pane! last fall test-drove 
| their 59 Ford cars a total of 594,800 


.|miles in a one-month period, ac- 


|cording to Dr. G. H. Brown, Ford 
| division marketing research man- 
ager. 

Research reports were filed by 
| each of the panelists during the 30- 
| day test which followed their return 
|home from a two-day consumer 
| conference in Dearborn Oct. 8-9. 
| Selected under the direction of 


> |Dr. George H, Gallup, public opin- 


Two-Way Drawers— 


The lower section of the wall between 
the sales manager's office and showroom 
ot Walker-Buerge Ford is made up of 


@ bank of drawers which con be opened | 
solesmon is as-| 
signed a drawer in which to keep his) 


from either side. Each 


soles data. 


Iowans to Host 
islators at 
March Convention 


DES MOINES—C. J. Murray) 


(Cadillac-GMC), president of the 
Iowa Automobile Dealers Assn., has 
urged all association members to be 
individual hosts to their respective 
state senators and representatives 
during the association’s annual 
convention March 22-24 in Des 
Moines. 

The Iowa Legislature, 
meets in Des 
years, began its sessions Jan. 12 
and will continue until about Apr. 
25 (no fixed adjournment date). 

“Our main goal at this legisla- 
tive session will be enactment of 
a Sunday auto closing law, similar 
to that of many of our sister 
states,” Murray said. 

Murray said the association is not 
expected to take any action on the 
proposed daytime highway speed 
limit law which the state depart- 
ment of public safety is seeking. 
Iowa enacted a 60-mile-an-hour 
nighttime speed limit two years 
ago, but thus far still retains its 
“reasonable and proper” definition 
of daytime highway speed. 

Murray has appointed Cliff Ny- 
strom, Boone, as chairman of the 
association’s 22-member legislative 
committee. Nystrom is a former 
member of the House of Represent- 
atives. 


which 


Moines every two) 


ion expert, the 400 panel members 
| came to Dearborn for a conference 
|}planned by Ford to secure con- 
| sumer reactions to the automotive 
|products and to dramatize the 
amount of consumer research per- 
formed by the industry. 


At the conclusion of the test, 
303—or 75 percent—of the panel- 
ists purchased a '59 Ford. After 
testing the cars for a month, the 
panelists were permitted to buy 
them as used cars. 


the panelists were asked—when 


| what type of style changes in auto- 
mobiles they hoped to see made 


said they wanted cleaner, smoother 
lines; 25 percent said they wanted 
more functional styling, and 19 per- 
cent said they wanted less extreme 
styling. 

On operating characteristics, 46 
percent said they wanted more 
economical performance and 33 per- 
cent indicated they would prefer 
economy of operation over acceler- 
ation and/or top speed. 


After driving new Fords for 30 
days, two out of three panelists 
thought the styling and ease of 
handling were the best features of 
the car, Other high-ranked charac- 
teristics included riding comfort, 
performance and roominess in that 
order. 


Eighty-four percent of the 
panelists said the Ford was the 
“best looking” in its field, 72 per- 
cent said it had the most com- 
fortablie seats and ride, 63 percent 
said it had the best-built body, 
61 percent thought it cost the 
least to buy, 61 percent said it 
was roomiest, 54 percent said it 
had the best resale value and 42 
percent said it was the most 
powerful. 





Dr. Brown said the characteris-|base and a 120-horsepower, six-cylinder engine. The Cleveland dealers promoting 
tics the panelists liked best about the test refer to the Fargo Town Wagon as a compact vehicle with a foreign flavor. 


Prior to seeing any ’59 models, | 


|they first arrived in Dearborn— | 


in the future. Twenty-eight percent 
re | power brakes. 


the '59 Fords correlated closely with 
the style and operating improve- 
ments which, on Oct, 8, they said) 
they wanted for the future. 


on the street level and the roof-top display 


The new $180,000 home of Walker-Buerge Ford incorporates a number of n 
selling and service ideas. This is an after-dark view of the firm's outdoor showroom 


area called the “Sky Salon.”’ Both featur 


have helped boost floor traffic, the firm reported. 


January Sales Reports Stir 
More Factory Optimism 


DETROIT.—Auto manufacturers 
were optimistic last week as they 
viewed the sales performances of 
their 59 models. Their reports fol- 
low: 

Studebaker 

Studebaker passenger-car sales 
for the first 10 days of January 
were 181 percent greater than those 
of the comparable period last year, 
according to S. A. Skillman, Stude- 
baker-Packard Corp. general sales 
manager. 

S-P is making its fourth succes- 
sive increase in production to meet 
the increasing demand for Lark 
since its introduction last Septem- 
ber, Skillman said. 

Sales in the first 10 days of Jan- 
uary were the highest for that 
period since 1953, he added. 

Lark acceptance has been so 


| good that S-P has added more than 


|600 dealers since its introduction, 


Dodge Introduces 
Export Wagon 


To U.S. Market 


CLEVELAND.—The Fargo Town 
Wagon, a compact station wagon 
previously built by Dodge for ex- 
port only, will be introduced to the 
U. S. market here today (Jan. 26). | 


The Fargo was redesigned 
slightly to conform to U. S. legal) 
and design standards, said Arthur | 
G. Kirchner jr., Dodge central area | 
sales manager. The design is unlike 
any American-made wagon and has 
a foreign flavor, he added. 

The vehicle has a 108-inch wheel- | 
base similar to the Rambler line, | 
13 inches more than the Volks- 
wagen wheelbase, Kirchner said. 


It carries up to eight passengers | 
and seats may be removed to pro-| 
vide more than 120 cubic feet of 
cargo space, he continued. It will | 
be available with six-cylinder or | 
V-8 engine, power steering and | 


One of the Fargo’s chief features 
is economy and it has been re- 
ported averaging better than 20 


|miles per gallon, Kirchner added. 


He said the wagon will be mar- 
keted exclusively by Dodge dealers. 





Market Test in Cleveland— 


The Fargo Town Wagon, previously built for export only by Dodge, begins its 
U. S. marketing test today (Jan. 26) in Cleveland. Specifications have been modified 


slightly to conform to U. S. requirements, 


Skillman said. 
* * > 


Rambler 
Rambler started off the new year 


| with a sales increase of 166.6 per- 


cent over the comparable Jan. 1- 
10 period of 1958, according to Roy 
Abernethy, American Motors Corp. 
automotive distribution and mar- 
keting vice-president. 

Sales in the first 10 days of Jan- 
uary totalled 4,613 units, compared 
with 1,844 a year ago, Abernethy 
said. Sales in the current fiscal 
year, which began Oct, 1, now total 
80,406, a gain of 145.3 percent over 
the 32,773 in the year-ago period, 
he added. 


Studebaker of Canada 


Retail sales of Studebaker cars in 
Canada during December were at 
their highest point since last May, 
said Gordon E. Grundy, president. 

Shipment of 1,036 automobiles to 
dealers in December exceeded ship- 
ments for any month since April, 
1956, Grundy added. 

The current rate of production at | 
the Hamilton plant is twice that of 
a year ago, he said. 

* ~*~ 7 


Ford Division 


Ford dealers sold 32 perce nt) 
more cars in the first 10 days of 


January than during the compara- 
ble period of 1958, Ford division hag 
announced. 


Walter J. Cooper, general saleg 
manager, said sales were the high- 
est for any first 10-day period of 
any year in the division’s history 
except for 1957. 

Cooper said Ford dealers ended 
the year by outselling all the other 
car lines in 1959 models, Latest reg- 
istration figures available show 
Ford outsold its nearest competitor 
in November by 53 percent, he 


said. 


> . 


. 
Willys 

Domestic retail sales of Jeep 
vehicles during December were thé 
the highest of any month in th 
company’s history, said C. W. Moss, 
general sales manager of Willy@ 
Sales Corp. 


Marking the sixth successive 
monthly increase, the Decembe 
retail volume was 75 percent abo 
a@ year ago and placed sales for thé 
final quarter 40 percent ahead o 
the corresponding period of 1957, 
Moss said. 


Despite an industrywide decli 
of 25 percent in commercial vehi 
cle sales, full-year 1958 retail deliv-) 
eries of Jeep vehicles were up 11) 
percent, he said. 

Factory sales in the last quarter 
of 1958 set a new high and were 
49 percent over the previous year, 
he reported. 


> * > 


Ford Trucks 


Ford division forecast for the 
first quarter a 33 percent increase 
in its production of tilt-cab trucks 
and a 23 percent increase in heavy 
truck production over the com- 
parable period in 1958. 

Walter J. Cooper, Ford Division 
general sales manager, said Ford) 
truck sales in the first 10 days o 
January totalled 5,724, which 
topped by nearly 25 percent they 
comparable period a year ago. De- 


|cember sales of 21,385 new Ford 


trucks were the highest of any 


| December since 1955, he said. 


* x * 


Chevrolet 
Chevrolet outsold all competition | 


|in December with 143,518 cars and 


| 27,244 trucks, 


The Town Wagon has a 108-inch wheel- 


fast held 
Chicago Auto Show. 





said K. E. Staley, 
executive assistant general sales 
manager, at a special press break- 
in connection with the) 


Staley said this was Chevrolet's 
second-best December in _ history, 
being topped only by the 1955) 
month when 171,033 cars and trucks 
were sold. 

Staley predicted that when offi-) 
cial 1958 sales figures are released 
in February, they will show Chev-7 
rolet outsold its chief competitor by 
about 200,000 cars and 36,000 trucks. 


Poindexter Heads Dealers — 

WINSTON-SALEM, N. C.—) 
Frank P. Poindexter, Motor Sales 
Co., has been installed as presi- 7 
dent of the Winston-Salem Auto-_ 
mobile Dealers Assn. He succeed 
Carl L. Stewart, Stewart Buick Co, 





Ces 


i i ee «6, ae | 





Helps you sell 


and holds the price-line, too/ 


1 NEW LUXURY-— 


2 NEW SPACIOUSNESS — 


CBN a ele aN ase 


See how full-depth Airfoam seat-units deliver important economies: 


Goodyear can NOW supply full-depth AIRFOAM seat-units—built to designers’ 
specifications—all ready to set in the car. 


No big stocks of multiple parts—no time-killing assembly—no expensive extra 
steps or applications. Nothing but the most luxurious comfort ever, more 
room without compromise of style, gumshoe quietness not matched yet—and all 
economically! 

If you’re a dealer—and interested—speak with your Manufacturer’s Rep. If 
you manufacture, simply contact Goodyear, Engineered Products Dept., 
Akron 16, Ohio—for the latest, most significant facts. 


FAurctpam— 


made ONLY by 


GOOD, 


Airfoam —T. M. The Goodyear Tire & Rubber Company, Akron, Ohio 


if 


brightens your future! 2: A A 


Nn 
Zs 


N.A.D.A. estimates that at least 3 out of every 5 new cars you selly 
come back to you as trade-ins.* ‘aa 
But will you be glad to get them? at es 

You will—if they're cushioned with AiRFosM, for the health of } 
car department depends on getting cars back cleanly salable. 
AND —AirFoam won't sag, snag, /ump up, break down oro 

stery fabrics—so seats and backs keep their shapes, interiors stay’ 
looking FOR LIFE OF THE CAR. . F 


So push AirFoAm cushioning —seats and backs, front 


EAR 


The Foam Rubber-Latex cushioning of cars with a Future 


<a 








Lawsuits Affecting Dealers .. . 


Court Decisions 





By Leo T. Parker 
Attorney at Law 


THE past, the higher courts 
have held that if an automobile 
is not owned by a person caught 
using the car to transport illicit 
liquor, narcotics, 
ete, such car 
cannot be confis- 
cated without 
paying the seller, 
or his assignee, 
money due on the 
car. 
However, 
a higher Federal 
Court varied this 
law recently, 
holding that all 
L. T. Parker automobiles are 
subject to confiscation where the| 
testimony shows that the seller | 
failed to make an investigation to} 
determine whether or not the an-)| 
tomobile “may” be used illegally. 


For illustration, in General Mo-| 








tors Acceptance Corp. v. United 
States of America, 249 Fed, (2d) 
183, the testimony showed: A man 
named Arnold was well known by 
Federal agents to have been from 
time to time engaged in the busi- 
ness of selling illicit and untaxed 
liquor. 


Critz Buick Co. sold an automo- 
bile to Mrs, Arnold on a conditional 
sale contract which was assigned 
to GMAC. Sometime later, Federal 
agents took possession of the auto- 
mobile while Arnold was using it 
to transport untaxed whiskey. 

The lower court held that the 

Government could lawfully con- 
fiscate the automobile saying that 

if officials of Critz Buick Co. had 
made a proper investigation of 
the Arnolds before selling the 
automobile to Mrs. Arnold, the 
company would have known that 
her husband had been engaged in 
the illicit liquor business. 
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lower court’s decision whereby 
GMAC lost the amount due from 
Mrs. Arnold on its conditional con- 
tract for the car which it had 
purchased from Critz. The higher 
court said: 

“We think it entirely clear that 
under the undisputed evidence if 
the inquiry required by the statute 
had been made, it would have dis- 
closed facts which would have put 
appellant (Critz Buick Co.) upon 
notice that the car would likely 
be used in the illegal handling of 


liquor.” 
= * * 


‘Green-Light’ Violation 
b fgrerwee dealing specifically with 
injuries, it is advisable to re-| 
view another-late higher court case. 
In this case, the higher court) 
held that the driver of an ordinary 
motor vehicle cannot drive reck-| 
lessly through a street intersection, 
although his traffic light is green. | 
The court held that if an am- | 
bulance is on an emergency run, 
its driver can run through a red | 
light and the owner of the ambu- 
lance is not liable for a collision 
with an automobile at a street 
intersection. 
For 


illustration, in Politte Fu- 


The higher court approved the! neral Home v. Miller, 301 S. W. (2d) 





Paes 
| CADILLAC 







wa \ | 
A 
“Have you now or ever sung or 


listened to and enjoyed a song 
entitled ‘Beep Beep’?” 





839, the testimony showed: An 
ambulance owned by Politte Fu- 
neral Home collided with a pas- 
senger automobile owned and oper- 
ated by one Miller. 

The lower court awarded Miller 





*K acrylic plastic molding powder 
for tail lights, parking lights, 
instrument panels, nameplates, 
medallions and dials. 


Again in ’59...standard material for tail lights 


° * 
Plexiglas 


Piexicias is a trademark, Reg. U.S. Pat. Off. and other principal countries in the Western Hemisphere. 
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Chemicals for Industry 


HM € HAAS 
COMPANY 





WASHINGTON SQUARE, PHILADELPHIA 5, PA. 


Representatives in principal foreign countries 





$5,000 damages against the funera] 
home on the grounds that the am- 


bulance driver, when making an 
emergency run, did not use due 
care to slow up at an intersection 
when going through a red light. 
The higher court reversed this 
verdict and, in holding Politte 
Funeral Home not liable, said 


“It is uncontradicted that the 
ambulance was an emergency vehi- 
cle on an emergency call. ... 


“The duty of a motorist to 
exercise the highest degree of 
care and to maintain a careful 
and vigilant lookout ahead when 
entering an intersection is not 
relieved or excused by the fact 
that he is favored by a green 
light nor does that fact confer 
upon him an absolute right to 
proceed across the intersection 
regardiess of the movement of 
other traffic. 


“While the duty of care is com- 
mensurate with the circumstances 
| (one of which is the green light in 
| his favor) he cannot rely solely on 
the ‘go’ signal or drive blindly into 
the intersection without looking.” 

: * * 


It Pays to Be Insured 


ECENTLY a higher court rend- 
ered an important decision 
which clearly illustrates why auto- 
mobile dealers should carry insur- 
|ance under the State Workmen’s 
| Compensation Act instead of run- 
|ning the risk of having to pay 
| damages to an injured employe. 
The jury decides a damage allow- 
ance, but state laws specify com- 
| pensation to be awarded for a 
particular injury. 

For example, in Curtis v. 
Wright, 270 Pac. (2d) 315, it was 
shown that an employe sustained 
loss of the vision in his right eye 
when the wind blew cement into 
his eyes while he was pouring 
cement into a mixer for laying a 
concrete floor in a garage. 


The higher court awarded the 
employe $2,500 under the State 
Workmen’s Compensation Act. 


This is a good example of why 
automobile dealers should carry in- 
surance under the State Work- 
men’s Compensation Act. 


In a recent trial, an employe sued 
his employer who carried no insur- 
j}ance under the State Workmen's 
Compensation Act, The jury 
awarded the employe $12,500 dam- 
| ages for loss of an eye. 





Tacoma Dealer 
Says He'll Fight 
Sunday-Sales Ban 


| TACOMA, Wash—Eugene M 
| Smalley, owner of a used-car lot, 
| said he will submit to arrest in an 
|effort to test the legality of a 
| Pierce County ban on the sale of 
autos on Sunday. 


| Smalley said he felt the ban was 
| discriminatory against auto dealers. 
Other businesses are allowed to 
operate on Sundays, he added. 


“I've moved many a Bible from 
|} one car to another after selling to 
preachers and church people on 
| Sunday,” he said. 

He also said he has a list of auto 
dealers who have pledged from $50 
|to $100 each for legal fees, bail 
| money and other costs to finance 
|}a@ court battle against the ban. 


“The country was founded on 
freedom, and I don’t think this is 
freedom, so I'm going to fight this,” 
Smalley said. 

He declared that some dealers, 
who are apparently closed, are 
allowing their salesmen to take the 
cars to their homes on Sunday and 
to sell from their homes. 


Four Wheel Drive 
Becomes FWD 


CLINTONVILLE, Wis.—Four 
Wheel Drive Auto Co, has cele- 
brated its 50th birthday by chang- 
ing its name to FWD Corp. 

The name was changed in order 
to avoid the misleading connota- 
tions of the old name, FWD Pres- 
ident Maurice E. Ash said. 

“FWD has not made an auto 
since 1912, and now makes many 
types of vehicles in addition to 
four-wheel drive,” Ash said. “The 
new name makes use of our well- 
known ‘FWD’ trademark, which 
has been in continuous use since 
1911,” he said. 






FIRST in Classified Advertising 

FIRST in General Display Advertising 

FIRST in Retail Display Advertising 

FIRST in Rotogravure Advertising 

FIRST in Automotive Display Advertising 
FIRST in Automotive-Miscellaneous Advertising 
FIRST in Amusment Advertising (Retail) 
FIRST in Bank and Trust Company Advertising 
FIRST in Book Store Advertising 

FIRST in Building Supplies and Contractors Adv. 
FIRST in Cigar Advertising 

FIRST in Cigarette Advertising 

FIRST in Clothing Store Advertising, Men's 
FIRST in Clothing Store Advertising, Women's 
FIRST in Clothing Store Adv., M. and W. 
FIRST in Comic Advertising—Sunday 

FIRST in Total Department Store Advertising 
FIRST in Department Store Basement Adv. 











® FIRST in Circulation 









° FIRST in Daily City Zone Circulation 
° FIRST in Daily Total Circulation 


In 1958, for the 
o8th Consecutive year, the 


ST. LOUIS POST-DISPATCH 


was 


and 


with over 


FIRST in Department Store Upstairs Adv. 
FIRST in Drug Store Advertising 

FIRST in Educational Advertising (Retail) 
FIRST in Electrical Appliances & Supplies Adv. 
FIRST in Furniture and Household Advertising 
FIRST in Garage and Service Station Advertising 
FIRST in Gasoline and Oil Advertising 

FIRST in General Grocery Advertising 

FIRST in Grocery Store Advertising 

FIRST in Heating and Plumbing Advertising 
FIRST in Hotel and Resort Advertising (Gen.) 
FIRST in Hotel and Restaurant Adv. (Retail) 
FIRST in Housing Equip. and Supplies Adv. 
FIRST in Industrial Advertising (General) 
FIRST in Insurance Advertising (General) 
FIRST in Jewelry Store Advertising 

FIRST in Liquor Advertising (General) 


FIRST in Advertising in St. Louis 


FIRST by a great margin 


16,000,000 lines more 


than the Second newspaper 


First in Advertising Daily or Sunday. 


FIRST in Liquor Store Advertising 

FIRST in Miscellaneous Advertising (Retail) 
FIRST in Musical Instrument Store Advertising 
FIRST in New Passenger Car Advertising 
FIRST in Publication Advertising (General) 
FIRST in Radio Retail Advertising 

FIRST in Radio Set Adv. (Incl. TY) (Gen.) 
FIRST in Real Estate Advertising (R.O.P. Only) 
FIRST in Retail Less Department Store Adv. 
FIRST in Shoe Store Advertising 

FIRST in Sporting Goods Advertising (Retail) 
FIRST in Stationers Advertising 

FIRST in Tires and Tubes 

FIRST in Toilet Goods and Beauty Shop Adv. 
FIRST in Toilet Requisite Advertising (General) 
FIRST in Total Tobacco Advertising 

FIRST in Transportation (General) 

FIRST in Trucks and Tractors 





* FIRST in Sunday City Zone Circulation 


* FIRST in Sunday Total Circulation 
* FIRST in Home Readership 


Not included—Parade, This Week, The American Weekly or part run figures with duplicated measurements. 


ST.LOUIS POST-OISPATCH 


The Selling Force Behind St. Louis Business 
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High ways & Safety... 
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Insurance Men Join 
War on Accidents 


The auto insurance industry has 
united in a drive to cut the nation’s 
traffic accident toll. 

Some 532 casualty insurance 
companies are participating 
through the new million-dollar 
Insurance Institute for Highway 
Safety, according to an industry 
spokesman, 

He said the institute will estab- 
lish headquarters in Washington to 
administer the program. Guy E. 

Mann, senior vice-president of 
Aetna Casualty & Surety Co., Hart- 
ford, Conn., was elected program 
chairman. 

Representatives of the three 
major insurance-industry trade 
groups—the Assn. of Casualty and 
Surety Companies, the National 
Assn. of Automotive Mutual Insur- 
ance Companies and the National 
Assn, of Independent Insurers set 
up plans for the institute, Mann 
said. 

“Safety experts agree that with 





CHRYSLER DEALERS have the lion’s share 


proper public effort the death 
and injury toll can be cut in 
half,’ Mann said, This means 
that nearly 20,000 lives can be 
saved and two million injuries 
avoided each year. 

“Such a goal justifies the com- 
plete cooperation of every citizen, 
public official, and private organ- 
ization in the land. We don’t an- 
ticipate miracles, but we do believe 
that with an effective attack on 


tute will cooperate with existing 
safety organizations and govern- 
mental agencies. In addition, 
grants will be made in those areas 
in which the institute thinks ex- 
penditures are necessary to achieve 
greater safety on the highways, he | 
added. 
Commenting on rising auto in- 
surance rates, Mann said that | 
many costs that go into insur- | 
ance are keyed to the rising cost 
of living and the general infla- | 
tionary picture. 
“We can’t halt inflation, but we 
can cut down the accidents that 
bring inflationary factors into play. 
An accident that does not happen 


costs nothing,” Mann said. 
* * * 


Maine Plans Road Program 


The Maine Highway Commission 


this problem we can achieve major | has announced a $61.5 million high- 


results.” 


way construction program for the 


The institute’s constitution de-| next two fiscal years, with more 
scribes two phases of the program: | than half of the huge amount to be 


1, Promoting action programs 
in cooperation with Federal, 
State and local agencies and of- 


spent in extending the Federal 
interstate highway. 


* + * 


ficials, both public and private. |Rate Increase Approved 


2. Providing financial or other 
assistance for agencies or organ- 
izations conducting or supporting 
effective programs for the advance- 
ment of highway safety. 

Mann emphasized that the insti- 





For Toll Road in Indiana 


An increase in toll rates on the 
Northern Indiana Toll Road to pro- 
duce necessary additional revenue 
and more equitably distribute the 





Quarterly on Safety 


Introduced by AMA 


The Automotive Manufacturers 
Assn. has issued the first edition 
of a new quarterly publication in 
the highway safety field. 

Entitled “Automotive Safety,” 
the eight-page bulletin will re- 
port significant developments in 
all the human and mechanical 
areas of automotive safety. 





cost of. the road’s construction and 
operation has been approved by the 
Indiana Toll Road Commission. 


| The commission also has in-| 
| structed its engineering department 
| to make a cost survey for the pro- 


posed construction of northbound 
entry and southbound exit ramps 
at the Westpoint Interchange to 
serve Hammond-Chicago traffic. 

* = * 


Fatality Rate Declines 


On New York Thruway 


A record-low fatality rate of 0.88 
deaths for each 100 million vehicle 
miles travelled was established on 
the New York State Thruway dur- 
ing 1958. 

Col. Clinton B. F. Brill, Thruway 
Authority chairman, noted that the 


new rate, expected to be the best | 








GOLDEN-LION ENGINE 


Other cars may claim they have new 
engines. Chrysler means it with an engine 
that’s completely new—not just modified 


or redesigned. 


Here’s how different it is: 


Weighs 101 less pounds than last year’s engine. Less 


weight up front 


means more safety and handling 


ease, even more efficiency than last year’s Mobilgas 
Economy Run winner. 

Delivers 10 more horsepower. Available in 305, 325, 
and 350 horsepower models, it actually delivers 


more power than any engine in Chrysler’s long 
history of leadership. And it is most responsive at 


the speeds you drive the most. 


Quieter, toot The new air intake system does away 


with engine “‘breathing”’ noises. 


New deep-skirt 


block, heavier, more rigid crankshaft, and shorter 
stroke mean smoother running at every engine speed. 


And there's a bonus for your service department! The 
most frequently serviced components—oil filter, 
distributor, spark plugs—are far more accessible. 


Wish you had a package like this under the hood 


of the car you sell? If you’re a Chrysler dealer you 
don’t have to wish—you’ve got it! 


You get more car to sell . . . with the lion-hearted CHRYSLER "59 


— 


for any comparable expressway, 
compared to the previous low mark 
of 1.94 established in 1957. There 
were only 17 deaths on the cross- 
State Thruway last year as motor 
vehicles travelled a record 1.942 


billion miles, 
+ * « 


New License Law Proposed 


The New Hampshire Legislature 
may be asked to enact a bill which 
would require all motor vehicle 
drivers in the state to have their 
photograph on their license, accord- 
ing to James L. Mahony, execu- 
tive secretary of the Independent 
Food and Grocers Assn, 


Mich. Abatsdione 
Plans to Finance 


Toll Highways 


The Michigan Turnpike Authority 
has agreed to return all of its re- 
maining funds—totalling $77,000— 
to the State Highway Department 
and has abandoned any “immediate 
| efforts” to finance toll highways in 
Michigan. 

The announcement was made 
jointly by George N. Higgins, MTA 
chairman, and State Highway 
Commissioner John C. Mackie. 


Higgins said, “it has been decided 
to continue only on a standby basis, 
without expenditure of funds, to see 
|how the State highway program 

progresses. There has been a rapid 
| acceleration in this program.” 


Mackie expressed a hope that 
the MTA would remain intact and 
| that its enabling legislation would 
| continue on the books. 


“It is true we have more than 
quadrupled our new highway con- 
struction program since the author- 
ity was created in 1953, but it is 
equally true that by 1962 only one- 
|third of our total State highway 
| dollar deficiencies will have been 
met,” Mackie said. 

“At that time we will face a 
drastic cutback in State trunkline 
construction unless new sources of 
revenue are found,” he added, “The 
| national highway program faces a 
slowdown because of a shortage of 
funds. 

“In my opinion it would be un- 
wise to abolish the authority. It 
may ultimately be needed as an 
auxiliary weapon to meet our over- 
all road needs.” 


All the cone Size 


But License Plates Differ, 
Professor Finds 


The only thing standard about 
auto license plates is their six- 
|inch-by-12-inch size, according to 
ja study conducted by Prof. John 
| =. Baerwald, of the University of 
| Illinois. Baerwald surveyed 475 ad- 
ministrators and enforcement of- 
ficials at the request of the Illinois 
secretary of state. 


He found that 28 states designate 
the owner’s area of residence by 
a letter, number or county name. 
Seventy-six percent of police offi- 
cials favored this information. 


Also, 28 states have advertising 
slogans, and 14 have state emblems 
on their plates. However, 85 per- 
cent of the public officials surveyed 
said the plates would be easier to 
read if the slogans were removed. 


Seven states have reflectorized 
plates, and 15 issue only one plate, 
but 82 percent of the officials polled 
considered two plates essential. 

* & = 














AAA Rips Proposal 
To Hike Gasoline Tax 


Russell E. Singer, executive 
vice-president of the American 
Automobile Assn., strongly pro- 
tested President Eisenhower’s re- 
quest for an increase in the Fed- 
eral gasoline tax as outlined in 
the forecast of the 1960 budget. 

Singer said: “The AAA strongly 
opposes any increase in Federal 
gasoline taxes or any other motor 
vehicle taxes. Any additional 
funds to finance Fed- 
eral-aid highways should come 
from general tax revenues, inas- 
much as the Federal-aid program 
contributes to the overall econ- 
omy of the country and is essen- 
tial for civilian and military 
defense as well as other general 
purposes of Government.” 
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alcoa 
presents ve eabe-tv 


It will drive home as never before the virtues of 
beautiful, anodized aluminum auto trim. The pro- 
motion will be supported by a six-page insert 
appearing February 1, in Vogue. It will be amplified 
by dealer tie-in displays in auto showrooms and 
department stores all over the country and will 
show 20 million televiewers it’s ALCOA ALUMI- 
NUM FOR LASTING GLEAM AND GO. 


ALCOA PRESENTS, the nation’s newest and 
most exciting television show, will premiere 
**Fashion On The Move,” the nation’s newest 
and most exciting auto promotion, tomorrow 
night (Tuesday, January 27) on the ABC-TV 
Network. The promotion will picture Alcoa® Alu- 
minum, Chrysler automobiles and Kimberly Knit- 
wear in the glittering, glamorous world of fashion. 





f ALUMINUAA 






Tomorrow night, John Newland will take 
you on another amazing adventure on 
Alcoa Presents. Don’t miss it. 


Also—watch ALCOA THEATRE 
—alternate Monday evenings—NBC-TV 






Your Guide to the Best 
in Aluminum Value 


ALCOA 


State & City 


Station Channel Local Time State & City Station Channel Local Time State & City Station Channei Local Time 
ALABAMA INDIANA MISSOURI 
Birmingham WAPI-TV 1 . Evansville Wwivw 7 9-9:30 PM Kansas City KMBC-TV 9 9-9:30 PM 
Mobile WALA-TV 10  10-10:30 PM Fort Wayne WPTA 21 9-9:30 PM St. Louis KTVI-TV 2 9-9:30-PM 

Sunday Indianapolis WLW-TV 13. 10-10:30 PM Sedalia KDRO-TV 6 9-9:30 PM 
ARIZONA Lafayette WFAM-TV ° Springfield KYTV 3 . 
Phoenix KTVK 3 9-9:30 PM Muncie WLBC-TV 49 9-9:30 PM NEBRASKA 
Tucson KGUN-TV 9 9-9:30 PM South Bend WSJV-TV 28 —-9-9:30 PM ae KETV 7 ° 
litte Rech Cedar Rapid KCRG-TV 9 9-9:30 PM NEVADA 
ittle Rock KATV 7 9-9:30 PM jar Rapids 7 - . d 
CALIFORNIA Des Moines Wol-TYV = 5 —«9-9:30 PM aie anid wov Bb sare 
Fresno KJEO-TV 47 10-10:30 PM cohen = : Albuquerque KOAT-TV 7 9-9:30 PM 
Los Angeles KABC-TV 7  10-10:30 PM KANSAS 
Sacramento-Stockton KOVR 13 10-10:30 PM Wichita KAKE-TV 10 9-9:30 PM NEW YORK 
San Die; XETV -10: Albany wTri 13. 10-10:30 PM 
go 6 10-10:30 PM KENTUCKY 
San Francisco KGO-TV 7 ‘10-10-30 PM Lexington WLEX-TV 35 10:30-11 PM Buffalo WKBW-Tv = =7 = 10-10:30 PM 
COLORADO Louisville WAVE-7V11_—‘:10-10:30 PM New York City " ante ; oT" 
Denver KBTV 9 Ms Friday Watertown-Carthage WCNY-TV 
CONNECTICUT LOUISIANA NORTH CAROLINA 
New Haven WNHC-TV 8 10-10:30 PM Baton Rouge WBRZ 2 — a WLOS-TV 13 10-10:30 PM 
DISTRICT OF COLUMBIA New Orleans WIMR-TV 12 9-9:30 PM Cincinnati WCPO-TV 9 10-10:30PM 
Washington WMAL-TV 7 S MAINE Cleveland WEWS 5  10-10:30 PM 
FLORIDA Portland- Columbus WIVN 6 10-10:30 PM 
Miami WPST-TV 10 10-10:30 PM Mt. Washington WMTW-TV 8 10-10:30 PM Lima WIMA-TV 35 ° 
Orlando WLOF-TV 9 10-10:30 PM MARYLAND Toledo WSPD-TV 13 10-10:30 PM 
Tampa-St. Petersburg WSUN-TV 38 10-10:30 PM Baltimore WwjZz-Tv 13 . Youngstown WKST-TV 45 10-10:30 PM 
GEORGIA MASSACHUSETTS OKLAHOMA 
Atlanta WLW-A 11 = 10-10:30 PM Boston WHDH-TV 5 10-10:30 PM Oklahoma City KOCO-TV 5 ° 
Chica; WBKB 7 9-9:30 PM Detroit WXYZ-TV 7 10-10:30 PM OREGON 
Danville WDAN-TV 24 9-9:30 PM Flint WIRT 12 10-10:30 PM Portland KGW-TV 8 10-10:30 PM 
tur WTve 17 9-9:30 PM MINNESOTA PENNSYLVANIA . 

Peoria WTVH 19 9-9:30 PM Austin KMMT-TV 6 9-9:30 PM Altoona WFBG-TV 10 ° 
Rock Island © " © Duluth WDSM-TV 6 9-9:30 PM Harrisburg WTPA 27 =10-10:30 PM «,; 
Davenport WHBF-TV 4 ? Minneapolis-St. Paul WTCN-TV Il 9-9:30 PM Lebanon WLBR-TV 15 10-10:30 PM 





*At Press time—station or time undetermined 





Station Channel Local Time 


State & City 

PENNSYLVANIA, cont. 

Lock Haven WBPZ-TV 32 10-10:30 PM 
Philadelphia WFIL-TV 6 10-10:30 PM 
Pittsburgh WTAE 4 10-10:30 PM 
Wilkes-Barre WNEP-TV 16 10-10:30 PM 
York WSBA-TV 43  10-10:30 PM 
SOUTH CAROLINA 

Anderson WAIM-TV 40 10-10:30 PM 
TENNESSEE 

Chattanooga wTvc 9 10-10:30 PM 
Knoxville WTVK 26 «10-10:30 PM 
Memphis WHBQ-TV 13 9-9:30 
Nashville WSIX-TV 8 6 
TEXAS 

Amarillo KVII-TV 7 9-9:30 PM 
Dallas WFAA-TV 8 9-9:30 PM 
El Paso KELP-TV 13 9-9:30 PM 
Harlingen KGBT-TV S 9-9:30 PM 
Houston KTRK-TV = 13 S 

San Antonio KONO-TV 12 9-9:30 PM 
UTAH 

Salt Lake City KUTV 2 9-9:30 PM 
VIRGINIA 

Lynchburg WLVA-TV 13  10-10:30 PM 
Norfolk WAVY-TV 10 10-10:30 PM 
Richmond WTVR 6 10-10:30 PM 
WASHINGTON 

Seattle KING-TV 5 10-10:30 PM 
Spokane KREM-TV 2 = 10-10:30 PM 
WEST VIRGINIA 

Charleston WCHS-TV 8 10-10:30 PM 
WISCONSIN 

Green Bay WHEN 5 30 
Madison WKOW-TV 27 9-9:30 PM 
Milwaukee WISN-TV 12 9-9:30 PM 
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precepts of individual freedem, which made the U. S. 
Palen andy af Un bolt Dicer of Up tae cs 


Capsule Comment 


Used-car stocks, held by franchised dealers, are at a nine- 


month high and represent 39.3 days of selling, according | 


to AUTOMOTIVE News estimates. 

These bellwethers must be kept moving if new-car sales 

are not to be deterred. 
> - > 

New-car stocks, meantime, edged up slightly during 
December to a 39-day supply, despite heavy sales. 

Heartening is the fact that the Jan. 1 total was still more 
than 100,000 below a year — 


Siddall the road rose only 2.06 reent to 52,492,509 last 
year, compared with a gain of 3.27 percent in the previous 
year, R. L. Polk & Co. statistics show. 

For nearly half the makes recorded, scrappage ran 
ahead of new registrations last year. 
* * * 

Auto makers have achieved “a research breakthrough” 
in the development of a practical smog control device for 
cars, reports the AMA. 

But there are still serious operational difficulties that 
must be met before a dependable solution is obtained. 


From letters streaming into AUTOMOTIVE NEws, it ap- 
that there is still quite a divergence of dealer opin- 
ie renerdin regarding enactment of territory security legislation. 
We trust that NADA is making its own dealer-by-dealer 
poll to determine its course. 
* * * 

Michigan’s supreme court has just ruled that Michigan 
_ workers may collect unemployment compensation if they 
| are idled by a strike in an out-of-state plant of the employ- 
ing company. 

In effect, the unprecented ruling forces a company to 

_ Paence a strike against itself. 


Sydney, Australie—“H, Bowden Fletcher; Tokyo—Stuart Griffin: Toronto— | 





Coming 
Events 


Dealer Conventions 


Jan. 3|-Feb. 4—National Automobile 
Dealers Assn., Conrad Hilton, Chicago. 
Feb. 22-23—Louisiana Automobile Dealers 
Assn., Roosevelt Hotel, New Orleans. 
March 15-17—Automobile Dealers Assn. 

of North Dakota, Bismarck. 
March 20-2iI—Arizona Automobile Dealers 
Assn., Hotel Stardust, Yuma, 
March ‘22-24 — Automobile Dealers Assn. 
of Alabama, Tutwiler Hotel, Birmingham. 
April 7—Brooklyn and Long Island Auto- 
mobile Dealers Assn., Garden City 
Hotel, Garden City Long Island. 
May | 16-12—Geo: hee aa Automobile Dealers 
Assn., Atlanta Biltmore Hotel, Atlanta. 
May 17—20th Annual Convention, South 
Carolina Automobile Dealers Assn., 
Cruise to Nassau, Port of Embarkation, 
Charleston. 
May 17-19 — Idaho Automobile Dealers 
Assn., Boise. 
May 21- -22—Oregon Automobile Dealers 
Assn., Salem. 
May 22-23—New Mexico Automotive Deal- 
ers Assn., Western Skies Hotel, Albu- 
querque. 


June 45—Pennsylvania Automotive Assn., 
Bedford Springs Hotel, Bedford, Pa. 
June 21-23—Spring Meeting and Golf 
Tournament, New York State Automo- 
bile Dealers, Whiteface Inn, Whiteface, 


June 21-24—Michigan Automobile Deal- 
ers Assn., Gratiot Inn, Port Huron, 
Mich. 

Aug. 7-8— Montana Automobile Dealers 
Assn., Butte, 

Sept. 13-15—Wyoming Automobile Deal- 
ers Convention, Casper. 

Sept. 14-15—Minnesota Automobile Dealers 
Assn., Hotel St. Paul, St. Paul. 

Sept. 20-2iI—New Hampshire Automobile 
Dealers, Mount Washington Hotel, 
Bretton Woods, N. H. 

Sept. 20-22—36th Annual Convention, New 
York State Automobile Dealers. The 
Concord, Kiamesha Lake, N. Y. 

Sept. 20-22—Colorado Automobile Dealers 
Assn.. Broadmoor Hotel, Colorado 
Springs. 

Sept. 22—Kentucky Automobile Dealers 
Assn., Kentucky Dam Village, Gilberts- 
ville, Ky. 

* * * 


Auto Shows 


Jan. 1-Feb. 1—Sth Annual American Legion 
Auto Show, Augusta State Armory, Au- 
gusta, Maine. 

Jan. 22-27—Tampe Auto Show, Fort 
Hesterly Armory, Tampa. 

- Sarees Auto Show, Balti- 

den. Feb. I—Toledo Auto Show, Sports 
Arena, Toledo. 

Jan. 2%5-31—Hornell Auto Show, New York 
State Armory, Hornell, N. Y. 

Jan. 25-Feb. !—International Foreign and 
Sports Car Show, Dinner Key Audi- 
torium, Miami. 

Jan, 30-Feb. | — Mansfield Auto Show, 
North Lake Park Coliseum, Mansfield, O. 
Jan. 31-Feb. 7—Rochester Auto Show, War 
Memorial Exhibit Hall, Rochester, N. Y. 
Feb. 7-14—Milwaukee Automobile’ Show, 

Arena and Auditorium, Milwaukee. 

Feb. 14-22—Seattle Auto Show, National 
Guard Armory, Seattle. 

Feb. 15-21 — Syracuse Auto Show, War 
Memorial Auditorium, Syracuse, N. Y. 

Feb. 19-23—Albuquerque Auto Show, State 
Fair Coliseum Bidg., Albuquerque. 

Feb. 20-23—Middletown Auto Show, State 
Armory. Middletown, Ohio. 

Feb. 27-March 8—i959 World Wide Auto 
Show, Miami Beach Exhibition Hall, 
Miami Beach. 

Feb. 28-March 8—Kansas City Auto Show, 
Municipal Auditorium, Kansas City, Mo. 

March 48—9th Annual National Autorama, 
Connecticut State Armory, Hartford. 

Apr. 6I!—Denver Auto Show, Denver 
Auditorium, Denver. 

April 17-19—Cheyenne Automobile Show, 


Cheyenne. 
> «© . 


General 

Jan. %5-28—Truck Trailer Manufacturers 
Assn., Hollywood Beach Hotel, Holly- 
wood, Fla. 

Jan. 26-29—10th Annual Plant Maintenance 
and Engineering Show, Public Audito- 
rium, Cleveland. 

Jan. 29-30— Private Truck Council of 
America, 20th Annual Convention, Sher- 
man Hotel, Chicago. 

Jan. 31-Feb. 4—National Automobile Deal- 
ers Assn., Equipment Show, Chicago. 
Feb. 2-4— Automotive Electric Assn. Re- 
gional Conference, Hotel President, 
Kansas City, Mo 
Feb. 25 — 42nd Automotive Accessories 
Mfgrs. of America Exposition, New York 

Coliseum, N. Y. 

Feb. 9-11 — Automotive Electric Assn. Re- 
gional Conference, Benjamin Franklin 
Hotel, Philadelphia. 

Feb. 15-17—Motor and Equipment Whole- 
salers Assn., National Convention, Con- 
rad Hilton Hotel, Chicago. 


30 Years Ago... 





Automotive Cartoon 


WELCOME.” 


N = A. dD. aE - 
CONVENTIONEERS! 


"Winslow, old friend! How're the ‘59s, tradeins, 
family and blood pressure?” 


Letterbox 


‘Rambler Third 


This is an open forum for the discussion of any 


subject of interest to our 


readers, snd pour letters ase weleesned, Bio attention fe given to unsigned 


letters but you may sign your name 


used, if you so request. Address Editor, Automotive News, 


lowan Cites Rambler Gain 


I am enclosing a clipping taken | 
from the Des Moines (Ia.) Register- | 
Tribune, dateline Jan. 11th, showing 
the registrations in Polk County for 
December, 1958, and the totals for 
1958 and 1957. 

As the write-up states, Rambler 
pushed Plymouth out of third place 


by a substantial margin in Decem- | 


ber and finished up fifth in regis- 
trations for the year 1958, only 
Ford, Chevrolet, Plymouth and 
Olds outselling Rambler. Oldsmo- 
bile retained fourth spot by only 16 
sales. 


This final standing for the year 
1958 is the highest attained by any 
Rambler registration figures in the 
U. S. The December third-place fin- 
ish is all the more remarkable in 
view of the fact there are four 
Plymouth dealers in Polk County 
in competition with Olson-Suther- 
land and one other small Rambler 
dealer, who accounts for less than 
15 percent of total registrations. 

In July of 1958, a Lifetime lubri- 
cation plan and 34,000-mile war- 
ranty were introduced by Bill Loos, 
general sales manager, and this 


The Big Stories 


A device which made it possible to operate internal combustion en- 
gines on ordinary fuel oil without redesigning or adjusting the engine 
parts was described in 1929 by J. A. Queeney, vice-president, Mitten 
Managements, which owned the Philadelphia street transportation 
system. The device was similar in design to a steam turbine and 


was called a “gas generator.” 


Wider streets and more highways are necessary for the future 
growth of the automobile industry, Charles W. Nash, president, Nash 
Motors Co., said in 1929. He said the so-called automobile saturation 
point will be determined by the amount of room in which to drive 
rather than by the auto purchasing power of the public. 

A bill carrying life term imprisonment for a fourth conviction of 
automobile stealing was introduced in the South Carolina Legislature. 
The penalties were provided for auto stealing: First conviction, five 
years; second conviction, 15 years; third conviction, 40 years; fourth 


conviction, life. 


—From the Files of Automotive News. 


with the assurance that it will not be 
Detroit 7, Mich. 


| promotion has doubled new-car vol- 
|} ume since then. 

The American Motors All-Star 
Sales contest, which started on 
Sept. 25, 1958, and ended on Dec. 
31, was won by Olson-Sutherland, 
| and Mr. Olson will leave for Mex- 
ico City with his wife for a week’s 
| expense paid vacation trip as 4 
reward. Olson-Sutherland was in 
Group 2 volume dealers, Chicago 
|zone.—C. Van Pett, New-car Sales 
|Manager, Olson-Sutherland Ram- 
Be Co., Des Moines. 


> 2 > 


Illinois Bill Vetoed 


The Dec. 29, 1958, issue of AuTo- 
motive News included an article on 
Pages 3 and 7 titled, “Dealers Job: 
Sell His Plan.” 

It was noted that paragraph 3 
contained a statement which is 
contrary to fact, ie; “There can 
obviously be no ‘deals’ in the State 
of Illinois, since all finance rates 
are set by State law.” 

During its 1957 session, the Illi- 
nois Legislature did pass a bill 
setting “rate caps” on finance 
charges involved in automobile in- 
stallment contracts. Interestingly, 
and incomprehensibly, Gov. William 
G. Stratton vetoed that bill to the 
detriment of automobile purchasers 
and the legitimate retail automobile 
industry alike—Cart D. DALKE, 
Manager, Automobile Division, Chi- 
cago Better Business Bureau. 

+ *~ * 


Dealer Gave Up Edsel 


In your issue of this week (Jan. 
5) you have committed a grave 
error. You have stated that Ameri- 
can Motors, Inc., has given up 
Dodge to take on Studebaker, This 
is entirely incorrect. We gave up 
Edsel and now have the Studebaker 
franchise as well as Triumph. 

We are surprised that an organi- 
zation of your calibre would print 
this without verifying first with us. 
We believe you should print a re- 
traction and correction article. — 
Ricuarp A. Russet, treasurer,’ 
American Motors, Inc., West Hart- 
ford, Conn. 











Sa ieee nen 


| CyT sates TICKER 


: 


Published monthly by Universal C.1.T. Credit Corporation, the Sales Ticker contains items of interest to automobile dealers and salesmen. 


MEET US Al THE BLA 


TWO CAR 
PROSPECTING 
CHECK LIST 


Just about every method for locating 
first-car prospects is also good for lo- 
cating prospective buyers for second 
cars — sometimes. However, locating 
gecond-car prospects is more special- 
wed and more difficult because not 
@veryone needs a second car or can 
afford one. 

The following check list is only a 


1. Check your files 
—steady, prosper- 
ous customers (often 
the few who pay 
cash for a first car) 
can often be sold a 
good second car— 
on time. 


2. Check your finance company— 
dealers who use Universal C.I.T. au- 
tomatically receive a prospect card 
When a customer is nearing the end of 
his contract. 


3. Check ‘‘com- 
muter’’ stations—dur- 
ing morning rush 
hours, park near the 
suburban railroad 
stations and copy the 
license numbers of 
cars belonging to peo- 
ple rushing to the trains. If wives have 
driven husbands to the station, they 
would like to get rid of the task. If their 
husbands are driving themselves, the 
wives are probably left without trans- 
portation. 


4. Check driveways in the better neigh- 
borhoods when the man of the house is 
probably at home. If only one car is in 
the driveway, maybe there is a chance 
to put a second one there. 


5. Check garages— 
any two-car garage 
means the owner of 
the house wants a 
second car. 


6. Check immobi- 
lized wives,especially 
inthesuburbs. When 

American working men drive off to 
work in the morning, they leave behind 
about 10 million wives with driving 
licenses, who are 

without convenient 

means of transporta- 

tion. 


7. Check gradua- 
tion lists of local high 
schools and colleges. 
A good salesman can 
show a proud parent that a car is a 
perfect graduation gift. 


8. Check clubs and associations, es- 
pecially women’s clubs—these are usu- 


"ally the people with more money, more 
_ leisure time, more need for a second car. 


Universal C.1.T. invites all dealers to the Mayfair Room at the Sheraton-Blackstone during 
the N.A.D.A. Convention in Chicago. Friends, food and surprises are promised to all attending. 


NO SUCH THING AS 
A USED CAR 


$50 AWARD 


No customer wants to buy a “used” 
car, according to C. M. Hetland, sales- 
man for Atwood Nash Sales & Service 
in Belvidere, Illinois, and winner of this 
month’s Sales Ticker’s $50 award for 
outstanding sales technique. “‘Regard- 
less of what model a customer buys, he 
doesn’t like the sound of the word ‘used.’ 
To him it means something worn out 
or not worthy of the money we are 
asking for it. 

“In the customer’s mind, the car he 
is looking for is going to be new to him. 


C. M. “Claire” Hetland, right, receives his $50 award 
check from A. G. Eidlers of Universal C.I.T. 


To cater to this feeling, when I show a 
prospect the cars we have, I refer to 
them by year, make, and model. I never 
say, “This is a pretty nice used car.’ 
Instead, I use the word ‘new’ as often 
as possible. I mention the new tires, 
new plugs and points, etc.” 

Once again, a good salesman has 
found an effective way to sell by con- 
sidering the customer’s point of view. 


A Step 


Universal C.1.T. has always been 
proud of its collection service. Butevery 
so often one of our people will go even 
further than we expect him to in help- 
ing customers keep their cars. 

Take Bill M., for example. (We'll 
keep him anonymous but this is a true 
story.) Bill, a Collection ManinaC.I.T. 
Chicago branch, has been with C.I.T. 
for four years. He has been trained to 
believe that a Collection Man’s job is 
to help people whose payments are past 
due. So, when a 
lady showed up l 
at his desk one ® 
day to tell why 5 
her payment was 
overdue, he lis- 
tened sympa- 
thetically. 

It seems her 
husband was in 
the hospital for 
an operation. At 
first the couple felt they would be able 
to handle the medical cost and the car 
payments, but the patient suddenly 
needed several blood transfusions. The 
transfusions were to cost $30 a pint 


You may win $50 by sending 
your Award Idea to: 
Ticker Editor, 

650 Madison Ave., 

New York 22, New York. 


CKSTONE 


Universal C.1.T. Suite at National 
Automobile Dealers Association 
Convention to feature friends, 

food and unusual souvenirs 


HOSPITALITY will be the order 
of the day on Monday, February 2, 
and Tuesday, February 3, in Univer- 
sal C.I.T.’s hospitality headquarters at 
the National Automobile Dealers As- 
sociation Convention in Chicago. Every 
dealer who attends this year’s get- 
together in the Windy City is cordially 
invited to make the Mayfair Room of 
the Blackstone Hotel a “must” stop on 
his convention rounds. Whether he 
wants to talk business, meet old friends 
or make new ones, the Mayfair Room 
is the place to go from five to eight 
Monday and Tuesday evenings. 

And, as an extra added attraction 
there will be a special variety feature 
which will provide dealers and their 
wives with souvenirs of the convention 
to treasure for a long time to come. 


Among the C.I.T. men who will be 
waiting to welcome you will be L. Wal- 
ter Lundell, chairman of the board of 
directors of Universal C.I.T.; Alan G. 
Rude, president of Universal C.I.T.; 
Robert S. Reeves, executive vice presi- 
dent, and many other old friends who 
are looking forward to the opportunity 
of renewing old acquaintances and wel- 
coming new friends. 


unless the lady could find volunteers to 
replace the blood taken from the hos- 
pital’s supply. The lady just didn’t 
have the money for both the blood and 
the car payment. 

And this is where Bill M. probably 
made history in the collection field— 
he donated a pint of his own blood. Sev- 
eral of Bill’s friends also donated 
pints, so the hospital’s supply was re- 
plenished—and a grateful lady was able 
to straighten out her finances. 

Customers who are well treated are 
repeat customers. If you are looking for 
repeat business, a policy of customer 
service beyond the call of duty will 
always pay off. 





Material for Sales Campaign— 


More than 25 individual merchandising materials are being used to support the 
Plymouth “Big Difference” selling campaign now underway and continuing through 
March. Above, Plymouth executives look over some of the promotional material, being 
used in the nationwide program. From left are Jack W. Minor, assistant general 
manager; Harry E. Chesebrough, general manager; and Lovis T. Hagopian, advertising 


and sales promotion director. 
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WASHINGTON. — The trucking 
industry will increase its share of 
the total intercity freight load by 
as much as 4 percent in the next 
six years, it has been predicted 
by Edward V. Kiley, research di- 
rector for the American Trucking 
Assns. 

On the basis of present popula- 
tion and transportation trends, he 
added, the total intercity ton-miles 
by 1965 will be 1.7 billion. The 
truck’s share of this volume will be 
385 million, or about 23 percent, 
compared with 19 percent for 1957, 
Kiley said. 


. * * 


|Insurance Rates Boosted 


For Most ’59s in Georgia 
ATLANTA.—Buyers of most 1959 
model cars in Georgia will have to 
pay higher insurance rates because 
of increased glass areas. 
Georgia’s Insurance Commis- 
sioner Zack Cravey said the hikes 
affect only new models with a 
single piece of glass costing more 
than $100. The increase will be $3 


Briefs 


for full comprehensive coverage, 
and $1 for $50-deductible compre- 


hensive. 
+ * 


* 
$600,000 Plant Dedicated 
By Split Ballbearings 

LEBANON, N. H.—The new 
$600,008 plant of Split Ballbearings, 
a division of Miniature Precision 
Bearings in Keene, has been dedi- 
cated here. 

Horace Gilbert, president, called 
the plant “the finest plant ever 
constructed for the manufacture of 
ball bearings,” and said it would 
allow Split Ballbearings to triple 
its capacity. 
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Cleveland Worm & Gear 


To Be Acquired by Eaton 


CLEVELAND. —Directors of 
Eaton Mfg. Co. and Cleveland 
Worm & Gear Co. at separate 
meetings approved Eaton acquisi- 
tion of Cleveland Worm & Gear 
and its wholly owned subsidiary, 
Farval Corp. 

John C. Virden, chairman of 


Here’s one cost chart that’s good news 


The good news in this chart is the bottom 
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line. It shows how the cost of Timken® 


tapered roller bearings for automobiles has 


130 


stayed down while the cost of almost every- 
thing else was rising sharply. Automakers 


helped us draw the line by switching to the 


120 


new design Timken bearings. The bearings 


made by revolutionary methods in the 
world’s most modern bearing plant. 
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Here’s the picture that'll keep it good 


It’s the inside of our missile-age bearing 
plant in Bucyrus, Ohio, that turns out 30 
million bearings a year. Custom-built 
machines convert raw steel to packaged 
bearings—without a hand touching them. 
And this new kind of production lets us 
pass our manufacturing savings on to you. 
You can keep your bearing costs down by 
doing two things. 1) Standardizing on still 
fewer Timken bearing sizes so we can stretch 
out our production runs even more and 
2) use more Timken bearings and boost the 
manufacturing savings. Firstin bearings for 
60 years. The Timken Roller Bearing 
Company, Canton 6, Ohio. Canadian plant: 
St. Thomas, Ontario. Cable: ““Tmarosco”’. 


BEAT INFLATION 


WITH STANDARDIZATION... 


TIMKEN 


TAPERED ROLLER BEARINGS 


a 


Eaton, and Howard Dingle, chair. 
man of Cleveland Worm & Gear, 
said that after approval by share- 
holders of the latter company, 81,- 
670 shares of Eaton’s capital stock 
would be exchanged on a share for 
share basis for an equal number 
of Cleveland Worm & Gear shareg, 
* = = 


Columbus Metal Products 


Observes 50th Anniversary 


COLUMBUS, O.—Columbus Metal 
Products, Inc., manufacturer of 
automobile lamps and equipment, 
heating devices and outdoor equip. 
ment, will observe its 50th anni- 
versary in 1959. 

Founded as American Auto Brass 
Co., the firm made oil and gag 
headlights for the early horseless 
carriages. A few years later, it 
began fabricating automobile fen- 
ders, hoods and gas tanks and be- 
came Columbus Auto Brass Co, The 
present name was adopted in the 
"30s. 


Midland-Ross Joins 
ATA Foundation 


OWOSSO, Mic h.—Midland-Ross 
Corp. has joined the American 
Trucking Assns, Foundation, ac- 
cording to D. E. Walbert, Midland- 
| Ross vice-president. 
| To mark its entry into the foun- 
| dation, Midland-Ross will sponsor 
|a series of ads saluting the truck 
| driver and his record for skillful, 
ee driving. 





|60 lowa Dealers, Salesmen 
Join in Ford Driveaway 
DETROIT.—Sixty Ford dealers 
|and salesmen from 44 Iowa dealer- 
| ships in Ford division’s Des Moines 
sales district participated in a mass 
|driveaway of 1959 Ford pickup 
trucks from Detroit. 
| The group also heard Walter J. 
Cooper, Ford division general sales 
|manager, and Wilbur Chase jr. 
| truck-marketing manager, outline 
| sales plans for the 1959 Ford trucks. 
* = - 


|Columbus Coated Sets Up 


Vinyl Metal Products Unit 


COLUMBUS, O.— Formation of 
the vinyl metal products division 
|has been announced by Columbus 
Coated Fabrics Corp., Edward L. 
Mahoney has been appointed sales 
director. 

The division will merchandise a 
| special vinyl plastic sheeting for 
lamination to all types of metals 
for use in the automotive, furniture, 
appliance and other industries, Ma- 
honey said. 


|Douglas Aircraft Worker 


|Wins Weatherhead Contest 


| CLEVELAND.—The first-prize 
winner in a $15,000 international 
“case histories” contest, Lovell O. 
Hatfield jr. Douglas Aircraft Co., 
El Segundo, Calif., received a check 
for $1,500 from A. J. Weatherhead 
jr, founder and president of 
Weatherhead Co., sponsors of the 
contest. 

Hatfield won his prize for a 
manuscript dealing with the use of 
Weatherhead Ermeto fittings for 
testing prototype arrangements in 
aircraft hydraulic-system installa- 
tions. Weatherhead fittings also are 
used in automotive parts. 

> > . 


Midland-Ross Buys Line 
Of Door-Operating Systems 
CLEVELAND. — Midland-Ross 
Corp. has acquired a line of door- 
operating mechanisms from Con- 
solidated Metal Products Corp., ac- 
cording to Wade N. Harris, Mid- 
land-Ross president. Purchase 
— was put at more than $600,- 
The electrically and pneumati- 
cally actuated door-operating mech- 
anisms are used in buses, subways, 
rapid transit, railroad commuter 
trains and other transportation 
media, Harris said: 


x a2 * 

New Turco Headquarters 
Rising in. Wilmington, Calif. 

LOS ANGELES.—Turco Prod- 
ucts, Inc., manufacturer of indus- 
trail chemical processing com- 
pounds, is building a $1 million na- 
tional headquarters in Wilmington, 
Calif., 20 miles‘south of Los Angeles. 

The new facility, scheduled for 
completion next summer, consists 
of an administration building and 
executive wing, a research center 
and an engineering service building. 
Turco already has a manufacturing 
plant at the site. 
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Naming Auto Paints: 
A Colorful Task | 


NE of the unsung heroes at) 
every auto company is the man 
who annually picks the names for 


i 





the exterior 
complete new set each year. 

To anyone uninformed about 
the auto industry, this would 
seem to be a “feather-bedding” 
job, since red, white, blue, black, 
ete. have been around at least 
since Neanderthal days. 

However, these simple designa-| 
tions aren't adequate for this) 
intensely com petitive industry. 
Management, dealers, field men — 
possibly even a few customers — 
demand colors with glamour, colors 
that connote something attractive 
or romantic. 

Thus we have Shalimar blue 
(Buick), ballad green (Chrysler), 
Capri turquoise (DeSoto), Bermuda 
sand (Mercury), cotillion mauve 
(Rambler) Tahiti coral (Stude- 
baker)—and biscuit (Dodge). 

> . > 


ae the paints each year is 
no small task. For example, 
this year there are 242 different 
standard paints offered by the U. S. 
manufacturers. Buick has 13; Cad- 
illac, 20; Chevrolet, 13; Chrysler- 
Imperial, 23; DeSoto, 27; Dodge, 15 
(Biscuit and 14 others); Edsel, 17; 
Ford, 13; Lincoln-Continental, 19; 
Mercury, 16; Oldsmobile, 15; Plym- 
outh, 14; Rambler, 15, and Stude- 
baker, seven. 

Actually, this is 242 different 
paint names, not 242 different 
paints, since many of the colors 
are interchangeable between divi- 
sions, and sometimes between 
companies. 


(Continued on Page 33, Col, 1) 


By Joseph M. Callahan 
Engineering Editor 

oo auto industry is a long way 
from a solution to Los Angeles’ 

smog problem. 

This solution won’t come next 
year; it may not come in five years; 
it very possibly will never come 
from the car makers. 

Although they are reluctant to 
admit publicly that the battle to 
control auto exhaust is almost 
hopeless, none is more aware of 
the difficulties involved than the 
automotive officials, engineers 
and researchers who have grap- 
pled with the problem for the 
past five years. 

Is the inability of the auto mak- 
ers to solve the smog problem the 


paints—frequently 4| result of insufficient effort or is it | 


just because the problem is so diffi- 
cult? 

An objective answer is that the 
auto makers are attacking the 


that a suitable solution can be 
found. 


Nevertheless, it’s quite certain 


—==— INVERSION LAYER 


Doubt for Ideal Solution Slows Efforts... 


Auto Men May Never Beat Smog 


that Los Angeles officials will con- 
tinue and, possibly, step up their 
publicity barrage against the auto 
makers in Detroit in an effort to 
stimulate a crash program. 

- * - 


Similar Strategy Worked 


— will continue this barrage 
because they have no other way 
to turn and because this strategy 
succeeded in reducing considerably 
|the air pollutants from private 
industry in the Los Angeles area. 





This campaign, which prodded 
South California industry into 
spending $70 million to control its 
airborne impurities, plus a 1957 
| ban on backyard incinerators, 
| succeeded in removing some 2,- 
| 000 tons of impurities a day out 

of the atmosphere of the Los 
| Angeles area. 

Still escaping into this atmos- 
| phere daily are about 1,400 tons of 
| impurities, An estimated 60-75 per- 


| problem at less than “full throttle” | cent of this total allegedly comes 
| became of the extreme unlikelihood |from the five million gallons of 


| 


| gasoline consumed daily by the 2.8 
| million cars in Los Angeles which, 
‘incidentally, has more cars per 
> > > 
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How Smog is Produced in L. A.— 

, A drawing of the Los Angeles basin, showing how the meteorological and geo- 
For example, Buick’s Tampico) graphical factors combine to produce smog. The hydrocarbons and nitrogen oxides 

red, Cadillac’s Seminole red, Chev-/from cars, industry and other sources are trapped above the city by the inversion 


| layer and “baked” ‘into smog by the photochemical action of the sun. 


AMA Keeps Tab on Trade Names 


HE all-out missile race in which | “Atlas” had been used on a motor|use by others and will obviate a 


the U. S. has recently been en-| 
gaged could conceivably have cre- 
ated some real chaos in the auto 
industry last year if it were not) 
for a rather comprehensive filing| 
System in the Patent Department 
of the Automobile Manufacturers 
Assn. office in Detroit. 

This file contains the AMA’s 
Proprietary Name File, a com- 
pilation of appreximately 16,000 
trade names which the major 
auto makers and suppliers are 
using, or have declared an inten- 
tion to use. These names may be 
used to designate a car, a model, 
a series, a styling feature, a 
component or any accessory 
anything that might be adver- 
tised. 

The Proprietary Name File in- 
advertently got involved in the 
missile race because most of the 
auto companies “jumped on the 
bandwagon” and indicated a desire 
to use such names as Atlas, Van- 
guard, Polaris and many others. 

Of course, DeSoto had already 
been using “Explorer.” The name 


ear back in 1907 and on a truck in 


| 1918, 


However, everything worked out 
smoothly because the auto makers 
asked AMA’s Patent Department to 
conduct a search of its name file to 
determine if any other company 
was using or intended to use the 
proposed names. 

” 


* * 


How Job Is Done 
T= general routine is for the 
patent adviser of one of the 
auto companies to call William L. 
Scherer, Patent Department man- 
ager, and to ask him if a certain 
name is being used. 
Scherer or his assistant, Wil- 


delay in the selection of an appro- 
priate name. 


To further indicate the impor- 
tance of speed in these searches, 
one of the large companies recently 
asked that a search be made for 
a name. 


After the report was completed 
and while a management decision 
was being made by the first com- 
pany, a second company called in 
and asked to use the same name. 
The second firm madg the decision 
quickly without any prior knowl- 
edge of the first company’s inquiry 
and was given the priority on the 


name, 
= = * 


liam F. Thornton (both of whom AN AMENDMENT to the original 


are attorneys with extensive 
patent and trademark law train- 
ing and experience), makes the 
search and reports back to the 
company frequently within 15-20 
minutes, A formal, written report 
of the search is made later. 
Often a quick search may dis- 
close current usage or intention to 


report to the first company was 

immediately transmitted, showing 

the subsequent intention of the 
(Continued on Page 18, Col, 3) 
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|this inversion 





capita than any other city in the 
country, 

Largely responsible for pointing 
to auto exhaust as the principal 
cause of smog is a report made 
about two years ago by Dr. Arie 
J. Haagen-Smit, a research chem- 
ist at the California Institute of 
Technology. He named hydrocar- 
bons (unburned gasoline) and ox- 
ides of nitrogen as the chief 
ingredients of smog. 

* = > 
AAGEN-SMIT’S theory, gen- 
erally accepted now, is that 

smog and ozone ( a heavy form of 
oxygen) are created by the photo- 
chemical action of the sun on the 
hydrocarbons and oxides of nitro- 
gen which become trapped in the 
teacup-like Los Angeles basin. 

The basin is surrounded on 
three sides by mountains, Cover- 
ing the basin, whenever smog 
occurs, is an inversion layer that 
prevents the impurities from 
escaping into the upper atmos- 
phere. 

Generally located between 1,500 
and 3,500 feet above the ground, 
is different than 
most air masses in that the higher 
you go in it, the higher the tem- 
perature is. 

On the fourth side of the Los 
Angeles basin is the Pacific Ocean, 
from whence come gentle winds 
averaging two-to-five miles an 
hour, These are insufficient to blow 
the impurities through the inver- 
sion. Average wind speed in most 
U. S. cities is 10-15 miles an hour. 

As one frustrated automotive re- 
searched said: “There’s only five 
places in the world where such 
strange weather conditions exist— 
and the other four are uninhabited.” 

. - > 


Smog ‘Alerts’ Frequent 


MOG, which is neither smoke 
nor fog, becomes sufficiently 
serious two or three times a month 
to produce a smog “alert.” It gen- 


lerally begins about mid-day and 
jlasts until sundown. Also, it occurs 


most often when the temperature 
is between 75 and 90, when the 
humidity is less than 70 and when 
the wind is less than five miles an 
hour. 

The principal ill effects of the 
smog are a temporary eye irri- 
tation, reduced visibility and crop 
damage, Leafy vegetables and 
orange trees turn brown and be- 
come blighted from the smog. 
Many Los Angelenos fear that 
the smog may permanently affect 


Isotope Source 


Developed by GM 


DETROIT.—Samarium-153, a po- 
tentially valuable new radioisotope 
source that is considered a break- 
through in the field of low-energy 
photon sources, has been developed 
at the GM Research Laboratories. 

It already has been used experi- 
mentally for both industrial and 
medical radiography and shows 
promise for other industrial uses, 
including liquid level gauging, 
thickness gauging and specific 
gravity measurements under unique 
conditions. 

The medical uses of the new iso- 
tope include special diagnostic 
X-ray and, possibly, experimental 
dental X-ray. 

GM researchers said its main use 
would be in field and laboratory 
areas where portability ig desired. 
Among Samarium-153’s advantages 
are exposure time less than other 
low-energy sources, lightweight 









their health, but thus far there 
is no medical basis for this, 

The auto makers, represented by 
the Automobile Manufacturers 
Assn., have been watching the Los 
Angeles situation since 1950. 

In 1953 a three-man committee 
visited the city and made a first- 
hand report to AMA’s Engineering 
Advisory Committee (consisting of 
the top engineer of each company) 

(Continued on Page 35, Col, 1) 





Transistor Radio 

A transistor radio, which can be 
either portable or stationary, 
mounted in the arm rest of a 
Rockwell-Standard seat buck, An 
advantage of this pushbutton set 
is that it can be operated from the 
back seat as easily as from the 
front, and it eliminates the need 
for a back-seat speaker. 


Engineers Design 
14 Ways to Use 
Center Arm Rest 


pincnan, Mich.— Every 
new automobile development 
poses new problems and new chal- 
lenges. 

For instance, Rockwell-Standard 
Corp., which worked with Chrysler 
Corp. in the development of swivel 
seats, has recently become aware 
of the potential of the center sec- 
tion of the front seat—the part that 
doesn’t swivél. 

Chrysler Corp. cars now use 
this section as a flop-over arm 
rest, but the imaginative en- 
gineers and artists at the Rock- 
well Research and 
Development Center here have 
conjured up 14 other ways in 
which this rather small space 
could be used. 

Jack Hampson, manager of the 
center, admits that some of these 
applications may not be practical, 

(Continued on Page 36, Col. 2) 





Bar Box 

This tiny bar box would 
couple of small bottles, plus tum- 
blers, shot glasses and 


course, this accessory would 


container and shield and low cost. | illegal in most states. 
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16,000 Entries on File for Factory Convenience .. . 


AMA Keeps Tab on Trade Names 


THE 


AMA Officials Check Name File— 


William 1. Scherer, left, manager of the AMA patent department, checks through 
the proprietary name file to determine if a certain trade name is now being used. 


Helping him are Barbara Sabbatini and William F. Thornton, his assistant. 
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Womans eye view of an extra sales 
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(Continued from Page 17) 


second company to use the name 
and the first company dropped it. 

Scherer recommends that the 
auto companies not rely only on 
the AMA file, but that they also 
check at least one of the two 
commercial companies which also 
keep track of trade names in 
many other related fields of in- 
terest. They are the firms of 
Thomson & Thomson, Boston, 
and Trade Mark Service Corp., 
New York City. 

Last year more than 500 searches 
of the Proprietary Name File were 
made and the number of searches 
has been increasing every year 


since 1954, when the file wag estab- | 


lished. 

Scherer said it was also at about 
this time that the advertising staffs 
began placing more emphasis on 
names and became more concerned 
about devoting a $100,000 advertis- 
ing budget to a name which could 
not be used without likelihood of 
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point... 


the luxury and practicality 
in upholstery of Du Pont NOY LON 


To sell the woman who sells the man, point out that the car has upholstery of 


Du Pont nylon. Surveys show more women want upholstery of nylon than any other 


kind in their homes. That means they'll love the luxury, all-weather comfort and 


long-wearing performance of nylon upholstery in their new cars, too! For ’59, 3 out 


of every 4 new cars will feature upholstery of nylon. Show her the new custom- 


look styling, colors, textures—then see how she helps you get the guy to buy! 


Ninty minutes everybody will be talking about—the “‘Du Pont Show of the Month” — 
WHAT EVERY WOMAN KNOWS— January 28, 9:30-11:00 PM EST, on CBS-TV. 


BETTER THINGS FOR BETTER LIVING 


conflict or possible 
liability. 


* * * 


\File Has 16,000 Names 


| HE 16,000 entries in the file con- 

sist of about 6,000 automotive 
|names turned up by a several- 
| month task of making a physical 
copy of the data recorded in the 
Trademark division of the U. S. 
| Patent Office, and some 10,000 other 
|trade names procured from the 
auto companies, auto suppliers and 
numerous other sources. 

The file is kept up-to-date by 
reading the Official Gazette of the 
Patent Office and the most perti- 
nent U. S. trade publications, as 
well as many British, German 
and French trade magazines. 

AMA also exchanges trade-name 

lists with the British Society of 
Motor Manufacturers and Traders. 

Although there is no hard-and- 
fast rule against using a name 

adopted by a foreign company, the 
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«+» THROUGH CHEMISTRY 


infringement | U. S. companies prefer not to do it, 


In the auto industry, the general 
practice is to register in the Trade- 
mark division of the U. S. Patent 
Office those names that are espe- 
cially significant or names that the 
companies expect to last for a long 
time. 

* * * 
i companies register all car- 
family names like Buick, Ram. 
bler, Chrysler, Ford, etc. and im- 
portant component names — such 
as Turboglide, Powerglide, Airflyte, 
Red Ram, etc. 

But they generally establish 
mere proprietary use for model 
and series names. Parts makers 
as a rule register most of their 
products’ names. Some slogans 
are registered. 

Although truck names don’t 
change too often, they are some- 
what of a headache because of the 
truck makers’ propensity for num- 
bers such as 300, 500 and the like. 
Little, if any, attempt has been 
made to keep a complete record 
of numbers in the Proprietary 
Name File. 
| All trade names are not regis- 

|tered in the U. S. Patent Office, 
primarily because of the likelihood 
of lack of continued interest as well 
| as the expense—$25 for each regis- 
| tration, plus occasional extra fees, 
plus $100-$200 attorney fees. 

A trademark is good for 20 years 
and it can be renewed for an addi- 
tional $25 for each renewal term. 

> > > 


| 
| 


| Trademark Law Is Complex 


\"YRADEMARK law is an impor- 

tant and complex field and each 
|}of the auto companies have one 
|or two lawyers who spend all or 
;}most of their time on trademarks. 
|\It is to these men that the com- 
panies look for advice and inter- 
|pretation of the reports made by 
AMA. 


One of the major advantages of 

a trademark registration in the 
U. S. Patent Office is that the 
owner can more readily establish 
@ case against anyone who in- 
fringes, while the owner of an 
unregistered name must be able 
te prove unfair competition re- 
quiring a substantially greater 
| measure of proof. 


However, since the Proprietary 
| Name File was established there 
| have been practically no legal con- 
|flicts among the manufacturers. 
|The only conflict of any conse- 
| quence has been with manufactur- 
|ers of outboard motors and it has 
| been determined by the Patent Of- 
| fice and the courts that concurrent 
| registration in these two fields is 
| satisfactory. 

| An important adjunct of the 
| AMA file is the Proposed Use List, 
| which is a confidential compilation 
|of all automotive names that the 
|auto companies have declared an 
intention to use within the next 
year. Temporary proprietary own- 
ership is given the companies for 
these names. 

At the end of each model year, 
the companies are notified that 
their “lease” on these names will 
expire, unless they have actually 
used them. If the name is used, it 
igs transferred to the Proprietary 
Name File. About 150 names are 
now in the Proposed Use List which 
is kept locked. 


Williams Heads 


Denver Dealers 


DENVER.—Harry Williams, Wil- 
liams Nash, Inc., has been elected 
president of the Metropolitan Den- 
ver Automobile Dealers Assn., suc- 
ceeding Robert Stoval jr., Stoval 
Motor Co, (Ford). 


Tom Braden, veteran of 38 years 
service with the organization, was 
reelected executive vice-president, 
and John W. Hyer jr., Thomas- 
Hyer Motor Co. (Dodge-Plymouth), 
was chosen vice-president. 


New members of the board of 
directors are: W. W. White (Chev- 
rolet), Lakewood; Harry Dowson 
(Oldsmobile), Sam Marcus (De- 
Soto-Plymouth), Robert Wimbush 
(Ford) and William Reno sr. 
(Ford). Holdover directors are 
Steve Frederick (Chevrolet), Gol- 
den; M. Bernard Mahoney (Chev- 
rolet) and Stoval. 
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"Team up with us, young man, 


and we'll really sell cars” 


Prudence: We’ve been telling millions 
on TV that L-O-F Safety PLATE Glass 
keeps the wiggle out of watchin’ and that 
only General Motors puts Safety PLATE in 
every window of every car they make here in 
the States. We’ll be doing it in magazines, 
too! 


Abigail: Bet you’ve seen car shoppers 
looking for the word P-L-A-T-E etched on 
the windows. 


Salesman: Sure have! If they don’t, I 
show them. And I tell them that L-O-F 


SAFETY 


O,. 
am 
IN BUICK CADILLAC - CHEVROLET- OLDSMOBILE - PONTIAC 


LIBBEY-OWENS-FORD GLASS COMPANY - TOLEDO 3, OHIO 


Safety PLATE doesn’t distort things like 
ordinary safety glass . . . because ordinary 
safety glass is apt to be wavy. That tires 
their eyes — especially people’s in the back 


seat. (Isn’t that where your children usually 
ride, I ask?) 


Prudence: That’s the ticket, young man. 
Believe me, Safety PLATE all ’round gives 
you GM car dealers a competitive advan- 
tage that I'll bet a lot of other salesmen 
wish they had. 


J 


PLATE 
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Average Prices of Used Cars Sold at Auction 


(Compiled by Automotive News from Auction Reports.) 
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"67 


March 


Prices of '58s added and '50s dropped in December, 1957. Prices of '50s added and ’5is dropped in December, 1958. 
Figures alongside bars represent dollars. 


Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 
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"56 Century 4-dr., $1,040°. 
"54 Century 2-dr., $380°. 


a Century Riviera 4-dr., 


Dealer's Auto Auction. | 


onday. Prices are for sale of | 
— here today the 

and prices held real 

. These 


sold. Sold 121 cars| 
$1,640° 


"ST (62) coupe de Ville, $3,- 


100° = (ps); 


sedan de Ville, $2,750° 


a ee Vane” $2,500° (ps). 


) sedan de 
coupe de Ville, 
"BG (62) coupe de Ville, 


"53 (62) 
(ps). 
‘ST Two-ten 


$2,030° 


Ps). 
$ises° (ps). 
"G4 (62) conv., $1,390° (ps). 
sedan de Ville, $590* 


(8) 


(ps); 


(ps), 
station | 


"s) 'S8 
Apr. 


"ST °S8 
June 


"7 °68 


wagon, $1,665°; 2-dr., 
Air (8) 2-dr., $1,535*, 
$1,460°; Two-ten (6) 
$1,050. 
"56 Two-ten (6) 4-dr., $950°; 
One-fifty (8) 4-dr., $525. 
"55 Bel Air (6) 2- dr., 


2-dr., 
2-dr., 


ten (8) 4-dr., 

"S4 Two-ten 4-dr., 
$430°. 

"53 Bel Air 4-dr., 
$425°, $370°; ‘4-€r., 
4-dr.. $320; station wagon, $390. 

'S2 Deluxe 2-dr., $380*. 


$725°; 
$550° ; 


2-dr., 


| CHRYSLER—'57 NY Town & Country, $2,- 


250° (ps). 
"55 Windsor 2-dr., $950°. 


$1, 21 * (ps); 
dome 2-dr., $1,120°; 4-dr., 
(ps). 


"55 Firedome coupe, §775*. 
"54 Firedome 4-dr.. $470°. 


DODGE—'56 Coronet (6) 2-dr., 
"63 Coronet (6) 2-dr., $230°. 


$1,435° (ps). 


"56 Firefiite 2-dr., 


$650°. 


FORD — ‘58 Thunderbird coupe, $3,150* | 


(ps). 
"ST Fairlane (8) 500 conv., 
Victoria 4-dr., $1,465*, 
(8), $1,475*; 
; Custom (8) 2-dr., $1,100. 
2-dr., $1,000°, 


$800° (ps). 
(8) 4-dr., $825°; 


$1,390°; 


INDIANA 


Attention Wholesalers! 
Introducing the 


ANDERSON 
AUTO AUCTION 


1705 State Rd., 67 West 
Anderson, Indiana 
Phone: 2-1710 


EVERY TUESDAY 
12:30 C.S.T. 


WE NEED CARS. No sale $ 
Sale $15.00. 


Owned and operated by 
L. B. Hakes 


MICHIGAN 


APTCO 
AUTO AUCTION 


DETROIT'S 
Oldest, Largest and Very Best 


Wednesday at Noon 


19241 Dix—Toledo Highway—Route 25 
Just Y_ mile from Detroit City Limits 
MELVINDALE, MICHIGAN 
INSURED CHECKS and TITLES 
PHONE: DUnkirk 3-0150 


"57 
July 


$1,100*; Bel) 
$1,235; 4-dr., 
$1,125, 


$735; | 


$875; 4-dr., $775; 

Bel Air (8) 2-dr., $800*, $750: Two-| 

$710°. 

Bel Air 2-4r., | ry~COLN—'S7 Capri 2-dr., 
$200 


$450; Two-ten 2-dr., 
$360; One-fifty 


$1,115° 


$1,600° (ps); 
ranch | 
Del Rio (8), $1,-| PLYMOUTH—'Sé Savoy 


$735° | 


Ss? °68 
a 


58 "Ss? *S8 


a Oct. 


wagon (8), $800°, $770; Fairlane (8) 
conv., $630°*. 
'S4 Crest (8) 4-dr., $500°; Crest (6) 
| Victoria 2-dr., $430; 4-dr., $320; Cus- 
tom (6) 2-dr., $350*, $320. 
"53 Crest (8) Victoria 2-dr., $300; Main 
(8) 2-dr., $280; Custom (6) 4-dr., 
$275°. 
| °S2 Custom (6) 2-dr., $140. 
$2,100°. 
| °S3 Capri 2-dr., 
| MERCURY—'57 Monterey Phaeton 4-dr., 
$1,425°. 
"56 Montclair 4-dr., 
dr., $1,000°. 
"S5 Montclair 4-dr., 
| $720°. 


$1,175°; 
$860° 


"53 Custom 2-dr., $170°*. 
| NASH—’5S4 Ambassador (6) 4-dr.. $280*. 
"S53 Ambassador (6) 4-dr., $130*. 
OLDSMOBILE —'S7T (98) 2-dr., $1,775* 
(ps); Holiday 4-dr., $1,650° (ps). 
| °S6 (98) comv., $1,450° (ps). 
"SS (88) 4-dr., $640°; Holiday 2-dr., 
| Super 4-dr., 


$680° (ps); (88) 
4-dr., $550° (ps). 
PAOKARD—'S5S Clipper 2-dr., $520°, $400° 


(ps). 
"63 Clipper 4-dr., $150°. 


Custom 4- 


(ps); 2-dr., 


(6) 2-dr., $750, 
$730°; Plaza (6) 4-dr., $220. 
"55 Belvedere (6) 4-dr., $510. 


| 'S4 Savoy (6) 4-dr., $370, $330. 


ranch | PONTIAG —-'S? Chieftain station wagon, 


ST. LOUIS AUTO 
AUCTION BARN, INC. 
3807 Easton Ave. 

St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 
AND FRIDAY 
We isswe Our Checks and Insure Titles 


Owned and Operated by 
BILL McCRACKEN and 


ROY McMANAMA 
We Will Bey Your Used Cars 


NEW JERSEY 


CROSSROADS OF THE EAST 


N-A:D-E 


WEDNESDAY, 11 A.M. 


NATIONAL AUTO 
DEALERS EXCHANGE 


NEW YORK STATE'S OLDEST 
NATIONALLY KNOWN 


TIM ANSPACH 
Aute Auction 
5, N. Y. 
Gene Meoiay > 1 O'Clock 
80 car sale average 
All Titles and Checks Guaranteed 


"57 "68 °58 
dan. 
te Date 


"57 °S8 "68 
Nov. e 


(Copyright, 1959, by Automotive News) 


$1,520°. 
'56 Chieftain Catalina 2-dr., $1,150* 


$700; 2-dr., $675, 


$670°. 
"53 Chieftain (6) 2-dr., $230°. 
RAMBLER — ‘55 Super (6) 
$725°. 
STUDEBAKER—'57 Commander (8) 4-dr., 
at 190°. 

53 Champion (6) 2-dr., $150*. 
WILLYS—” 48 Jeep, $610. 
MISCELLANEOUS — ‘57 Chevrolet %-ton 

pickup, $900. 
"64 Ford %-ton pickup, $340. 


(ps). 
'S5 Chieftain 4-dr., 
° 


Suburban, 


"50 Chevrolet %-ton pickup, $220. 
LITTLETON, COLO. 
Colorado Auto Auction, Saie every Mon- 
day. Prices are for sale of Jan. 12. 
BUICK—'57 Special Riviera 4-dr., $1,- 
660°, $1,420°; Century 4-dr., $1,375* 
(ps). 
"56 Special 2-dr., $1,060*. 
"55 Special conv., $935*. 
"64 Super Riviera 2-dr., $475*. 
"52 Special 4-dr., $275*. 
CADILLAC—'58 (62) conv., $4,090° (ps); 
sedan de Ville, $3,900° (ps). 
"ST (62) coupe de Ville, $3,260* (ps). 
‘56 (60) Special 4-dr., $2,300° (ps). 
"55 (60) Special 4-dr., $1,635* (ps). 
"52 (62) coupe de Ville, $690° (ps). 
CHEVROLET—'59 Bel Air (8) 4-dr., 
535°, $2,400°, $2,350. 


$2,- 


NEW YORK 


NEW YORK CITY'S 


Shyline Aulo Auctions. 


EXCLUSIVELY FOR AUTO DEALERS 
You are 100% safe because all titles 
and checks are insured. 
EVERY TUESDAY 12:30 P. M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


Route 18B Buffalo, New York 


EVERY TUESDAY 
Insured Checks — Insured Titles 
Fast, Accurate Market Reports 
Phone: HObart 4700 Al Clements, Owner 


fives Dealers — Land at Buffalo Air-Park, 

south of bifalo Seatetoet Airport. 
fond Sn tn ae io. Auction 
is = — Call us, we'll 
Shek se you — 


NORTH CAROLINA 


RALEIGH — Mann’s Auto Auction 


Sale, Rt. 5. Ph. 3-1564, Titles & 
checks guaranteed. Mon. 10 A. M. 


OHIO 


MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 
Sale Every Monday, 12:30 P.M. 
“WE NEVER miss” 


Your Good Will—Our Most Valuable Asset 
On U, S. Route 20A 


Phone 5-9535 


— 


’58 Impala (8) 2-dr., $2,215* (ps), $2. 
120*; conv., $2,190; Bel Air (8) 4-dr,, 
$1,895° (ps), $1,880* (ps), $1, 365° 
(ps), $1,830° (ps), 3 at $1,825* (ps); 
Biscayne (8) 2-dr., $1,625*, $1,590*, 
$1,540*. 

‘57 Two-ten (8) station wagon, $1,740* 
(ps), $1,525*; 4-dr., $1,185*, $1,075; 
Bel Air (8) Hardtop 4-dr., $1,675*, 
$1,650*, $1,590*, $1,445°. 

’56 Bel Air (8) Hardtop 2-dr,, $1,510*, 
$1,200*, $950*%; Two-ten (8) station 
wagon, 2 at $1,100*, $1,085*; 4-dr., 
$1,075*, $895, $870, $495. 

55 Bel Air (8) conv., $1,000; Two-ten 
(6) 2-dr., $659, $650, $610. 

*54 Two-ten 4-dr., $590*. 

CHRYSLER—'57 NY Hardtop 4-dr., 
055° (ps). 
CONTINENTAL—’58 Landau, $4,175* (ps), 


DODGE— 57 Sierra (8), $1,780° (ps). 
’53 Coronet (8) 4-dr., $295*. 
‘52 Wayfarer (6) 2-dr., $175. 

FORD—'59 Country sedan (8), 

(ps). 

’58 Thunderbird, $3,405* (ps), $3,285* 
(ps); Fairlane (8) 500 Victoria 2-dr,, 
$1,945° (ps). 

’S7 Fairlane (8) 500 2-dr., $1,650* (ps), 
$1,530* (ps), $1,485*, 2 at $1,480*, 
Country sedan (8), $1,495", $1,450* 
(ps); Fairlane (8) 2-dr., $1,450°, $1,- 
075*; Custom (6) 2-dr., 2 at $1,035, 
$1,005. 

’56 Thunderbird, $2,170*; 
Squire (8), $1,250*. 

"55 Thunderbird, $1,890, 
Custom (8) ranch wagon, 


$2,- 


$2,705* 


Country 


$1,755 (ps); 
$940 (ps), 


$850. 
’54 Custom (8) 2-dr., $485. 
LINCOLN — ‘58 Premiere Hardtop 4-dr., 
$3,335° (ps). 
MERCURY—’'58 
(ps). 
'57 Monterey Hardtop 2-dr., $1,470°*. 
OLDSMOBILE — '58 (88) Estate Wagon, 
$2,740° (ps); 4-dr., $2,440° (ps); 
(98) Holiday 4-dr.. $2,670* (ps). 

"57 (98) 4-dr., $1,895° (ps), $1,855° 
(ps); (88) Super 4-dr., $1,800* (ps), 
$1,600*° (ps). 

"56 (88) Super 
(ps). 

"55 (88) Holiday 2-dr., 
(88) Super Holiday 2-dr., 
$1,025*, $875* (ps), $795*. 

PACKARD—’'56 Clipper 4-dr., $995* (ps). 
PLYMOUTH—'58 Savoy (6) 2-dr., $1,495. 

"57 Custom (8) station wagon, $1,690*, 
$1,600*° (ps); Belvedere (8) 4-dr., $1,- 
525° (ps). 

"55 Plaza (6) 2-dr., $485. 

"54 Savoy (6) 4-dr., $255. 
‘52 Cranbrook 4-dr., $350. 
PONTIAC—'57 Chieftain Safari, 
"56 Chieftain station wagon, 
‘55 Chieftain station wagon, 

"52 2-dr., $145°. 

RAM ’58 Super (6) Cross Country, 


Monterey 4-dr., $2,100* 


Holiday 2-dr., $1,270* 


$1,090°, $915°*; 
$1,045° (ps), 


$1,760°. 
$1,050°. 
$1,110°. 


$1,890". 
"ST Super (8) 4-dr., $950*. 
WILLYS—'55 Jeep, $715. 
"54 station wagon, $750. 
"51 Jeep, $400. 
MISCELLANEOUS—'59 Ford (6) Ran- 
chero, $2,050; Willys pickup, $2,460. 
"58 Chevrolet %-ton pickup, $1,440. 


(Continued on Page 26, Col. 1) 


PENNSYLVANIA 
CORRY AUTO AUCTION 


Revte 6, Corry, 
EVERY FRIDAY—1! 00 P.M, 
Guaranteed Checks— 


Guaranteed Titles 

‘The auction with = @ most ac- 

en For reserved Sr ada S 
Auctioneers: Ray Austin, 

Comming, Odi Adcock. Owner: George 


MANHEIM 
AUTO AUCTION, INC. 
Manheim, Penn. 
On Route No, 72 
5 miles South of Pennsylvania Turnpike 
Sale Every Friday—i0:00 A.M. 


%& Dual Lane Selling 
% Auction Checks 
¥%* Titles Guaranteed 


Issued 


Patronize the 


NATION'S LARGEST AUCTION 
Phone Manheim MOhawk 5-240! 


TENNESSEE 


JOHNSON AUTO 


AUCTIONS 


Lawrenceburg, Tenn.—Tuesday 


Huntsville, Ala.—Friday 
100% Insured—No Registration Fee 


WASHINGTON 
sciuiciesahdeeasediatbentatetiliiteiatsiteimetiasbaniniininaninn==—al 


SOUTH SEATTLE AUTO AUCTION 


10644 E. Marginal Way Seattle 88, Wash. 
Phone PArkway 5-6490 


SALE EVERY WED. 11 A.M. 
“WE HAVE BUYERS!" 
“Take Home a Guaranteed Auction Check" 
Bill Johnson Bob McConkey 


rn an te te ma 








$2,. 
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1, 865° 
1 (Pads 
1,590*, 
1, 740° 
51, O75; 
1,6 75*, 
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58 Output Lowest Since °54... 


7 Truck Makers Gain 
In Declining Market 


By Martin L. Whitmyer 
Staff Writer 

EVEN truck makers and the 

miscellaneous group chalked up 
percent-of- -industry gains over the 
previous year, but overall truck 
output in 1958 fell to the second 
lowest level in the postwar era. 

U. S. commercial-car manufac- 
turers turned out 969,874 trucks 
in 1958 for a 105 percent decline 
from the 1,083,670 units assem- 
bled in 1957. It was the lowest 
truck yield since 1954, when the 
industry produced 1,022,912 units. 
Lowest level hit by the industry 
in the postwar era was in 1946, 
when 940,583 trucks were built. 

= + 7 

pe yen the biggest numerical 

and percent-of-industry gain 


Cleared by Court 
In Patent Action, 


Coats Officials Say 


FORT DODGE, Ia.—The U. S&S. 
District Court in Cincinnati has 
ruled in favor of Coats Co. in con- 
nection with contempt charges 
pending for more than two years, 
according to officials of the com- 
pany. 
They said Judge John H, Druffel | 
declared that all tire-changing | 
equipment manufactured by Coats 
since June 30, 1956, is free and clear 
of patent infringement. 

This question had been in dispute | 








following the filing of a motion on | 
that date by Henderson Big-Four 
Industries, Coats officials said. 
Specifically, they added, Druffel | 
decreed that all Model DD-2 Coats 
Tireman changers and accessories, 





tools and parts used with them and | 
all DD conversion kits do not in- 
fringe on Henderson patent) 
26909039. 


12 Months’ Output—'58 vs. 


over the previous year was Willys, 
which raised its truck and Jeep 
output from 68,295 units, good for 
6.30 percent of total industry as- 
semblies in 1957, to 10.61 percent 
on 92,327 vehicles last year. 

Other makers who recorded 
both numerical and percent-of- 
industry gains over 1957 were 
Diamond T, Divco, Studebaker, 
and the miscellaneous group, 
which includes Corbitt, Marmon- 
Herrington, Federal, FWD, etc. 

Diamond T picked up 0.69 per- 
cent of total industry commercial- 
car output on 5,981 trucks in 1958, 
compared with 0.54 percent on 5,845 
units a year earlier. 

Diveo turned out 2,827 trucks for 
0.33 percent of total industry as- 
semblies last year, compared with 


0.26 percent on 2,809 assemblies in 


1957. 

Stadebaker gained 0.35 percent- 
age points on the basis of 1.21 
percent of total industry output 
on 10,563 trucks in 1958, compared 
with 0.36 percent on 9,374 assem- 
blies a year earlier. 

The miscellaneous group jumped 
0.10 points on the basis of 0.48 per- 
cent of total industry output on 
4,163 assemblies in 1958, compared 
with 0.38 percent on 4,123 commer- 
cial vehicles the previous year. 

= > e 

THER makers who increased 

their percent-of-industry but 

failed to improve numerically on 


|1957 output were GMC, Mack and 


White. 

GMC’s output of 61,768 trucks 
in 1958 was good for 7.10 percent 
of total industry assemblies and 
a 0.68 percentage point gain over 
1957, when it turned out 69,526 
trucks but captured only 6.42 per- 
cent of total assemblies. 

White added 0.27 points on the 
| basis of an output of 17,403 trucks 
| good for 2 percent of total industry 
assemblies in. 1908, compared with 


"S72 we 


Each Truck Maker's Share 


of 
Total 
32.03 
0.69 
0.33 
6.76 
27.92 
7.10 
9.19 
1.68 
1.21 
2.00 
10.61 
0.48 


INTERNATIONAL 
MACK** .... eijasbasle 
STUDEBAKER ......... 


Total Trucks, U. S...369,874 
* Miscellaneous includes Corbitt, 


of 
Total 


Output, 
1957 
351,738 
5,845 
2,809 
76,601 
337,126 
69,526 
121,775 
17,683 
9,374 
18,775 
68,295 
4,123 


1,083,670 

Herrington, Federal, FWD, etc. 

** Autocar, Freightliner, Reo and Sterling are included in White totals; Brockway in 
Mack totals. 


100.00 





How Nation's Salesmen Meet... 





1.73 percent on 18,775 vehicles a 
year earlier. 

Mack picked up 1.68 percent of 
total industry output on 14,604 
trucks in 1958, compared with 1.63 
percent on 17,683 units in 1957. 

+ * 


os 

IGGEST loser in both numerical 

and percent-of-industry output 
was Ford, which declined from 
31.11 percent of total industry as- 
semblies on 337,126 trucks in 1957 
to 27.92 percent on 242,890 commer- 
cial vehicles last year. 

International, which was on 
strike the last month of the year, 
fell from 11.24 percent on 121,775 
trucks in 1957 to 9.19 percent on 
79,914 units in 1958. 

Dodge dropped 0.31 points from 
the previous year on the basis of 
an output of 58,819 trucks good for 
6.76 percent of total industry out- 
put in 1958, 
percent on 76,601 units in 1957. 

Chevrolet, which dropped 73,123 
units in numerical output, declined 
0.43 points on the basis of an out- 





percent of total industry commer- 


pared with 32.46 percent on 351,738 
units a year earlier. 





Production Report... 





compared with 7.07) 


put of 278,615 trucks good for 32.03 | 


cial-car production in 1958, com-| 





How They Fared in Canada... 


12 Months’ Car Output—'5 58 vs. a 


Cuma 


Ford Motor Co. 
General Motors 


12 Months Truck Output— 58 v 


Cutest, 
1958 


6,280 
encimecenesqnovenvencseesnenines 16,232 
eocsteenesnenessnoyshosstniante 27,019 


Chrysler Corp. 
Ford Motor Co. 
General Motors 
International 








Pet. of Pet. of 
Total 


= 
Loss 
—0.53 
—55A 
—2.23 
+8.39 
—0.09 


Outpat, 
1957 Cars 


1,792 0.53 
69,423 20.42 
109,889 32.32 
153,417 45.12 
5,468 1.61 


arr 100.00 


‘7 


Total or 
Trucks Loss 


10.35 +-0.35 
34.04 —6.38 
40.06 +5.97 
15.55 +006 


Pet. of 
Total Outeat, 
Trucks 1957 


10.70 7,376 
27.66 24,258 
46.03 28,550 
15.61 11,079 


71,263 





How Canada Auto Makers Fared 


Game MOTORS was the|below the previous year’s level. 
yr 


only manufacturer to show 
both a numerical and percent-of- 
industry gain in both total vehicle 
and individual car and truck as- 
semblies in 1958 as Canadian ve- 
hicle output declined 13.6 percent 


Hertz Chief Sees 
Apartment Tenants 
Sharing Auto Pool 


LOS ANGELES.—An apartment 
building whose occupants share 
automobiles just as they do wash- 
ing machines, sun decks and ele- 
vators is envisioned by Walter L. 
Jacobs, president, Hertz Corp. 

Addressing the Rotary Club of 
Los Angeles, Jacobs said this situa- 
tion “may not be far down the 
| road.” 


He sees a 200-unit apartment! 


|house with 800 occupants and a 
garage with 100 automobiles which 
would be shared by all the tenants 
as part of the apartment lease. 

The family car, Jacobs asserted, 
“is on the way out.” He feels that 
|}the era of the automobile as a 
symbol of social position, wealth 
or prestige is vanishing and that 
the family car is “rapidly approach- 
| ing the state of the diamond stick- 
pin or the rolltop desk.” 

He believes that the city driver 
now realizes that auto ownership 
“is no longer a prestige necessity” 
and that the motorist’s needs are 
“not only adequately met, but more 
efficiently and less expensively 
|handled by the ‘rented or leased 


| car.” 


Practical Problems of Selling 


OME of the best salesmen are 
also the most efficient at dis- 
cerning unspoken objections, ac- 
cording to a Midwest auto sales- 
man with a reputation for 
winning bonus payments and 

prizes. He says: 
We hear a lot about the spoken 
objections made by a prospect 
but little about 


Sales the wnapeben ob- 
jections. The sales- 

Case man should re- 
Histories member that only 


a few people state 
their definite objections. 

Then in order to offset the 
unspoken objections the salesman 
must be able to recognize the 
signs. For example, lack of in- 
terest in what the salesman is 
telling is often one of the best 
signs of an unspoken objection. 
When this seems to be the case, 
the salesman must immediately 
change into a topic that will 
spark up interest. 

Another 


is more well known. That is 
the lack of money, or the pros- 
pects’ belief that they cannot 
make this purchase because of 
the price or that they cannot 
finance it. The remedy here is 
obvious. 


Another unspoken objection is 
that of suspicion of the salesman. 


Plastics Parley 
Slated Feb. 3-5 


CHICAGO—The i4th annual 
exhibit and conference of the re- 
inforced plastics division of the 
Society of the Plastics Industry, 
Inc., will be held here Feb. 3-5 at 
the Edgewater Beach Hotel. 

By planning simultaneous ses- 
sions during the conference, the 
show committee has been able to 
schedule nearly 80 technical, engi- 
neering and management papers. 

All displays will be given over 
entirely to successful reinforced 
plastics applications. 


If this is the case, the salesman 
must work quickly to remove 
that suspicion. 


This suspicion is most often 
excited by statements of exag- 
geration. Sometimes this is the 
result of a slovenly appearance 
and careless manners and lan- 
guage by the salesman. 

+ > * 
N EXAMPLE is a salesman 
addicted to the use of slang, 
particularly teen-age and crimi- 
nal jargon which may be offen- 
sive to a lot of people. 

The trust and reliance of the 
customer is essential to success, 
so the salesman must be modest, 
courteous, considerate and pa- 
tient. If he will try to build up 
his position in these categories, 
he will automatically make favor- 
able answers to many unspoken 
objections. 


The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 


Section. Others are profiting from A 
MOTIVE NEWS WANT ADS! Are You? 





The five vehicle manufacturers 
in Canada turned out a combined 
total of 355,317 cars and trucks 
in 1958, compared with 411,252 
vehicles rolled from the assembly 
lines a year earlier. 


from 374,207 assemblies in "57 to 


| 296,624 units last year, while com- 
| mercial-car-assemblies fell from 71,- 


Car output was off 20.7 percent | 
“a ae : | sented a 2.1 percent boost over the 





Trail-Level Air Tandem— 


This is Trailmobile's Trail-Level air-tan- 
dem suspension, showing mounting of 
vertical bellows, piping and air reservoirs. 
The air system is separate from the broke 
and will operate only when brakes hove 
@ pressure of 65 or more pounds, the firm | 


said. 
* * 


Air Suspension 
Now Is Offered 
By Trailmobile 


CINCINNATL—A softer ride, no 
brake hopping, better tire mileage, 
less maintenance and a constant 
floor height are among advantages 
offered trucking operators in its 
Trail-Level air tandem suspension, 
according to Trailmobile, Inc. 

The Trail-Level mounts two air 
bellows vertically between right- 
angle rocker beams which are con- 
nected to the suspension axles. The 
beams rotate on trunnion shafts 
secured to the trailer subframe. 

The downward weight of the 
trailer payload on the trunnions 
causes the rocker beams to com- 
press the bellows. In addition, as 
road irregularities force the axle 
up or down, the rocker beams ro- 
tate on the trunnion to compress or 
expand the bellows. 

Air pressure in the bellows is 
regulated by a simple control sys- 
tem to meet varying load and road 
conditions, Trailmobile said. Each 
bellows in the Trail-Level structure 
is a two-lobed, sealed unit, enclosed 
at the ends with a metal! plate. 
There is a distance of six-inches 
between the bellows ends. 

A brass ring fitted around the 
center contains the bellows and 
avoids any chance of their “balloon- 
ing” or blowing up, Trailmobile 
said. As an additional safety device, 
1%-inch, hard rubber bumper rings 
are mounted on each bellows end 
plate, the firm said. 

In case of air failure these bump- 
ers keep the rocker Ss sepa- 
rated, afford a measure’of spring 
action, thus allowing the driver to 
continue to the next service point 
for repairs, Trailmobile said. 


i 
| 


263 units in '57 to 58,693 trucks in 


| ’58—a 17.6 percent decline. 


= combined output of 185,731 
cars and trucks in 1958 repre- 


181,967 vehicles produced the pre- 
vious year. 


The corporation’s output of 


| 158,712 cars in ’58 represented a 


| 3.5 percent boost over the 153,417 








units turned out a year earlier 
and gave it an 8.59 percentage- 
point gain over ’57 in car output. 

Its output of 27,019 trucks in '58 
marked a 5.4 percent decline from 
its 1957 production of 28,258 com- 
mercial vehicles, but still was good 
for a 5.97 percentage-point gain 
over the previous year. 

Among the other makers that 
build both cars and trucks, Chrys- 
ler’s vehicle output was off 344 
percent, and Ford declined 21.4 per- 
cent. 

. > > 

Fprccesr loger in car assemblies 

was Chrysler Corp., which 
dropped from 20.42 percent of total 
industry assemblies on 69,423 units 
in ‘57 to 1488 percent on 44131 
| units last year. Numerically, it was 
down 37.4 percent in car output, 

Ford Motor Co. dropped 2.23 

percentage points from the pre- 
vious year on the basis of taking 
30.09 percent of total industry 
output on 89.267 cars in '58, com- 
pared with 32.32 percent on 109,- 
889 assemblies in ’57, Numerically, 
Ford car output was off 18.8 per- 
cent from 57. 

Studebaker-Packard declined 
from 1.61 percent of total industry 
assemblies on 5,468 cars in "57 to 
1.52 percent on 4,514 cars last year. 
Numerically, its car assemblies 
were off 174 percent from 1957. 

American Motors, which turned 
out 1,792 cars for 0.53 percent of 
total industry assemblies in 1957, 
was not in operation last year. 

7 a ” 


Y loser among the truck 
producers in percent-of-industry 
percentages was Ford. which de- 
clined 6.38 points on the basis of 
taking 27.66 percent of total in- 
dustry output on 16,232 commercial 
cars last year, compared with 34.04 
percent on 24,258 trucks in ’57. 


International picked “up 0.06 
points on 9,162 assemblies, good for 
15.61 percent of total industry truck 
output in °58, compared with 15.55 
percent on 11,079 units in ’57. 

—Martin L. WHrrm yer 


Owens Buys Into Deal 


BUFFALO.—John C. Owens has 
purchased a half interest in L. B. 
Smith Motor Corp. (Ford) from 
Luther B. Smith. 
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AUTOMOTIVE WASHINGTON 


NADA Chiefs Seek 


To Reassure Members 


William Ullman 


"ee Bureau Chief 
ADA IS IN “no danger of deterioration, disintegration, 
or upheaval,” and the affairs of the association and its 
members “are in good hands,” according to NADA President 


Dean Chaffin and President-elect Herb Galles. 
These reassuring words went out to dealer members in a 
oO 


recent letter from the NADA 
officers, and they represented 


the first editorial comment 
made by the association since Fred 
Bell departed. 

In the letter, Chaffin and Galles 
said they felt that “there has been 
undue notoriety” attached to Bell’s 
leaving. 

“We feel that the situation, as it 
has developed, is unfortunate,” they 
said, “and we regret any anxiety it 
may have caused.” 


The Chaffin-Galles letter followed | 


a@ special mid-January meeting in 


Washington of all 

of NADA’s 1958 

and 1959 officers. 

The letter ex- 

plained that both 

groups of officers 

—who are the 

same people, for 

the most part— 

have “complete 

confidence” in 

James C. Moore, 

William Uliman NADA general 

counsel who is acting as executive 
vice-president. 

The officers added that “the task 





mem rh 
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DO THE JOB RIGHT 
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of choosing a successor to Bell will 
be conducted in a careful and or- 
derly manner,” with “all applicants” 


given thorough consideration. 
* o” * 


Other NADA Activities 


| Fpermrreeterd support to NADA’s 
contention that life will go on 
without Fred Bell came a raft of 
announcements on association ac- 
tivities. 

R. D. McKay, chairman of 
NADA’s Insurance Trust, has 
announced that enrollments for 
the NADA executive group life 
insurance program will be ac- 
cepted from dealers and their 
key employes between Feb, 1 and 
Apr. 30. During this period, 
McKay said, enrollments will be 
accepted without physical exam- 
inations. 

The Wichita dealer said that by 
restricting enrollment to specified 
periods in each year, the premium 
costs are kept lower. He explained 
that it prevented participants “from 
rushing in at the last moment when 
they are on their death beds.” 

McKay said NADA neither makes 
a profit nor loses money by spon- 
soring the insurance plan. 
+* = aa 


Seminars Scheduled 


ADA also has announced a 
tentative schedule of what it 


! 


calls “small, shirt-sleeve type” sem- 
inars for the first quarter of 1959. 
Here’s the schedule: 


Feb. 24-25, A Dealer’s Analysis 
of Leasing and Renting; March 
3-4, Modern Methods of Used Car 
Merchandising; March 17-18, The 
Management of Salesmen; March 
31-April 1, Truck Leasing and 
Rental Business. 

Commenting on the emphasis on 
leasing, John E. Binns, NADA di- 
rector of management services, said 
he continues to get requests from 
dealers who want information on 
the subject. 


Binns said NADA doesn’t know 
whether a dealer should get into 
leasing or stay out. 

“For some dealers, the leasing 
business was the answer to dimin- 
ishing profits, Many others who at- 
tended one of our meetings on leas- 
ing and renting and heard the 
facts—not the fiction—decided to 
stay out,” explained Binns. 

But he added that dealers should 
have an opportunity to get the 
facts. 


* * * 


U. C. Price Dip Minimized 
HE National Automobile Dealers 
Used Car Guide Co., in its first 

release since former manager 

Everett Lawrence departed in 

December, reported that the sea- 


TO COVER THE WHOLE DELAWARE VALLEY YOU NEED 
THE TRENTON TIMES and THE CAMDEN COURIER-POST 


Buying food? Choose the right vehicle. Our friend will either 


have to get himself a pushcart or settle for fewer oranges. 


Selling food? Make sure you choose the best vehicle for 


your newspaper advertising, too. 
food sales (like all sales) are fought for on local 


U.S. A., 


In Delaware Valley, 


battlegrounds. On the fast-expanding New Jersey side of 
the river, your newspaper choices are easy, as demonstrated 
by figures: for Trenton—the TRENTON TIMES; for Camden 
—the CAMDEN COURIER-POST. In their area, each of these 
hard-hitting dailies reaches more homes by far than any 


other paper. We did say 


did say ‘‘by far.’ 


“than any other paper.” 


And we 


Talking just food sales, Mrs. Camden-Trenton spent more 
than $183 million on food products last year.* That's a food 


market worth biting into. Sales figures like these convince 


83 of the nation's top 100 advertisers to run regularly in 
the TRENTON TIMES and the CAMDEN COURIER-POST. Sell 
in local papers and you “hit ‘em where they live!" 


"Figure for Camden and Mercer Counties. 


Represented nationally by GEORGE A. McDEVITT CO., 


IT PAYS TO CROSS THE DELAWARE 


CAMDEN COURIER -POST 


Established 1875 


TRENTON TIMES 


These papers saturate a 5-county popu- 


Established 1883 


INC. @ NEW YORK © CHICAGO © PHILADELPHIA © DETROIT @ LOS ANGELES 
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sonal decline in wholesale and 
auction prices of used cars is not 
as great as a year ago, 

The decline in the Midwest and 
New England regions, it added, wag 
greater than the national average, 
while the rate of drop in the Moun- 
tain States was slightly less than 
the national. 

* ” 


NADA Publishes Workbook 


A YEAR’S work by NADA’s Per- 
sonnel Relations Committee has 
resulted in publication of “Evaluat- 
ing and Improving Sales of Per- 
formances,” an 18-page workbook 
for dealers and sales managers that 
is packed with practical informa- 
tion. 


Based on information furnished 
by auto makers and scores of car 
and truck dealers, the workbook 
suggests ways to increase a 
salesman’s interest in his job, to 
size up a prospect, to improve 
closing techniques and to measure 
sales performance, It includes a 
sample chart for evaluating sales- 
men, an “idea bank” and a pro- 
fessional appraisal form. 


NADA’s committee, which is 
headed by Iowa dealer Frank 
Collard, is to be congratulated on 
a fine job. A good sales manager 
probably could plan a year of sales 
meetings around the information 
contained in this booklet. 

* = + 


Investment Act Explained 


MALL Business Administrator 

Wendell B. Barnes is personally 
conducting three areawide clinics 
over the nation to explain the 
workings of investment companies 
under the new Small Business In- 
vestment Act. 


The investment act permits the 
creation of small-business invest- 
ment companies empowered to 
make long-term loans and handle 
securities financing for small 
firms. 


The third and final clinic will be 
held in Philadelphia Friday (Jan. 
30) for some 400 bankers, attorneys, 
accountants and businessmen in- 
terested in participating in the new 
investment program. The opening 
clinic was held Jan. 16 in Los An- 
geles for 750 Western bankers, with 
the second in Kansas City Jan. 19. 

After the final seminar, the Small 
Business Administration expects to 
begin granting licenses to some of 
the more than 1,000 companies that 
have applied. 

© 


Patman Needles SBA 


MEANWHILE, Rep. Wright Pat- 
man, Texas Democrat, contin- 
ues to needle both SBA and Barnes. 

In his latest statement, Patman 
charges that the new investment 
act is being “sabotaged,” and he 
points out that six months have 
passed since approval of the act 
without a single license being 
issued. 

Although thousands of would-be 
investment companies have been 
knocking on SBA’s door. says Pat- 
man, “none has been able to over- 
come SBA resistance, red tape, and 
delay.” 

The Texan wants to amend the 
act to provide for administration 
by an independent, bipartisan com- 
mission, rather than by an agency 
of the executive branch. 

He also would provide a way 
whereby private capital can be 
raised through the sale of securities 
on the national market, to reduce 
the need for appropriations. Pat- 
man says he is presently drafting a 
bill to do just those things. 

” 7 ” 


Excise Repeal Asked 


EP. THADDEUS MACHROW- 

ICZ, Michigan Democrat, has 
introduced a bill to repeal the 
manufacturers excise tax on new 
automobiles, parts and accessories, 
and to reduce the tax on trucks and 
buses to 5 percent. 

On the Senate side, Senator 
Joseph C. O'Mahoney, Wyoming 
Democrat, has reintroduced a 
perennial bill to require many 
corporations to notify the Gov- 
ernment 30 days before they raise 
prices. 

Auto makers would be among the 
corporations covered, since it ap- 
plies to industries in which eight 
or fewer companies provide one- 
half or more of the total produc- 
tion. 

The bill has been around Con- 
gress for more than 10 years. 


The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO- 
MOTIVE NEWS WANT ADS! Are You? 
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INFRARED UNIT—An all-purpose port- 
able infrared unit, mode! 80-426, has been 
introduced by the Fostoria Pressed Steel 
Corp., Fostoria, O. The portable panel has 
adequate overhang to handle any paint 
baking job—fenders, doors, hoods, tops 
and reor decks, it is said, Radiant area, 
44 by 66 inches, is adjustable to conform 
fo vorious car contours. Each unit uses 
24 G-30 250W lamps and has a total 
connected lood of only 4.2 KW. Bottom 
bonk of lomps is 12% inches from floor 
for today's low body lines. 


D-A Speed-Sport Oil 

D-A Lubricant Co., Inc., 1331 W. 
Twenty-ninth St., Indianapolis 23, 
Ind., has announced plans for 
nationwide sale of D-A Speed-Sport 
Oil, which it said was engineered 
specifically for foreign cars, sports 
cars and racing engines. The prod- 
uct now is available only in some 


Midwest cities. 
7. 


WHEEL ALIGNER —lLotest rack-type 
model in the Lite-A-line wheel-cligner 
line offered by Hunter Engineering Co., 
St. Lowis 24, Mo., is the deluxe 904-Cl 
adjustable-width group that includes five- 
door cabinet, bending beom and remov- 
able runways. The 24-inch-rocks, mounted 
on sliding steel gvide-roils, ore easily 
adjusted sideways to accommodate vehicle 
treed widths from 40 to 68 inches, per 
mitting wheel cligning on any vehicle 
from the foreign cors to the largest avto- 
mobiles. Either or both sides of the rack 
cre movable for the convenience of the 
Operator. 


Floor Mats 


Monkey Grip Sales Co., Box 6170, 
Dallas 22, Tex, has marketed a 
new line of Full-Fit rubber car 
mats, featuring door-to-door cover- 


age, in nine colors. 
” 


CAMSHAFT & SPRINGS—An increase in 
low speed torque and power plus im- 
Proved acceleration with no harm to 
idling ore said to be possible for the 
Volkswagen with a precision designed 
camshaft and spring announced by EMPI, 
P. O. Box 169, Riverside, Calif. Adaptable 
fo both the Volkswagen sedan and trans- 
Porter, the camshaft is custom-made and 
Precision-ground from a new alloy steel 
forging. A special set of eight valve 
springs has been designed for use with 
the camshaft. The springs are wound of 
tempered alloyspring steel to withstand 
the higher operating temperatures of the 
Volkswagen air-cooled engine. 

* 


Abrasive Specialists 
Armour & Co., Alliance, O., re- 
Ports that the automotive advisory 
Section of its Coated Abrasives di- 
vision is helping industry cut ma- 
terial costs and improve production 
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performance and product finishing 
by sending specialists into the field 
to render on-the-spot recommenda- 
tions. Further information about 
the service is available from the 
company. 


e * * 
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GENERATOR TESTER—An addition to 
the Hanson line is the model 28 Amp-| 
Volt Generator-Reguiator Tester, a 
chrome-plated, hond-size instrument with 
3% by 2%-inch color-coded diol. Accord- | 
ing to the company this model was spe- 
cially designed as a single vwnit for 
quick testing of generctor ovipyt and 
regulator control as cause for discharged 
bottery. It operates off six or 12-volt car 
botteries. It features co special circuit | 
thet aviomatically inserts Y% ohm resist- | 
once in series with battery when testing. 
Horvey E. Hanson Co., Dept. ANM, Loke 
Bivd. & Commercial St., Paw Paw, Mich. 

> > 


Headlight Aimer 

The HT75-S Lev-L-Lite headlight- 
aimer group has been introduced by | 
Hunter Engineering Co. Hunter) 
Ave. & LaDue Rd., St. Louis 24, Mo. | 
The group includes merchandising | 
material, safe-storage rack and) 
light-intensity meter, the firm said. | 

> > > 


Hand-Cleanser Dispenser | 


An improved pushbutton dispen-| 
ser is being offered by Gent-L- 
Kleen Products Co., 2145 Derry Rd., 
York, Pa. The hand-cleanser dis- 
penser saves appreciable amounts | 
of the cleanser, the firm said. 

> > > 


Ice Remover 


Thaw, a deicer said to keep wind-| 
shields free of ice for as long as) 
four days with one application, has 
been announced by Schermerhorn 
Products, Inc. 1521 Hilton Rd, 
Ferndale, Mich. Thaw dissolves ice | 
up to 1/16 of an inch thick in sec- 
onds and does not damage rubber, 
lacquer, paint or enamel, the firm 
said. 





°59 Grand Mufflers 


The '59 line of “sound-engineered” 
Grand Quiet-tone Hi-Efficiency 
mufflers has been announced by 
Grand Automotive Products, 2055 
N. Ruby St., Melrose Park, Ill. Rev- 
olutionary Turbo-Jet diffuser and 
straight-through construction are 
integral features in all mufflers, 
which fit all passenger cars, the 
firm said. 


BRAKE SHOE—Barrett Equipment Co., 
2101 Cass Ave., St. Louis 6, Mo., has an- 
nounced its precision Brake Shoe Set-R, 
@ combination brake shoe and drum 
gauge for diagnosing brake troubles, 
centralizing and adjusting shoes. It also 
detects bent front spindles. It is universal 
in application—mounts on front spindles, 
tapered rear axles and flanged type rear 
axles. 


| When rubbed on a surface, 
leaves a thin pressure-sensitive 


| their own threads for a tight, drip-proof 


LAMP —Griffin Lamp Co., Hamilton, 
©., has introduced a rustproof lamp, 
model No. I!!-2, with two bulbs for double 
protection. Both bulbs burn simultaneously. 
If one fails, the remaining bulb provides 
safety protection until replacement can 
be made during terminal inspection, it 
is said. Special feature Lucite lens snaps 


in and ovt without use of tools. 
., 8s 


Dry-Bar Adhesive 


DRY-stik, an adhesive for paper 
is made of plastic rubber 
compounds, has been introduced in 


| dry-bar form by DRY-stik Co., 4356 


Til. 
it 


N. Kedvale Ave., Chicago 41, 


coating that is not sticky to the 


touch, the firm said. 
° 


Car Upholstery Cleaner 
Introduced by Johnson 


A pressure-dispensed auto up- 
holstery cleaner has been intro- 
duced by S. C. Johnson & Son, Inc., 
Racine, Wis. 

The foam product provides ex- 
cellent cleaning action on plastic, 
woven synthetics and leather as 
well as deep-pile cotton and wool, 
the firm said. 


Steel-Plate Clamp 


A horizontal plate clamp, devel- 
oped for use in handling large, un- 
wieldly steel plates, has been intro- 
duced by Merrill Brothers, Maspeth, 
N, Y. 


NEW PRODUCTS 


cago Ave., Detroit, Mich. Called 
Duracryl Original Equipment Black 
Acrylic, DDL-9300, it is intended for 
touch-up, panel repair or all-over 
refinishing. 


TRANSMISSION HANDLER—A transmis- 
| sion handler has been developed by Avto 
| Specialties Mfg. Co., St. 
to lift, lower and position heavy trans- 
missions under gorage cor-lifts or hoists. 
|The Avusco model 2300, with a rated 
| capacity of 1,000 pounds, requires only 
a seven-pound pull to spin the large 
operating handwheel and Iliff any pas- 
senger cor or light truck transmission. 
Positioning adapter fits all transmissions, 
including ‘50, ‘51 and ‘52 Powerglide. 
Adapter tilts 65 degrees forward per- 
| mitting transmission housing to clear 
frame cross members when lowering 
transmission. Controlled 15 degrees side 
tilt and 7 degrees recor tilt for easy 
matching of dowel pins and bolt holes. 

> 


RuGlyde Lubricant 


RuGlyde, a rubber lubricant, has 
been developed by American Grease 
Stick Co.. Muskegon, Mich. The 
company says it is clean and easy 
| to use, never dries out and requires 
jno shaking. 


| 


| A Call for Help 


DRAIN PLUGS —O.E.M. Products Co., 
2342 N. Cicero Ave., Chicago 39, Iil., 
hos announced low-cost heat-treated, self- 
tapping oversize drain plugs for all cor 
applications. These plugs are easily 
screwed into the pan openings, moking 


plug installation, it is said. Double over- 

size drain plugs are also available for 

threads stripped in crankcase when in- 

stalling oversize plig 38. Each type is 

available in standard pockage of 10. 
> 


Dual Action Motor Oil 


Kendall Refining Co., 1177 Ken-| 
dall Ave., Bradford, Pa., has intro- 
duced Dual Action motor oil. Dual 
Action is designed to protect auto- 
motive engines from the harmful 
effects of modern driving repre- 
sented by “cold-engine” city driv- 


A yellow cardboard sign, 11% 
inches by 14 inches, bearing the 
word “help” in red letters has been 
designed to aid stranded motorists. 
The sign is to be hung in a car 
window, when the driver needs as- 
sistance. Details are available from 
JC.D., Box 21, Plainfield, N. J. 

> o . 


Auto Body Filler 


Jaycee Chemical Co., Forest Rd., 
Northford, Conn., has introduced 
“R-P” Bondo, polyester resin auto 
body filler. “R-P” Bondo is flexible 
and can take severe banging and 
vibration without checking, crack- 
ing or splitting, the firm said. 

> > > 


Plastic Body Filler 
Bond-Tite, a controlled-hardening 
plastic filler for auto body repair, 
has been announced by L, R. Oatey 
Co., Box 1005, Cleveland, O. 
> > . 


Massage for Motorists 
Relax-A-Cushion, Inc., 5115 5S. 
Western Ave., Los Angeles, Calif., 
has introduced Relax-A-Car Pad, 
designed to plug into cigaret-lighter 
socket. of car or truck. It massages, 
with “human-hand motion,” back 





ing and “hot-engine” highway driv- 
ing, the firm said. 
> 


Spray-On Lubricant 
Its molylube lubricant now is) 
available in an easy-to-handle aero- 
sol spray can, according to Bel-Ray 
Co., Inc., 111 Green Village, Rd., 
Madison, N. J. 
az > 


> 
X-Act Wheel Weights 
Hunter Products Co., Inc., 8846 
LaDue, St. Louis 24, Mo., has an- 
nounced two lines of Hunter X-Act 
wheel weights in six series for 
balancing wheels of cars, trucks 
and buses. They are designed for 
the standards of Hunter Tune-In 


on-the-vehicle wheel balancers. 
* t y 


Black Acrylic Finish 
A black acrylic finish to match 
the 1959 General Motors “Magic 
Mirror” black has been announced 
by Ditzler Color division of Pitts- 
burgh Plate Glass Co., 8000 W. Chi- 


while driving, the firm said. 
- > > 


GARNISH MOLDING —Garnishields is 
the name given to a garnish molding 
introduced for all 1959 General Motors 
cars. Made of highly-polished stainless 
steel, Garnishields are custom-made to 
run the full length of the window, and 
protect the upholstered window ledge 
against wear, weather and perspiration. 
They are made for both front and rear 
doors and are installed by ‘the insertion 
of two screws. Auto Ventshade, Inc., 187 
Courtiand St., N.E., Atlanta, Ga. 


Joseph, Mich.,| 





CAN CRUSHER— Coats Kan Krusher, 
Inc., Fort Dodge, !a., has introduced five 
air-operated oil can crushers. The five 
models vary in their avtomatic features 
and in their capacities, but they are all 
similor in that they are easily mounted 
on a 55-galion oil drum for operation. 
Three of the models have the avtomatic 
safety feature which prevents them from” 
being operated with their lid open, it is 
said. They avtomatically crush the cans 
when the lids ore closed. Capacities of 
the crushers range from a single quart can 
to three-quart cans or one five-galion can. 
National sales of the five new Kan Krusher 
models will be handled by Jack P. 
Hennessy Co., Inc., of 12 Depot Square, 


Englewood, N. J. 
+ * 


Auto Carpeting 


A deep-pile carpeting called Curl 
Deluxe has been introduced by 
Newark Auto Top Co., Inc., 80 Cen- 
tral Ave. Newark 2, N. J. The 
carpets are custom made for exact 
fit and in colors to match all car 
interiors, the firm said. 


SHADE SCREEN —Eose of installation 
and adaptability to any conventional auto 
or station wogon door is a feature of the 
Mitchell “Roll-Away” Auto Shade Screen 


| for 1959. The manvufocturer, Mitchell Man- 
| vfacturing Co., Fort Smith, Ark., has devel- 


oped two types of installation clips for 
the “Roll-Away” screen. One type of clip 
slips over the moulding ot the top, if the 
door has moviding. Another type of clip, 
with screws, is supplied for car doors 
without moulding at the top. Other fea- 


| tures of the Mitchell aluminum screen in- 


clude a swivel type pull-handie and bot- 
tom dip with a flexibility that prevents 
any bending or twisting of the screen 
itself; rubber tips of either side of the 
bottom pull bar to protect the window 
frame from scratches, ond a heavy duty 
spring to assure long life and service 
from the shade screens. 


Leather Freshener 


A pliable compound for brighten- 
ing and freshening leather and 
vinyl plastics, called “X” Leather 
Coat, has been introduced by “X” 
Laboratories, Inc. 25 W. Forty- 
fifth St. New York, N. Y. 


TACHOGRAPH —A 2-in-]1 tachograph 
that records on a single chart the stops, 
starts, speed of a vehicle and the r.p.m. 
of its motor every minute of the day, has 
been marketed. Two different instruments 
are combined in the TCO 14 tachograph— 
an indicating and recording speedometer, 
and an indicating and recording tachom- 
eter of the motor's r.p.m. A permanent 
record of all operating data is made on 
a single tamper-proof chart. ARGO Tach- 
ograph Division, Efficient Instruments 
Corp., 613 West Forty-Sixth St., New York 
36, N. Y. 
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1959-The Year} 


No doubt you’ve heard many of the optimistic predictions for increased 
new-car sales in 1959. Indeed, current sales orders for our automobiles 
support this optimism. These estimates are pleasant to contemplate, 
but we are very much aware that the new-car sales that mean most 
for you—our dealers—are those you make in your own community. 


All the estimates and predictions, no matter how rosy and glowing, 
are likely to be meaningless to you—unless you are getting your 
full share of your local market. 


And there are only two ways we know of to do this: be able to offer 
the products people want—then sell them. 


We believe that the reception given our cars and trucks at intro- 
duction time last fall and the increased: sales pace that has followed 
through the fourth quarter of 1958 and on into this new year offer 
ample evidence our products are right on target. 


Frankly, we do not believe that any other automotive company has 
developed a range of cars so well designed for the current automotive 
needs and wants of the car-buying public. 


You are the only dealers who can offer such a wide range of prices, 
sizes and body styles—as well as the many other advantages our 
products have over those of our competitors. 





t the Salesman 


We shall continue to do everything we can, through effective adver- 
tising and promotion, to develop enthusiastic public interest in these 
cars and trucks. 


But ultimately, the success of our endeavors—and yours, too—depends 
upon the abilities and initiative of the man who makes the sale— 
the salesman in your dealership. 


Much has been spoken and written about the role of the salesman in 

America’s economy. The need for more salesmen—well-qualified 
Salesmen—has never been greater, particularly in the retail auto- 
mobile business. 


We think of 1959 as the Year of the Salesman—because he is the key 
to our combined success. 


Even though it is past the usual time for making New Year’s resolu- 
tions, we would like to suggest one: that this year we all make every 
effort to encourage young men to consider automobile and truck 
selling as a career. 


Never have the opportunities been as great in our business and yours 
as they are today. The time and effort we all put into the development 
of better salesmen and selling techniques will pay rich dividends 
throughout this coming year and all the years to come. 


FORD MOTOR COMPANY « THE AMERICAN ROAD, DEARBORN, MICHIGAN 


FORD * THUNDERBIRD * EDSEL * MERCURY « LINCOLN * CONTINENTAL MARK IV * ENGLISH FORD LINE 
GERMAN FORD LINE «+ FORD TRUCKS + TRACTORS + FARM IMPLEMENTS + INDUSTRIAL ENGINES 





’57 Chevrolet %-ton pickup, $1,050. 
56 Ford %-ton pickup, $810. 


EBENSBURG, PA. 


Ebensburg Auto Auction. Sale every 
Thursday. Prices are for sale of Jan, 15. 
Clean cars always in demand; buyers plen- 
tiful and cars scarce. Sold 56 cars from 
77 consignments. 

BUICK—’56 Special 2-dr., $850. 

‘63 Super Riviera 2-dr., $320*. 

"52 Special 2-dr., $160. 

CHEVROLET — ‘56 Two-ten (8) station 
Wagon, $895*. 

"55 One-fifty (6) 4-dr., $600; Bel Air 
(6) Hardtop 2-dr., $540. 

‘54 Bel Air Hardtop 2-dr., $600*, $565; 
One-fifty 4-dr., $300. 

"53 Bel Air conv., $415* (ps); 4-dr., 
$380°*; Two-ten 4-dr., $295, $240; 2- 
dr., $270. 

"52 Styleline Deluxe 2-dr., $250. 

DODGE — '57 Coronet (8) Lancer 4-dr., 
$1,340°. 

"52 Meadowbrook 2-dr., $135. 
FORD—'57 Country sedan (8), $1,375. 

"56 Custom (8) ranch wagon, $725*; 
2-dr., $700. 

"55 Custom (8) 2-dr., $450; 4-dr., $435*. 

"53 Custom (8) 2-dr., $295. 

’52 Custom (8) 2-dr., $280. 

"51 2-dr., $1565. 

LINCOLN—'55 Capri coupe, $860* (ps). 
MERCURY—'56 Medalist 2-dr., $600°. 
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Used-Car Auction Prices 


(Continued from Page 20) 


"63 Custom Hardtop 2-dr., $390. 
OLDSMOBILE — ’'57 (88) Holiday 4-dr., 

$1,600°*. 

55 (88) Super 2-dr., $900*° (ps). 

"52 (88) 4-dr., $155*; (98) 4-dr., $150°*. 
PAOKARD—’52 4-dr., $105*. 
PLYMOUTH—’59 Savoy (8) 4-dr., $2,035° 

(ps). 

'5S7T Savoy (8) 4-dr., $1,080°*. 

’55 Belvedere (6) 4-dr., $655*. 

’54 Belvedere (6) 4-dr.. $335* (ps). 

53 Cranbrook Hardtop 2-dr., $235; Cam- 

bridge station wagon, $335. 

’52 Concord station wagon, $230. 
PONTIAC — ‘55 Chieftain 4-dr., $815*, 

$615* (ps); 2-dr., $605; Star Chief 
Catalina 2-dr., $800° (ps). 

‘52 Chieftain (8) 2-dr., $125. 
STUDEBAKER—’54 Champion (6) 4-dr., 

$215. 

"52 Commander (8) coupe, $130. 
MISCELLANEOUS — ‘53 GMC 1%-ton, 

$500; Henry J sedan, $185. 


LOS ANGELES 


Harold Henry’s Los Angeles Dealer Auto 
Auction. Sale every Tuesday. Prices are 
for sale of Jan. 13. 

BUICK—’58 Limited Riviera 4-dr., $2,950° 
(ps); Century Riviera 2-dr., $2,280* 
(ps). 

"56 Century Riviera 4-dr., $1,350° (ps); 

Special Riviera 4-dr., $1,025*, $940*° 
(ps); 2-dr., $825. 


$1,000* (ps), $840; Special Riviera 2- 
dr., $1,015*, $910* (ps), $710*; 4-dr., 
$850*, $690*, $650*; conv., $705* (ps); 
Century Riviera 2-dr., $1,000° (ps). 

°54 Century Riviera 2-dr., $770*; 4-dr., 
$550°; Special Riviera 2-dr., $695*; 4- 
dr., $520*, $425*. 

‘53 Super Riviera 2-dr., $375; Special 4- 
dr., $305*, $230*; Riviera 2-dr,, $285*; $2,562 
RM conv., $140* (ps). 

52 Super Riviera 2-dr., $310*, 2,148 


CADILLAC—’58 (60) Special 4-dr., $4,- : 1,492 
980* (ps); (62) sedan de Ville, $3,550* 1,068 
(ps), $4,300* (ps), $4,100* (ps); coupe 
de Ville, $4,335°* (ps), $4,300° (ps); 
conv., $4,255* (ps). 

°57 Eldorado Seville, $3,600* (ps); (62) 
coupe de Ville, $3,400* (ps); sedan de 
Ville, $2,700* (ps). 

56 (62) sedan de Ville, $2,520° (ps), 
$2,500* (ps), $2,475* (ps); coupe de 
Ville, $2,500* (ps), $2,485* (ps), $2,- 
275° (ps). 

55 (62) coupe de Ville, $2,100* (ps); 
conv., $1,785* (ps); Eldorado, $2,085* 
(ps). (ps); Hardtop 4-dr., 2 at $1,875*, $1,- 

"54 (60) Special 4-dr.. $1,585° (ps); 850* (ps), $1,815* (ps), $1,810* (ps); 
Eldorado, $1,550* (ps); (62) sedan de Biscayne (8) 4-dr., 2 at $1,740°. 
Ville, $1,350° (ps). ’57 Corvette, $2,550; Two-ten (8) Towns- 

"63 (62) sedan de Ville, $850* (ps), man. $1,775*, $1,670* (ps); 4-dr., $1,- 
$725* (ps); coupe de Ville, $755* (ps); 305°. $1,275, $1,225*, $1,200°; Bel Air 
(60) Special 4-dr., $755° (ps). (8) ‘Hardtop 2-dr,, '$1,670*; Bel Air 

"52 (62) coupe de Ville, $805° (ps); (6) Hardtop 2-dr., $1,620°, $1,575°; 
sedan de Ville, $610* (ps), $480° (ps); Two-ten (6) Townsman, $1,550*; One- 
(60) Special 4-dr., $615* (ps). fifty (6) Handyman, $1,325*. 

*51 (62) coupe de Ville, $375°. ’56 Two-ten (8) Townsman, $1,375* (ps); 

"50 (61) coupe, $390°, $375*, $305°; 
(62) sedan de Ville, $345*. 

"49 (62) coupe de Ville, $255*; sedan 
de Ville, $175*. 


OHEVROLET—’'58 Corvette, $2,975*; Im- 
pala (8) coupe, $2,325* (ps) $2,300*° 
(ps), $2,235* (ps), 2 at $2,185* (ps); $795°, 

Brookwood (8), $2,175", $2,065*; Yeo- ‘54 Bel Air Hardtop 2-dr., $725; 2-dr., 
man (8), $1,990° (ps); Bel Air (8) 2- $615*; Two-ten Delray, $705. 


Model Breakdown 
Of Auction Averages 


Jan., 1959 Dec., Nov., 
Model 1958 


Average $1,143 


conv., $1,285*; Hardtop 4-dr., $1,285*. 
$1,195*; One-fifty (6) Handyman, $890; 
4-dr., $805. 

’55 Bel Air (6) Hardtop 2-dr., $995*; 
Two-ten (8) Delray, $815*; 4-dr., 





Hardtop 4-dr., $1,005; Bel Air (8) | 


"64 Custom 2-dr., $390. 


"55 Super Riviera 2-dr.. $1,095° (ps), dr., $1,950°; Hardtop 2-dr., $1,900° 


Influence is a tired word— 


Every publication claims influence, and 
has some — even the tattered time-killer in 
your dentist’s office, and the comics book 
that sells the small fry on the space age 
or switchblades. But probably no other 
publication has so favorably affected the 
lives and fortunes of so many people for 
so long as Successrut FARMING. 

Back in the first decade of the century, 
Successrut Farmuinc’s founder, E. T. 
Meredith helped foster the 4H Clubs — 
as a means of inoculating farmers with new 
ideas and methods through their children. 

SF offered to loan any youngster money 
for any approved 4-H project. These loans 
built up to a total of $250,000, loaned to 


individual boys and girls. In addition SF’ 


provided direct support of more than 
$100,000 to 4-H club work. Hundreds of 
thousands of farm children owed their first 
taste of success to the help received from 
SuccessFuL FarMInc. 

Today Successrut Farminc is used 
as the textbook in high schools by 376,000 
Vo Ag students each month, and is in- 
doctrinating another generation of farmers. 

On a million Midwest farms, SF has 
left its traces — in terraced and 
contour-plowed fields, wide 
row corn planting, crop 
rotation; in the improved 
layout of feed bunks, 
milking parlors, silo storage, 


materials handling. It has done much to 
gain the extra hog per litter, the extra yield 
per acre through pest control, larger pro- 
duction of beef, hogs, milk and eggs in 
shorter time, at lower costs, larger profits. 
It makes money for its readers — and what 
better form of influence is there? 

It has also revolutionized hundreds of 
thousands of farm homes with new kitchen 
centers, utility rooms, better planned living 
quarters — that save work and money, help 
the farm wife to better care for her family, 
and afford her leisure. 

SuccessFut Farminc has become an 
integral part of the lives and businesses of 
the country’s best farmers, as much a part 
of their thinking and convictions as church, 
school, representative government. And 
its real influence gets extra reception and 
response for every advertisement that 


appears on its pages. 

SF farmers have averaged an estimated 
annual cash income of around $10,000 
for the past decade. And in 1958, during 
the industrial recession, their incomes 
advanced sharply. Farm 
families are spending 
more than they have 
in years. 

If you want business, 

Successrut Farminc’s ~ 

audience has a lot to give. And no medium 
can match the productivity of SuccessruL 
Farminc in its own field. Get the details 
from any SF office. 


Meredith of Des Moines . . . America’s 
biggest publisher of ideas for today’s 
living and tomorrow’s plans. 


19% more - 


Successful Farming for January 1959 


carried 19% more advertising 


than the same issue a year ago — 
reflecting increased farm income. 


SF families farm cash income, 
over $10,000 in recent years, 
was higher in 1958. 

You have a choice class market 
in this one magazine — 


with unmatched influence in its field. 


For better business this year, 


better balance in national advertising, 


sell SF’s 1,300,000 farm families. 


Details from any SF office. 


Successful Farming . .. Des Moines, New York, Chicago, Atlanta, St. Louis, 
Cleveland, Detroit, Philadelphia, San Francisco, Los Angeles, Minneapolis. 


53 Bel Air Hardtop 2-dr., $480; 4-dr., 











$465*, $430°; Two-ten 4-dr., $435, 
$405, $385; club coupe, $405; cony,, 
$165; One-fifty business coupe, $320; 
4-dr., $285. 

"52 Styleline Deluxe station wagon, $325; 
4-dr., $300, $225*; 2-dr., 2 at $270*. 
’51 Styleline Deluxe 4-dr., $300, $210; 
conv., $150; station wagon, $110*, 
*60 Styleline Deluxe 2-dr., $450, $130*; 

club coupe, $190*. 
*49 Styleline Deluxe 2-dr., $105. 


CHRYSLER—’57 NY Hardtop 4-dr., §2,. 
400° (ps). 

DeSOTO — '57 Adventurer conv., $1,725* 
(ps); Firesweep 4-dr.. $1,600° (ps); 
Sportsman 2-dr., $1,450*; Sportsman 
4-dr., $1,425*. 

DODGE — ’'58 Coronet (8) conv., $1,950" 
(ps). 

'56 Sierra (6), $1,200. 

'55 Royal (8) Lancer 2-dr., $750* (ps), 

’564 Coronet (8) station wagon, $625*, 
$600*; 4-dr., $450° (ps). 

'53 Coronet (8) 4-dr., $270*. 

"50 Coronet (6) 4-dr., $160. 

'49 Coronet 4-dr., $115°*. 

EDSEL—’58 Citation Hardtop 4-dr. §2,. 
055* (ps), $1,990*° (ps). 

FORD—’58 Thunderbird, $3,800* (ps), $3,- 
600* (ps), $3,575* (ps), $3,550* (ps), 
$3,500* (ps), $3,475* (ps), 2 at $3. 
380* (ps); Fairlane (8) 500 Retract- 
able, $2,275* (ps); Victoria 2-dr., $2. 
095* (ps); Del Rio (8), $1,665*. 

’57 Thunderbird, $2,700* (ps); country 
sedan (8), $1,725* (ps), $1,675*; Fair. 
lane (8) 500 Victoria 2-dr., $1,610* 
(ps), $1,375 (ps); Del Rio (8), $1. 
545°; Custom (8) 300 4-dr., $1,395%, 
$1,225*, $1,200°; 2-dr.. $1,250°; Cus 
tom (8) 2-dr., $1,250°; 4-dr., $1,005; 
Fairlane (8) Victoria 2-dr., $1,200*. 

"56 Thunderbird, $2,250°* (ps), $1,800% 
country sedan (8), $1,380* (ps), $1, 
325° (ps), $1,250*; Fairlane (8) Vie 
toria 2-dr., $1,185* (ps), $1,120* (ps), 
$1,085*; town sedan, $950°; club sedan, 
$850*; ranch wagon (8), $1,075*; Cum 
tom (8) Victoria 2-dr., $1,000°; 4-dr,, 
$850°; ranch wagon (6), $795. 

"55 Thunderbird, $1,775, $1,710° (ps); 
country sedan (8), $1,065°; ranch 
wagon, $1,055°, $955°; Fairlane (8) 
Victoria 2-dr., $985*, $960°; clus 
sedan, $855*, $680; Crown Vict 
$820*; conv., $775* (ps); Custom ( 
2-dr., $805; 4-dr., $745°, $585; Mal 
(8) 2-dr., $620; 4-dr., 50; country 
squire (8), $925°. 

‘54 Country squire (8), $800* 
Crest (8) Victoria 2-dr., $585*, 
Custom (8) 4-dr., $435°, $420°; 
$420°; Main (6) 2-dr.. $325°*. 

"53 Custom (8) 4-dr., $305°, $245; Mais 
(8) 4-dr., $250. 

"52 Main (6) ranch wagon, $250°; Cus 
tom (8) 2-dr.. $250°; 4-dr., $230%, 
$225*, $195*, $185°. 

"51 Custom (8) 4-dr., $§165°, $160*, 
$125°: 

"50 Custom (6) 2-dr., $275, $130. 

"40 (8) 2-dr., $175. 

HUDSON—'S4 Jet (6) 4-dr., $295°. 

‘63 Super Jet (6) 4-dr.. $205°. 


(Continued on Page 31, Col, 1) 


Used Imported 
Cars 


Albany 


Hiliman—'58 Minx 4-dr., $1,025. 
'ST Husky station wagon, $700. 
‘56 Husky station wagon, $650. 

Lieyd— 57 conv., $375. 

Volkswagen—'55 2-dr., $750. 

"64 Sunroof 2-dr., $700. 


Bordentown, N. J. 


Fiat—'58 station wagon, $1,100. 
Hiliman—'58 4-dr., $1,190. 
Isetta—'57 (300), $325. 
dJaguar—'55 conv., $1,200. 
Metropolitan—'54 Hardtop, $350. 


Chicago 


Ford (English)—'57 Squire station wage 
$720. 


dJaguar—'S4 coupe, $1,425. 

Porsehe—'57 conv., $1,875. 
Triumph—'57 conv., $1,625, $1,580. 
Vauxhall—'58 4-dr., $1,280. 
Volkswagen—'58 sedan, $1,530, $1,460. 


Danville, Va. 


Mercedes-Benz—'58 4-dr., $3,610. 
Daytona Beach, Fla. 
Volkswagen—'56 station wagon, $1,000. — 


Detroit 


Ford—(Engtish)—’'58 Escort station wagom, 5 
$1,050. 
Volkswagen—'59 sedan, 2 at $1,690. 


Dyer, Ind. 


Austin—’'53 4-dr., $165. 
Dauphine—'58 4-dr., $1,050. 
Triumph—'58 4-dr., $955. 


Los Angeles 


Fiat—’'58 station wagon, $1,050, $1,040. 
‘57 station wagon, $905. 
‘55 Husky station wagon, $5807 
MG—'5T7 roadster, $1,510. 
"50 roadster, $395. 
Volkswagen——'57 Ghia coupe, $1,980. 
52 2-dr., $485. 
Volvo—'56 2-dr., $1,045. 


Littleton, Colo. 


Borgward—'57 sedan Sun roof, $1,495. 

Volkswagen—'59 conv., $1,200, $1,850, 
at $1,800. 

"58 conv., $1,825, $1,700, $1,675, $1,62 


$1,500. 
New York 


Lioyd—’58 station wagon, $600. 
Metropolitan—'55 Hardtop 2-dr., $455. 


Portland, Ore. 


Borgward—’58 2-dr., $1,610. 
Hiliman—’58 4-dr., $1,250. 
MG—'57 roadster, $1,560. 
Volvo—'58 2-dr., $1,480. 


West Palm Beach, Fila. 


Ford (English)—'58 delivery sedan, 
Jaguar—’57 4-dr., $1,610. 
Metropolitan—’55 Hardtop, $500. 
Renault—’57 4-dr., $660. 

Simea—’58 4-dr., $1,175. 
Sunbeam—’55 4-dr., $700. 
Volkswagen—'57 conv., $1,275. 


‘i 





Millions of car buyers 
are reading about 

the “extra margin 

of safety” 


As car buyers become more safety- 
conscious, they are asking many 
questions about automotive safety glass, 
Here are the answers to some of the 
questions your dealers and salesmen 
may be asked about LSG: 


1. “Invisible Sandwich”: 

LSG is literally a plastic-glass 

“sandwich”—two pieces of 

glass bonded with a completely 
transparent tough sheet of plastic. This sandwich 
construction is easy to point out. Along any 
exposed edge of LSG, you will see a “line” running 
along the center of the edge. That “line” is the 
plastic interlayer. (No “line,” no LSG.) 


2. “Windshield Safety”: 
Every American-made car 
or truck is required to have 
: = a windshield made of LSG. 
Only Lasbiated Safety Glass passes the rigid 
optical and physical specifications established by 
the American Standards Association. Many cars, 
but not all, have this “windshield-safety” 
in their side windows as well. 


7. . 7. > 3. “Friendly Spider Web”: 
= The plastic interlayer 
in LSG reduces the hazard 
of flying glass. A rock 
or other sharp object striking a window or 
windshield made of LSG might crack the glass. 
But the plastic interlayer helps hold the broken 
pieces together and keeps them from flying apart, 
thus forming a “friendly spider web.” 


4. “Extra Margin of 
Safety”: In case both 
doors and windows 
are jammed shut, LSG 
provides 2 an emergency exit. A window made 
of LSG can be cracked with any handy object— 
even a person’s elbow or foot. Once cracked, 
a strong push will bulge out the window 
and it can be shoved or kicked out of the frame, 
an “extra margin of safety” for escape. 





Monsanto 





Monsanto does not make LSG, but it supplies 
the plastic interlayer to leading manufacturers of 


Laminated Safety Glass. 
Monsanto Chemical Co., Plastics Div., 
Springfield 2, Mass. 
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New Home of Matthews-Hargreaves— 


This drawing shows the new home of Matthews-Hargreaves Chevrolet in Pontiac. 
When completed, the $350,000 dealership will feature the latest showroom facilities, 
@ modern engine and repair department, wheel alignment and electrical repair depart- 
ments, wash and grease depots and used-car display grounds. 
have nearly 25,000 square feet of floor space devoted to Chevrolet sales and service. 
Owners of the dealership are E. Curtis Matthews and William B. Hargreaves. 


The f are 
Port of Entry figures at New York, They 
include ocean freight, U. 5S, excise tax 


optional equipment. 

(Copyright, 1959, by Automotive News) 

ALFA ROMEO—Glulletta—Spyder, $3,- 
519; Super Spyder, $3,932; Sprint Coupe, 
$3,951; Sprint Veloce Coupe, $4,342. 2000 
Series—2-liter roadster, $5,048; 4-dr. sed., 
$5,078. 

ARNOLT-BRISTOL—(Prices are F.O.B. 
Chicago)—Competition, $3,995; Bolide, $4,- 
245; Deluxe, $4,995. 

ASTON- ee DB24 Mark III cpe., 

conv. » 
say ald = deluxe 2-dr. sed., $1,557; 
A-40 2-dr. sed., $1,795; A-40 deluxe 2-dr. 
sed., $1,856; A-55 deluxe 4-dr, sed., $2,- 
199. (Heater standard on deluxe modeis. ) | 


AUSTIN-HEALEY — Sprite — roadster, 


$1,795. 100-Six—conv., $3,087; Deluxe 
conv., $3,389. (Heater standard on De- 
luxe.) 


AUTO UNION — “1000” — deluxe anon, 


395: sport coupe (2-seater), 
* BENTLEY Series S — Standard Steel 


considerably in price. 
ie sseee. c. roadster (2-cylin- 
$1,595, 492-c.c. roadster (3-cylinder), 


$1,745. 

BMW — Model 502/3.2 — $6,198; Model 
6503/8, $9,292. 

BMW ISETTA 300 — sunroof, $1,048; 
cabriolet, $1,098. BMW (lIsetta) 600—5- 
pass. sed., $1,398; sunroof sed., $1,487. 
(Heater standard on all models.) 

BORGWARD—Isabelia—2-dr. sed., $2,- 


495; stat. wag., $2,685; Touring Sport, 
$2,845: Touring Sport Coupe, $3,750. 
CITROEN — 2CV — 4-dr. sunroof se d. 
(centrifugal clutch) $1,298; ID-19—4-dr. 
sed. (air suspension). $2,833: DS-19—4-dr. 
sed. (air suspension, power brakes, power 
steering. automatic clutch), $3,333. 
DATSUN—4-dr. sed., $1,799. 
DKW—4-dr. sed., $2,395: 2-dr. sed., $1,- 
995; 2-dr. hardtop, $2,195; stat. wag., $2,- 
495. (Heater standard on all models.) 
FACEL VEGA — Typhoon 2-dr. hardtop, 
$9,750; Excellence 4-dr. hardtop, $12,800. 
(Automatic 


transmission, power brakes, 
power windows, radio, heater are stand- 
ard.) 

FERRARI—*‘250 Grantarismo’’—Coupe, 
$12,000; 
000; Conv., $14,000. 
Conv., $12,600. 

FIAT—600 Series—2-dr. sunroof, 


$1,398; 2-dr. 
wag., $1,658. dr, sed., $1,- 
743; 4-dr. stat. wag., $2,129. 1200 Series— 
4-dr. sed., $1,998; roadster, $2,619. (Heater 
standard on all models.) 


. sed., 
4-dr. stat. 


FORD (England )—. dard 2-dr. 
ged.. $1,464; deluxe 2-dr. sed., $1,561. 
Prefect—standard 4-dr. sed., $1,517; deluxe 


4-dr. sed., $1,661. Escort—2-dr. stat. wag., 
Squire— 


$1,651. 2-dr. stat. wag., $1,761. 
Consul—4-dr. sed., $2,034; conv., $2,373; 
4-dr. stat. wag., $2,772. — 4-dr. 


ged., $2,215; conv., $2,574; 4-dr. stat. wag., 
945. Zodine—4-dr, sed., $2,387; conv., 
stat. wag., "$3, 149, ‘Thames 


$2, 
Seo Estaie Bus, $2.4 


Florida Sunroof Deluxe 2-dr., 
dr, Step-In Van, $1,350; Coupe de Ville, 
$1,450. 

GOLIATH — 1100 Series — Custom 2-dr. 
sed., $1,949; Custom conv., $2,126; Custom 
2-dr. stat. wag., $2,095; ‘Empress Deluxe 
2-dr. sed., $2,275; Tiger Sport Coupe, $2,- 
568. (Heater standard on all models.) 
Special sed., $1,699; 
$1,849; conv., — 
~dr. 


sed, (auto- 

matic transmission, power steering and disk 

brakes), $5,935. 3.4 Litre Sedan—(over- 

and disk brakes), $4,542.50; (auto- 
and brakes 


(Vignale), 
cpe. (Zagato), 
(Farina), $5,905 


er sunroof wag., $1,740; 
: . & stat. wag. (long wheel- 
ov: 1,795; 2-dr. 6- sunroof 


passenger 
‘wag. (long wheelbase), $1,895. 


2-dr. Berlinetta (light car), $12,- | 
California’’ 


Port-of-Entry Prices 
On Imported Cars 


| 785. MGA-DOHC—conv., 





The following prices include the sug- 
gested base factory list prices, Federal 
excise tax amounts and suggested dealer 
delivery-and-handling charges. Not in- 
cluded are variable items passed on to 
the retail buyer, such as State and local 
taxes, transportation charges and op- 
tional equipment. 

(Copyright, 1959, by Automotive News) 


dr. sed., 
2-dr. hardtop, 
2-seat stat. wag., 
sed., $3,357; 4-dr. 
hardtop, $3,447; conv., 
stat. wag., $3,841. 
$3,856; 4-dr. hardtop, 
top, 
(6-window hardtop), 
$4,300; conv., 
flow 
Electra 225. 
brakes standard on Electra and 
225.) 

CADILLAC — Sixty Two—4-dr. 
(6-window), $5,080; 
dow), 
$5,455; Sedan de Ville 4-dr. 
window), 
top (4-window), 
dr, 


$2,740; 4-dr. hardtop, 
$2,849; conv., 
$3,320. 

hardtop, $3,515; 


Electra — 4-dr. 
$3,963; 2-dr. 


The building will 


hardtop 


hardtop, $5,252. 


top, $7,401; Biarritz conv., $7,401. 

4-dr. hardtop, 
—8-pass, sed., $9,533; 
standard on all models). 


MAICO—700 Sport—2-dr. sed., $1,845. 


MERCEDES-BENZ—180—4-dr. sed., $3,-| cylinder models, For V-8s, add $118.) 
240. 180-D—4-dr. sed. (diesel engine), $3,-/| Bi -dr. sed., $2,301; 2-dr. sed., 
517. 190—4-dr. sed., $3,431. 190-D—4-dr. | $2,247; util. sed., $2,160. Bel Air—4-dr 
sed. (diesel engine), $3,708. 190-Si—road-/| sedan, $2,440; 2-dr. sed., $2,386; 4-dr 
ster, $5,020; cpe., $5,232; cpe.-roadster| hardtop, $2,556. Impala—4-dr. sed., $2,- 
(with interchangeable hard and soft tops), | 592; 4-dr. hardtop, $2,664; 2-dr. hardtop, 


$5,416. 219—4-dr. sed., $3,823. 220 S—4- 
dr, sed., $4,283; cpe., $7,641; conv., $7,641. 
300-d—4-dr. hardtop, $10,418. 300-SL— 
roadster, $10,928; conv., $11,106; cpe.- 
roadster (with interchangeable hard and 
soft tops), $11,375. (Heater standard on 
all models. Power brakes standard on all 
models except 180, 180-D, 190 and 190-D. 
Automatic transmission standard on 300-d 
hardtop. ) 


METROPOLITAN — 2-dr, hardtop, $1,- 
626.10; conv., $1,650.10, 
MG—MGA—conv. 
conv. (wire wheels), 
wheels), 


$2,599; conv., $2,849. Station 

$2,638; 4-dr. 2-seat Parkwood, 
$2,749; 4-dr, 3-seat Kingswood, $2,852; 
4-dr. 2-seat Nomad, 
hardtop cpe. or conv., (V-8 std.), 


CHRYSLER—Windsor—4-dr. sed., 
204; 4-dr. hardtop, $3,353; 2-dr. 
$3,289; conv., $3,620; 4-dr. 
wag., $3,691; 4-dr. 3-seat stat. wag., 
878. Saratega—4-dr. sed., $3,966; 
hardtop, $4,104; 2-dr. hardtop, 


Brookwood, 


$3,875. 
$3,- 
hardtop, 
2-seat stat. 
$3,- 
4-dr. 
$4,026. 





(disk wheels), $2,462; 

$2,546; coupe (disk | 
$2,695; coupe (wire wheels), $2,- 
$3,320; cuope, $3,- 
640. M -dr. sed., $2,740. (Heater 
standard on Magnette.) 

MORETTI—750 Coupe, $2,495; Super 
Panoramica Sedan, $2,495; four or five- 


top, $4,533; 2-dr. hardtop, $4,476; conv., 
$4,889.50; 4-dr. 2-seat stat. wag., $4,997; 
4-dr. 3-seat stat. wag., $5,212. 300-E—2-dr. 
hardtop, $5,318.50; conv., $5,748.50. 
(TorqueFlte, power steering, power brakes 
=, on Saratoga, New Yorker and 
00-E.) 


passenger station wagon, $2,580; six or| CONTINENTAL — 4-dr. sed., $6,845.30; 

seven-passenger station wagon, $2,664; 1200/ 4-dr. hardtop, $6,845.30; 2-dr. hardtop, | 

Spider conv., $4,348. $6,598.30; conv., $7,056.20; town car, $9,-/ 
MORGAN—‘‘Plus Four’ cpe., $2,855. | 208; limousine, $10,230. (Tur b o-Drive, 
MORRIS—**1000"’—Standard—4-dr. sed.,| Power steering, power brakes standard on 

$1,678; 2-dr. sed., $1,495; conv., $1,574; | all models.) 

2-dr., stat. wag., $1,798. Deluxe—4-dr. sed., DeSOTO—Firesweep—4-dr. 


sed., $2,904; 


hardtop 
4-dr. hardtop (4-win- 
$5,080; 2-dr. hardtop, $4,892; conv., 
(6- 
$5,498; Sedan de Ville 4-dr. hard- 
$5,498; Coupe de Ville 2- 
Eldorado— Brougham 
4-dr. hardtop, $13,075; Seville 2-dr. hard- 
Sixty 
$6,233. Seventy-Five 

iimousine, $9,748. 
(Hydra-Matic, power steering, power brakes 


CHEVROLET — (Prices are for six- 


agcons— 
2-dr. 2-seat Brookwood $2,571; 4-dr. 2-seat 


$2,897. Corvette — 


New Yorker—4-dr. sed., $4,424; 4-dr. hard- | 
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BUICK—LeSabre—4-dr. sed., $2,304; 2- 
$2,925; 
$3,129; 4-dr. 
Inviecta—4-dr. 
2-dr. 
$3,620; 4-dr. 2-seat 
sed., 
hard- | 
$3,818. Electra 225—4-dr. Riviera sed. | 
$4,300; 4-dr, hardtop, 
$4,192. (Twin-turbine Dyna- 
standard on Invicta, Electra and) 
Power steering and power 
Electra 


|of the seat as an integral part of 



















902; 
| 036; 
4-dr. 


2-dr. sed., $2,837; 4-dr. hardtop, $3,- | 2-dr, hardtop, $2,768; conv., $3,080; 4-dr, 
2-dr. hardtop, $2,958; conv., $3,286; | 2-seat stat. wag., $3,101; 4-dr. 3-seat stat, 
2-seat stat, wag., $3,365. Super s—| wag., $3,209. Star Chief—4-dr. sed., $3,. 
4-dr, sed., $3,178; 4-dr. hardtop, $3,405; | 005; 2-dr. sed., $2,934; 4-dr. hardtop, $3,. 
if -dr, hardtop, $3,328; conv., $3,595; 4-dr. | 138. Bonneville —4-dr. hardtop, $3,333: 2-dr, 
2-seat stat. wag., $3,669. Series 98—4-dr. | hardtop, $3,257; conv., $3,478; 4-dr. ~-seat 
|sed., $3,890; 4-dr. hardtop, $4,162; 2-dr.| stat. wag., $3,532. 

hardtop, $4,086; conv., $4,366. (Hydra- RAMBLER—American—2-dr. Deluxe sed., 
Matic, power steering, power brakes stand-| $1,835; 2-dr. Super sed., $1,920; 2-dr. 2 


| ard on Series 98.) | seat Deluxe stat. wag., $2,060; 2-dr. 2-seat 
| PLYMOUTH — (On six-cylinder models, | sod. 92,088 ee ear. oe. 8 ‘om 
| dd’ $119.50 for p VS engine). Savey | 4-dr. hardtop, $2,343; 4-dr. 2-seat stat, 
—4-dr, sed., $2,282.75; 2-dr. sed., $2,232; | *-Cr- oe ; 
} ; ~4 7 oat < ‘ *| wag., $2,562. Custom Six—4-dr. sed., $2. 
business cpe. (V-8 not offered), $2,142.75.) 4.0." 'ar 9-seat stat. wag., $2,677. Rebel 
| Belvedere Six—4-dr. sed., $2,439.75; 2-dr.| Vy) Sooo. 4-ar. sed., $2,398; 4-dr. 2-seat 
|} sed., $2,389.25; 4-dr. hardtop, $2,524.75; | stat. wag., $2,692; Custom—4-dr. sed.. §2,. 
2-dr. hardtop, $2,461.25. Station Wagon) -5.° 4 ar’ hardtop, $2,588; 4-dr. 2-seat 
Six—2-dr. 2-seat Deluxe, $2,574.25; 4-dr. | 2.3 wag.. $2,807. Ambassador—Super— 
| 2-seat Deluxe, $2,641; 4-dr. 2-seat Custom, ee oo Ome : 
4-dr. sed., $2,587; 4-dr. 2-seat stat. ag., 
| $2,761.50. Plymouth V-8—(On the follow- $2,881. Custom—4-dr. sed., $2,732; 4-dr. 
ing models, a V-8 engine is standard and hardtop $2,822; 4-dr Q-seat stat, wag 
a six-cylinder engine is not available.) $3,026; | 4-dr 2-seat ‘hardtop stat wag., 
| Belvedere — conv. $2,814.25. Fury — 4-dr. $3.116. : . 7 
sed., $2,690.50; 4-dr. hardtop, $2,771.25; . . 


2-dr. hardtop, $2,714.25, Sport Fury—2-dr.| _STUDEBAKER—Lark Deluxe Six—4-dr. 





hardtop, $2,927.25; conv., $3,125.25. Sta-| 8ed., $1,095; 2-dr. sed.. $1,820; 2-20. 2-seat 
tion Wagons—2-dr. 2-seat Custom, §$2,- stat. wag., $2,295. Lari a . 
$14.25; 4-dr, 3-seat Custom, $2,990.75; 4-| S¢¢., $2,175; 2-dr. hardtop, $2,275; 2-dr. 
dr, 2-seat Sport, $3,020.75: 4-dr, 3-seat| 2-Seat stat. wag.. $2,455. Lark Regal V-8— 
Sport, $3,130.50 5 ’ Ss 4-dr, sed., $2,310; 2-dr. hardtop, $2,410; 
rar 7 2-dr., 2-seat stat. wag., $2,590. Silver 
PONTIAC—Catalina—4-dr. sed., $2,704;| Hawk—six-cylinder cpe., $2,360; V-8 cpe., 
2-dr. sed., $2,633; 4-dr. hardtop, $2,844; | $2,495. 





In Seat-Cover Contest ... 





Trimmers Stress Styling 


teach car owners that the accu- 
mulation of moisture on the 
linings of convertible tops is 
caused by temperature changes. 
To avoid condensation, NAATS 
suggests that windows be opened 
slightly when the car is parked 
or garaged. 

The trimmers also discussed or- 
ganizational plans, financial prob- 
lems, industrywide promotional 
campaigns, apprentice training and 
developments in plastic foams as 
they relate to interior upholstery, 
seats and headliners in cars of the 
future. 


The group voted to hold its next 


LOS ANGELES.—Nat W. Danas, 
president of the National Assn. of 
Auto Trim Shops, picked out sev- 
eral trends in seat-cover styling as 
he viewed “Trimerama” entries at 
the 5th annual Auto Trim Show 
here. 

“Trimerama” is a styling com- 
petition. Like the trim show, it is 
sponsored by the NAATS. 

The results of the competition, 
Danas said, show that “fashion 
comes first.” He also noted the fol- 
lowing trends: 

1. More use of slanted panels. 

2. Increased stress on the facing 





j 
| 


| 


|horseshoe scallop designs. 


|a few helpful and practical charts. 


the overall design. 
3. More button-tufting and fancy 
appliques. 
4. Diminishing use of bright reds. 
5. A movement away from the 


convention Dec. 5-7 at the New 
Yorker Hotel, New York City. 


121 AMC Dealers 


Vacation in Mexico 


DETROIT. — Seven-day Mexican 
vacations have been won by 121 
Rambler dealers and their wives in 
the Rambler All-Stars Sales Cam- 
paign. 


At a management clinic, the dele- 
gates stressed the need for business 
forms that would break down the 
individual auto-trim business into 


Each trimmer received a kit of 
such sample forms as inventory 
records, time and attendance forms, 





$1,718; 2-dr. sed., $1,599; conv., $1,636;|4-dar. hardtop, $3,038; 2-dr. hardtop, $2,- 
2-dr. stat. wag., $1,825. | 967; conv., $3,315; 4-dr. 2-seat stat. wag., 
NSU_ PRINZ—2-dr. sed., $1,398; sunroof | $3,366; 4-dr. 3-seat stat, wag., $3,508. | 
sed., $1,487. NSU Pring 36—2-dr. sed.,| Firedome—4-dr. sed., $3,234; 4-dr. hard- 
$1,458; sunroof sed., $1,547. (All are 5-|top $3,398; 2-dr, hardtop, $3,341; conv., 
poenaet models. Meater standard on all, $3,453. Fireflite—4-dr. sed., $3,763; 4-dr. 
models.) hardtop, $3,888; 2-dr. hardtop, $3,831; 
_OPEL—Rekord —2-dr. sed., $1,957.50. | conv., $4,152; 4-dr. 2-seat stat. wag., $4,- 
Caravan — 2-dr. stat. wag., $2,262.60. | 216; 4-dr. 3-seat stat. wag., $4,358. Ad- 
(Heater standard on both models.) venturer—2-dr. hardtop, $4,427; conv., $4,- 
PANHARD—Dyna Deluxe 4-dr. sed., $1,-| 749. (Torquefiite standard on Fireflite and 
995; Dyna Deluxe Super 4-dr. sed., $2,065.| Adventurer. Power steering and power 
em ete. sunroof sed..| brakes standard on Adventurer.) 
| ‘ 
/ a DODGE—Coronet Six-—4-dr. sed., $2,- 
SU SCHE—1600 Series—conv., $3,581; | 596.50: 2-dr. sed., $2,515.50; 2-dr. hard- 
pe. 96,180; A »981; cpe., $3,700; Super top, . $2,643.50. Coronet V-8—4-dr. sed., 
Secs arrera cpe., $5,700; hardtop, | $2°rgr:"2-dr. sed. $2,695; 4-dr. hardtop. | 
$3 Super hardtop, $4,315; Carrera, $2,841.50: 2-dr. hardtop. $2,764: conv 
hardtop, $5,865; cabriolet, $3,950; Super! $3'089. Royal—4-dr. sed., $2,934: 4-dr. 
RE NACE ea amere cabriolet, $5,950. | hardtop, $3,068.50; 2-dr. hardtop, ' $2 990. 
; —4CV 4-dr, sed., $1,345; / , Ale ; be. 4dr 
Dauphine 4-dr. sed. $1,645. (Heater stand: | Custom Royal—4-dr. sed., $3,144.75; 4-dr. 





| hardtop, $3,279.25; 2-dr. hardtop, $3,200.75; 
| conv., $3,421.50. Station Wagons—4-dr. 2- 
seat Sierra, $3,103; 4-dr. 3-seat Sierra, 
$3,223.50; 4-dr. 2-seat Custom Sierra, $3,- 
318; 4-dr. 3-seat Custom Sierra, $3,438.50. 


EDSEL—(Prices are for V-S models. 


ard on both models.) 
RILEY—1.5 4-dr. 
standard.) 
ROVER—90—4-dr. Deluxe sedan, $3,395. 
106—4-dr. Deluxe sedan, $3,625 (automatic 
overdrive. Heater standard on both mod- 


sed., $2,316. (Heater 


els.) Deduct $83.70 for six-cylincer Rangers; 

ROLLS-ROYC Cloud—Standard | deduct $96.50 for six-cylinder stat. wags.) 
Steel Saloon, $13,995. (Automatic trans-| Ranger—4-dr. sed., $2,683.50; 2-dr. sed., 
mission, brakes | $2,629; 4-dr. hardtop, $2,755.50; 2-dr. 


standard.) Other models are custom-built | hardtop, $2,690.50. Corsair—4-dr. sed., $2,- 





and vary considerably in price. 812; 4-dr. hardtop, $2,884.50; 2-dr. hard- 
SAAB—93B’’—2-dr. sed., $1,895; 2-dr.| top, $2,819; conv., $3,072. Station Wagons 
sed. (automatic clutch), $1,995; 2-dr. sun- | —4-dr., $2,971; 4-dr., 3- 


2-seat Villager, 
seat Villager, $3,054.70. 

FORD—(Prices are for six-cylinder mod- 
els. For V-8s, add $118.) Custem 300— 
4-dr. sed., $2,273; 2-dr. sed., $2,219; busi- 


roof sed., $2,019; 2-dr. ‘sunroof sed. (auto- 
matic clutch), $2,119, Granturisme 750— 
2-dr. sed., $2,568. (Heater standard on all 
models. ) 

SIMCA—Aronde—Deluxe 4-dr. sed., #:: 


698; Super deluxe 4-dr. Sed., $1,798 ait; San 2,32, Fes noe. wo Aas. 
- 411; 2-dr. sed., 7. 500—4-dr. 
Chatelaine 2-dr, stat, wag., $1,963; Plein -» $2,530; 2-dr. sed., $2,476; 4-dr. hard- 


Ciel 2-dr. hardtop, $2,947; Oceane’ conv., = $2,602; 2-dr. hardtop, $2,537. 


Galaxte— 
$3,167. Ariane (4-cylinder)—4-dr. sed., $1, | 4-dr. sed., $2,582; 2-dr. sed., $2,528; 4-dr. 
998. Ariane V-8 — 4-dr. sed., $2,098. hardtop, '$2,654;| 2-dr. hardtop, $2,589; 
Vedette V-8—Beaulieu 4-dr. sed., ‘$2,298. conv., $2,839; retractable hardtop (V-8 

SKODA—S-440 2-dr. sed., $1, Ss 5-445 standard), $3,346. Station Wagons—2-dr., 2- 
sed., $1,787; 2-dr. stat, wag., $1,995; S-| seat Ranch Wagon, $2,567; 4-dr. 2-seat 


450 conv. $2, 395. 


SUNBEAM—Rapier—2-dr, hardtop, $2,- 
499; conv., $2,649, 


Ranch Wagon, $2,634; 2-dr. 2-seat Country 
Sedan, $2,678; 4-dr. 2-seat Country Sedan, 
$2,745; 4-dr. 3-seat Country Sedan, $2,829; 


TAUNUS — Standard — 4-dr. sed. -| 4-dr. 3-seat Country Squire, $2,958. Thun- 
120.50; 2-dr. sed., $2,028.50; C om =.- derbird—(V-8 standard) — 2-dr. hardtop, 
wagon, $2,237. Deluxe —4-dr. sed., $2,-| $3,696; conv., $3,979. 


266.50; 2-dr. sed., $2,174.50; Combi-wagon, IMPERIAL—Custom—4-dr. sed., $5,016; 


$2,383 4-dr, hardtop, $5,016; 2-dr. hardtop, $4,- 
TEMPO—M atador—3-passenger stat. | 909.50. -dr. sed., $5,647; 4-dr. 
wag., $2,482.75; 6-passenger stat. wag.,| hardtop, $5,647; 2-dr. hardtop, ‘35, 403; 
$2,514.65; 9-passenger stat. wag., $2,-| conv., $5,773.50. LeBaron—4-dr. sed., $6,- 
546.55; 12-passenger stat, wag., $2,712.50. 508; i dr. hardtop, $6,103. (Torq 
TOYOPET — Crown 4-dr. sed., $1,989. © steering, power brakes standard on 
(Los Angeles port-of-entry price.) all ail’ models. ) 


TRIUMPH—4-dr. sed., $1,699; 4-dr, stat. 
wag., $1,899. TR-3 (sports cars)—=softtop, 


$2, 675; hardtop, $2,835. 
VAUXHALL _. oat 


LINCOLN—Lincoln—4-dr. sed., $5,089.60; 
4-dr. hardtop, $5,089.60; os. hardtop, $4,- 
902.10. Premiere—4-dr. $5,594.20; 4- 
dr. hardtop, $5,594.20; oae’ hardtop, $5,- 
347.10. (Turbo-Drive, power steering, power 
brakes standard on all models.) 

MERCURY— Monterey —4-dr. sed., $2,- 
831.50; 2-dr. sed., $2,767.50; 4-dr. hardtop, 


— Vietor — 4-dr. 
957.50; 4-dr. 2-seat stat. wag., $2,26: 
(Heater standard on both models. ) 
VOLKSWAGEN—2-dr, sed., $1,545; 2- 
dr, sunroof, $1,625; conv., $2,045; 
(8-pass.), $2,020; stat. wag., $2,120; de- 


7 $2, 917.50; 2-dr. hardtop, $2,853.50; conv., 

1 wag., $2,576; — anmmaes, $3,149.50. Montclat ~4r, ued. $3,308: a 
$2,725. (Heater standard on all models.)| 9%. hardtop, $3,437; 2-dr. hardtop, $3,~ 
VOLVO—2-dr. sed., $2,238.53; 2-dr. stat. | 356-50. Park Lane—4-dr, hardtop, $4,031; 

wag., $2,490. (Heater standard on buth|2-2%. hardtop, $3,954.50; conv., $4,206. 
models. ) Station Wagons—2-dr. 2-seat Commuter, 


$3,144.50; 4-dr. 2-seat Commuter, $3,215; 
4-dr, 2-seat Voyager, $3,793; 4-dr. 2-seat 
Colony Park, $3,932. (Mere-O-Matic stand- 
ard on Montclair, Voyager, Colony Park. 
Multi-Drive Matic, power steer- 
ing, power brakes standard on Park Lane.) 


WARTBURG—Standard 4-dr. sed., $1,- 
688; standard 4-dr., sunroof sed., $1,778; 
deluxe 4-dr. sed. $1,799; deluxe 4-dr, sun- 
roof sed., $1,889; 2-dr, stat. wag., on ees 
4-dr, deluxe stat. wag., nee ae conv, 

099; coupe, $2,199; sports roadster OSS, H98. 
(Heater standard on all models.) 


OLDSMOBILE—Series 88—4-dr. sed., $2,- 


expense reports and daily sales re- 
ports. 

During the coming year, the as- 
sociation will try to help its mem- 
bers in the area of simplified 
management. It hopes to develop 
guideposts, dealing largely with 
fixed and variable expenses. 

Other clinics concerned boats and 
convertible tops. In the latter ses- 
sion, emphasis was given to the) 
problem of condensation inside con- 
vertibles., 

The association said it is plan- 
ning an educational program to 


> . * 


The winning dealers were divided 
|into two groups. The first group 
was in Mexico from Jan. 14 until 
Jan. 20, and the other from Jan. 
21 until Jan. 27. They visited both 
Mexico City and Acapulco. 


| Hosts for the vacations were 
John W. Raisbeck, American Mo- 
tors Corp. sales vice-president; Fred 
W. Adams, automotive advertising 
and merchandising director; J. H. 
McGuckin, automotive merchandis- 
ing manager, and R. J. Flick, as- 
sistant automotive merchandising 
manager. 











Trends in Seat Covers for '59— 

California entries captured five of the six prizes in the Trimerama seat-cover 
styling contest sponsored by the National Assn. of Auto Trim Shops. In the unlimited 
(over $30) class, the winners were, left, top to bottom, Tony Nancy Auto & Boat 
Upholstery Co., Sherman Oaks, Calif.; Ken Sorenson Top Shop, Pasadena, Calif., 
and Atlas Auto Trim, Inc., Sprinfield, Mass. In the under $30 class, winners were, 


right, top to bottom, Martin's Auto Trimming, Inc., Los Angeles; S$ & L Top Shop, 
Huntington, Calif., and Jamison Auto Top Co., San Francisco. 











it 





















. 
. 
e . 
° -- 
. . 
. ai 
. . 
. . 
Ces aon 
teeWeart 
eee VSCy 
° . 
. . 
. 
*. 
. 
. 
. 
. 
. 





If you want to make 





a Sale... 








SY 





. 
. 
. 
. 
° . 
ae 
7 
" 
i‘ ae 
fee ee? 
on .* 
ott eee 
°* eo, 
. ( *. 
. °. 
. 
. 
. 
. 
. 
. 





{heres nothing so powerful as an idea 


Better Homes and Gardens makes more sales because it gives people more buying ideas 


Any magazine worth the paper it’s printed on has a specialty. BH&G’s 
specialty is ideas about better living. How to plan and do and buy 
things to make family life more enjoyable—at home or away from home. 
The family members who read Better Homes and Gardens (an 
average of 15% million every month) are eager for BH&G’s brand 
of what-to-do and how-to-do-it ideas. In the pages of their favorite 
idea magazine, reality becomes 
more fascinating than fiction. 






That’s why so many BH&G readers “live by the book””—and that 
means. they buy by it, too. 

In Better Homes and Gardens’ climate of ideas, advertising is 
particularly inviting and persuasive. Any product—from automobiles 
to zinc ointment—that can help families to live more pleasantly or 
abundantly can be profitably advertised in BH&G. Meredith of Des 








During the year '/3 of America reads 







Moines . . . America’s biggest publisher of 
_ ideas for today’s living and tomorrow’s plans 
ai eske 
Carel | . + . 
ieee ...the family idea magazine 
LALA 


TALLER ' 


NOW: OVER 4,500,000 COPIES MONTHLY 











Ball Bearing Features 
Dual Labyrinth Seals 


Cartridge ball 
labyrinth seals that not only hold a life- 


bearings with dual 
time supply of libricant, but employ 
“slinger action" to circulate the lubricant 
for maximum performance have been de- 
veloped by Hoover Ball & Bearing Co., 
Ann Arbor, Mich. 

Designed to standard double row bear- 
ing widths, Hoover cartridge bearings are 
said to have extra-large reservoirs to 
hold the lubricant, which is applied at 
the factory. Dual Labyrinth seals, which | 
lock in the lubricant, are formed by an 





inner and ovter shield, fittted to create 
both a horizontal and vertical labyrinth. | 
Running tolerances are so close that! 
there is no chance for lube to escape 
or for dirt to enter the bearing, it is 
claimed. The inner shield, rotating with 
the inner raceway of the bearing, pro- 
vides the centrifugal force that “slings,” 
or returns, lubricant again and again to} 
the working surfaces, regardless of bear- | 
ing position. 


= * 





Engineering Firm Develops 
Method for Cam Generation 


Generation of prototype coms in oa 
shorter time than has been previously 
possible has been announced by Cam 
engineering division, Howard Holmes, Inc., 
447 Tarrytown Rd., White Plains, N. Y. 

Much of the usual preparatory engineer- 
ing is done by an automatic computer; 
fo generate a finish com, the process 
needs only the points on the com surface 
dictated by the application, it is said. 
Manval computation of the table of ordi- 
notes and fabrication of a master cam 
by traditional toolroom methods are elimi- 
nated. 





Modified Burr-Master 
Chamber Slots at High Rate 


A versatile single-station Burr-Master 
deburring and chamfering machine for 
the fast functional chamfering of slots 
has been announced by Modern Industrial 
Engineering Co., 14230 Birwood Ave., De- 
troit 38, Mich. 

The machine (mode! BMI-15M) is said to 
deburr and chamfer slots around the 
periphery of a part at production rates of 
over 200 parts an hour. The model thus 
permits the mechanization of an operation 
heretofore usually done by hand. Al- 
though initially developed for a six-slot 
transmission part, the basic design of the 
custom-tailored tooling is so flexible as to 
suit a broad range of opplications. 


Lever Lock Called Bar 
To False Switch Actuation 


Toggle switches featuring an integrally 
designed lever lock and requiring a pull 
of approximately .090 inch to change 
lever positions has been announced by 
Micro Switch, Freeport, lll., a division of 
Minneapolis-Honeywell. 

By ensuring positive switching, 


says 








Micro Switch, the lever lock prevents false 
actuation from objects snagging or hitting 


the toggle lever. Designated the “TL” 
series, the small switches have integral 
| terminals offering easier wiring and 


stronger connections, the firm adds. 





Sunnen Products Announces 
Small-Range Point Set 


A small-range point set, to extend the 
range of the AG-300 Precision Gage, is 


| available from Sunnen Products Co., 7937 


Manchester Ave., St. Lovis 17, Mo. This 
point set will gage holes as small as 
-375 inches in diameter. 

The AG-140 smail-range point set is 


recommended for gaging pin fits in for- 
eign cars, other small engines, ond where- 
ever occurate gaging within the range 
of .375 to 720 inches diameter is re- 
quired. The addition of this AG-140 will 
enable the user to gage holes in the 
entire diameter range of % to 3% inch. 


Measurements ore read in “tenths” of 
thousandths on a dial, it is said. 
eo 8 « 

Sharper ‘Intermediates’ 
Claimed for Kodak Paper 

Sharper engineering drawing interme- 
diates requiring one-third less exposure 
time are possible with the improved 


Kodagraph avtopositive paper transiucent, 
according to Eastman Kodak Co., 343 State 


| St., Rochester 4, N. Y. 


Trade and laboratory tests show the 
paper to hove 60 percent greater speed, 
higher effective contrast and increased 
tolerance to room light, Kodok said. 

* * * 


Brinell Hardness Tester 
Uses Part Positioner 


For high-production Brinell hardness 
testing where location of the test must be 
accurate, Steel City Testing Machines, Inc., 
8817 Lyndon Ave., Detroit 38, Mich., has 
developed a machine that determines the 
workpiece position before it can operate. 

Colored lights on the machine are said 
to indicate the relative hardness of the 
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Engineering and Production 


ew Products 


hydrolizable emulsions that check heat, 
light and oxygen degradation and dis- 
coloration and is particularly effective 


against sunlight aging, the firm said. 
= > > 








|Cuts Assembly Line Costs 


Versatile corrugated containerboard, de- 
signed to replace heavy metal tray nor- 
mally used to transport the components 
from assembler to assembler on the pro- 
duction line, has been developed by Fort | 
Wayne Corrugated Paper Co., 130 East} 
Douglas Ave., Fort Wayne 1, Ind. 


The corrugated tray is designed so that| Control Console Features 


it can be supplied completely assembled, 
Hydraulic Valves, Pump 


like metol trays. Each corrugated tray | 

can be nested, one on top of another. A hydraulically operated, semiautomatic 

They are much lighter in weight, making | combination press and stake machine, fea- 
turing electrical controls, hydraulic pump, 


them easier to move from place to place. 
reservoir and valves, all contained on one 


control, has been manufactured by Gray 
Equipment Co., 13600 Ford Rd., Dearborn, 
Mich. 

The design principles of the Gray com- 
bination electrical-hydraulic control console 
ore said to be applicable to any avtomatic 

| Or semi-automatic hydraulically operated, 
| multiple operation machine tool. In one 
operation the machine presses and stokes 
six cup plugs in on automotive transmis- 
sion front pump stator support. 
* * * 








Kit for Revising Color Codes 
Offered by Crown Industrial | 


Materials for revising old color coding | 
systems—or for designing a new one—are | 
available free from Crown Industrial Prod- 
ucts Co., 1003 Amsterdam St., Woodstock, 
i, 

This material is supplied in kit form. | 
Key item is a color code chart, in which 
spaces ore provided to write in names of 
items being identified, along with spaces | 


for the identifying color code. Actual Narda Mass Produces 


gummed paint color samples ore supplied. | 
The samples match 17 distinctive colors Ultrasonic Cleaning System 
The first industrial size high power 


available in Crown color code paint. 
uitrasonic cleaning system to be mass- 


Goodyear Antioxidant Called | produced in this country has been intro- 
Nonstaining, Nondiscoloring duced by Norda Ultrasonics Corp., 625 


Main St., Westbury, L. 1, N. Y. 

Wing-Stey T, nonstaining, nondiscolor- Known as the series 5000 SonBlaster, 
ing rubber antioxidant designed to meet) this latest addition to the Narda line con- | 
| the rubber industry's need for a higher| sists of the 40-kc, 500-watt output model 
activity antioxidant, has been developed | G-5001 generator and a gicnt size 10- 
| by the chemical division of Goodyear! gallon capacity transducerized cleaning 
| Tire & Rubber Co., 1144 E. Market St.,| tank model NT-5001. The generator may | 
| Akron. be used to energize as many as ten! 
A hindered phenol, Wing-Stay T is | Narda submersible transducers (Model NT-| 
reported to provide excellent stability | 605) adapted to existing solvent, vapor | 
for compounded natural, styrene-butadiene | or alkaline soak tanks of any shape or| 
and nitrile rubbers. It forms stable, non- | size up to 30 gallons capacity. 

ree oa" -@ | 

















LOADING AND UNLOADING DEVICES—Faster and more economical finishing of 


part. When a part is too hard, the ball| geared shafts is said to be possible with new automatic parts loading and unloading 
will not penetrate deep enough and a/| devices developed by Michigan Tool Co., 7171 E. McNichols Rd., Detroit 12, Mich. 
yellow light will flash. If the bali pene-| Both devices, although independently operated, are designed to work as a unit with 
trates too far, the material is too soft and | Michigan's full line of universal rotary gear-finishing machines, The equipment can 
a red light flashes. Acceptable parts are| be ordered as original machine tooling or as a modification unit for all 870-series 
indicated by a green light, The machine | finishers now in use. In one automotive application on the rear sun gear of an auto- 
can distinguish a difference in diameter | matic transmission, the devices boosted output of an 870-A Gear Finisher to 120 


of impression of 0.1 mm, it is said. 





ports per hour at 80 percent efficiency, it is claimed. 








Portable Arbor Press 
For Field, Laboratory Use 


| Development of a seven-pound arbor 
| press for determining the caking charac. 
| teristics of powdered materials has been 
| announced by W. C. Dillon & Co., Inc, 
| 14620 Keswick St., Van Nuys, Calif. The 
| product, which measures only 11 inches 
high and can be utilized for both field 
and laboratory work, is said to be ideally 
suited for checking springs, plastics, rub- 
ber, sockets and similar items. 

The unit features a Dillon mechanical 
force gauge with red maximum pointer, 
placed upon the lower platen of a press, 
directly beneath a removable ram. For 
checking powdered materials, a cylindri- 
cal cup is mounted to the gauge. The 
Dillon arbor press is available in five 
gouge capacities: 10, 25, 50, 100 or 250 
pounds. 





Precision Stud-Setting Unit 
| Announced by Gray 


light duty stud and insert driving 
| machine, designed for precision stud 
setting in zinc, aluminum, plastic and 


cast iron, has been announced by Gray 
Equipment Co., 13600 Ford Rd., Dearborn, 
Mich. 
| The model STD-O drives Tap-lok in- 
|serts accurately within -+.005 inch of 
|the desired depth, it is said. The unit 
may be equipped with a GEM-17 dial 
indexing table or is available as a heod 
on a completely aviomated assembly 
line. Top operational speed is 1,200 
studs per hour. 
> 





Single Test Fixture Checks 
Auto Instrument Cluster 


The Instrument Cluster Test Fixture, 
model F.M.C.-1, has been announced by 
Performance Measurements Co., 15301 W. 
McNichols, Detroit 35, Mich. This test 
fixture is said to combine checking of all 
instrument panel components into one op- 
eration, whereas previously it was neces- 
tary to use more than one fixture. 

The F.M.C.-1 checks the fuel and tem- 
perature gages and speedometer for ¢- 
curacy before installation into vehicies- 
The speedometer is tested at four points 
from zero to full scale, while the fuel and 
temperature gages are checked at mox- 
imum and minimum points. At the some 
time, all illumination points (turn signal 
indictor, bright beam, panel lights, etc.) 
are checked for proper assembly into the 
cluster, it is claimed. 
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Used-Car Auction Prices 





(Continued from Page 26) 


§1 Hornet (6) 4-dr., $130*. 
LINCOLN — '57 Premiere Landau 4-dr., 
$2.535* (ps); conv., $2,405* (ps). 

Capri 4-dr., $1,010*° (ps); conv., 
$535* (ps). 

MERCURY- ’58 Montclair 2-dr., 
(ps Monterey 2-dr., $1,750. 

67 Montclair. 2-dr., $1,940* (ps); Mon- 
terey 2-dr., $1,625* (ps); Phaeton 4- 
dr.. $1,595* (ps), $1,510* (ps). 
S53 Montclair 2-dr., $1,100* (ps), 
(ps); Monterey 2-dr., $795*. 

34 Monterey 2-dr., $640° (ps); 
$385; Hardtop 2-dr., $535*. 
63 Monterey 2-dr., $455°, $285° ; 
$390* $385*, $375*; Custom 
$260°. 

'§2 Monterey 2-dr., 
top 2-dr., $180*. 

NASH—'57 Ambassador 
$1,.480* (ps). 

‘62 Ambassador (6) 
tion wagon, $265 stette ae 
SMOBILE 57 (98) oliday -dr., 

ee .06e° (ps); (88) Super Holiday 4- 
dr.. $1,935* (ps); (88) 2-dr., $1,455*, 
$1,405*. 

66 (98) Holiday 2-dr., $1,335* 
(88) Holiday 2-dr., $1,275°*. 

55 (98) Holiday 4-dr., $1,275° 
$1,095* (ps); (88) Holiday 2-dr., 
075* (ps); (88) Super 2-dr., $920*. 

‘54 (98) Holiday 2-dr., $950° (ps), $845* 
(ps); 4-dr., $900° (ps), $760° (ps); 
(88) Super Holiday 2-dr., $940° (ps): 
conv $815*; (88) 4-dr., $710° (ps). 

"53 (88) 4-dr., $410° 

"52 (88) Super 2-dr., 
$230 

"5O (88) station wagon, 

"51 (200) 4-dr.,. $135° 

PLYMOUTH ‘58 Suburban (8) 
(ps): Plaza (6) club sedan 

‘ST Suburban (8). $1,850° (ps) 
dere (8) Hardtop 2-dr., $1,585* 
conv.. $1.575* (ps); Savoy (6) 
sedan, $1,020° 

‘56 Custom (8) Suburban 

'55 Belvedere (8) Hardtop 2-dr., 
Plaza (8) Suburban, $710*; Plaza 
4-dr $620. $495°*; business 
$500: Savoy (8) 2-dr., $610° 

"63 Cambridge Suburban 260° : 
$200: Cranbrook 4-dr., $245 

‘51 Cranbrook 4-dr.. $120 

PONTIAC—'S5S Star Chief Catalina 
$1,.660* (ps) 

‘S57 Star Chief Catalina 2-dr., 
(ps); Chieftain Catalina 4-dr., $1,605° 
(ps), $1.400°; Catalina 2-dr., $1,475°*; 
Super Chief Catalina 2-dr., $1,515*° 

'S6 Chieftain Catalina 2-dr., $1,050°; 
dr $675° 

‘SS Star Chief conv 
lina 2-dr $835°: 
2-dr.. $835°; 4-dr 

‘HM Chieftain (8) conv 

"S3 Chieftain Deluxe 
2-dr.. $240° (ps): Chieftain (8) 4-dr., 
$250: Catalina 2-dr., $170°*. 

'51 (8) station wagon, $230* 

"35 (8) coupe. $255 

RAMBLER-—'57 Super (6) 4-dr., 
‘53 Custom (6) Cross country, 
‘51 Custom (6) Cross country 

. STUDEBAKER—'56 Parkview (6), 

‘S38 Commander (8) Starlight 
$460°, $420°; 4-dr.. $320°; 
(6) Starliner. $320° 

WILLYS—'52 Aero Custom 2-dr., 

MISCELLANEOUS—'5S Ford 

$1.625 

"57 Chevrolet %-ton pickup, $1,285*; 
ton pickup, $1,035; Willys pickup, $1,- 
285 

"56 Chevrolet “%-ton pickup, $770; Ford 
F100 pickup, $825, $800, $750; %-ton, 
785. 

"55 Chevrolet 


"4 
$2,330*° 


$980* 
4-dr., 


4-dr., 
2-dr., 


$230*: Custom Hard- 


(8) Country club, 
rbor 
rac. 
een 
Inc., 

The 
ches 
field 
‘ally 
rub- 


4-dr., $205°; 


(ps); 


ical 
iter, 
ess, 
For 
dri- 
The 
five 


250 


$250*; (88) 2-dr., 


$225° 


$2,125° 
$1,350 
Belve- 
(ps): 
club 


$1,340°* 
$1,000°*; 


4-dr., 


2-dr., 


$1,650° 


4- 


SS870* (ps): Cata- 
Chieftain Catalina 
$685°: 2-dr.. $620°. 

$530* (ps) 
(8) 4-dr $285* ; 


$1,005°. 
$405. 
$255 
$985°. 
coupe, 
Champion 


$115° 
Ranchero, 


%- 


%-ton pickup, $690°. 


Manhattan 4-dr_ $285°. 

"53 Chevrolet %-ton pickup, $425. 

‘62 Ford ‘%-ton pickup, $415; %-ton 
panel, $265; International Metro Walk- 
in, $525 

"51 Chevrolet %-ton panel, $210; 1-ton 
panel, $300; Ford %-ton pickup, $305. 

‘50 Chevrolet %-ton sub., $240; 1-ton 


— Auctions in Brief — 
ATLANTA, GA. 


Dixie Auto Auctions, Sale every Tuesday 
(Jan. 13). We had the cars and the buyers. 
The market is firm and steady, Weather, 
Clear and mild 

* * * 


BIRMINGHAM, ALA. 


Dixie Auto Auctions. Sale every Monday 
(Jan. 12). Cars were more plentiful today 
and they sold like hot cakes. Weather, 
cold and overcast. 

* * * 


FARGO, N. D. 

Tri-State Auction Co., Inc. Sale every 
Thursday (Jan, 15), Market steady. Sold 
76 cars from 125 consignments. 

* * * 


FLINT 
Flint Auto Auction, Inc. Sale every Wed- 
nesday (Jan. 14). Market was very good 
eXeept on 1958 model cars. Good percent- 
age sold and sale very active, Sold 196 
eats from 270 consignments. 
* * 


MANHEIM, PA. 

Manheim Auto Auction, Inc, Sale every 
Friday (Jan. 16). Due to the snow and 
Senerally poor weather, the sale today was 
much better than expected both in size and 
Percentage sold. Sold 82 percent of 476 
Cars registered. 

* * * 


| SYRACUSE 


Syracuse Auto Auction, Sale every Wed- 
Mésday (Jan, 14). 
ears entered. 


—— = 


Sold 101 cars from 200 


* *x x 


VALDOSTA, GA, 
Tom Hewitt Auto Auction, Sale every 
Friday (Jan. 16). We had a good sale 
: today and most all cars brought the high 
dollar, Lots of dealers here even if the 
Weather was cold and windy. Sold 70 per- 
cent of 200 cars consigned. 
* * 


) WAREHOUSE POINT, CONN. 
Southern Auto Sales, Inc, Sale every 
ednesday (Jan, 14). With increased con- 

Signments coupled with a good attendance 

it made a dandy sale, Percentage of units 

Sold over 75 percent. 


(6) | 
coupe, | 


"4 Chevrolet %-ton pickup, $560; Kaiser 
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panel, $200. 

"49 Dodge 1%-ton flatbed, $375; Stude- 
baker %-ton pickup, $240, $150. 

*48 Chevrolet %-ton pickup, $285. 

’47 Chevrolet 1%-ton stake, $210; 1-ton 
panel, $200; %-ton pickup, $140. 

46 Studebaker %-ton pickup, 
Dodge 1%-ton van, $280. 


CHICAGO 


Greater Chicago Auto Auction, Inc. Sale 
every Thursday. Prices are for sale of Jan. 
15. Sold 351 cars from 546 consignments. 


$170; 


BUICK—’ 57 Special Estate wagon, $1,950* 
(ps); 2-dr., $1,350*%; RM Riviera 2- 
dr., $1,515* (ps); Century Riviera 2- 


dr.. $1,480* (ps). 


"56 Special 4-dr., $1,055*; 2-dr., $890°. 

'55 Special Riviera 2-dr., §780*; RM 
conv., $735* (ps); Super Riviera 2-dr., 
$730* (ps); Century 4-dr., $655*. 

*54 Super Riviera 2-dr., $600* (ps); 4- 
dr., $520°; RM Riviera 2-dr., $580* 
(ps); Century Riviera 2-dr., $575*, 
$370*; Special 4-dr., $505*. 

CADILLAC—’59 (62) sedan de Ville, $5,- 
200* (ps). 

"58 (62) coupe de Ville, $3,800* (ps); 
sedan de Ville, $3,800* (ps), 

"57 (62) sedan de Ville, $2,995* (ps), 
$3,800* (ps), $2,750° (ps), $2,575* 
(ps), $2,630° (ps); conv,, $2,925* 
(ps); coupe de Ville, $2,890* (ps), $2,- 
875* (ps); (60) Special 4-dr., $2,850* 
(ps). 


’56 (62) coupe de Ville, $2,165* (ps), 


$2,085* (ps). 

’55 (62) coupe de Ville, $1,850* (ps), 
$1,565* (ps), $1,450* (ps); sedan de 
Ville, $1,600* (ps). 

’54 (62) conv., $1,245* 
Ville, $1,225* (ps). 

"53 (62) sedan de Ville, $700* (ps). 

*52 (62) conv., $500*. 

’50 (62) sedan de Ville, $305*. 

CHEVROLET — '58 Nomad (8), 
(ps); Impala (8) conv., $1,970*; 
Brookwood (8), $1,890* (ps); Bel Air 
(8) 4-dr., $1,695* (ps); Biscayne (8) 
4-dr., $1,645*. 

’57 Corvette, $2,070*; Bel Air (8) Hard- 
top 2-dr., $1,540*, $1,345* (ps); 2-dr., 
$1,515*; Hardtop 4-dr., $1,465* (ps); 
4-dr., $1,395*; Bel Air (6) Hardtop 4- 
dr., $1,495*; Two-ten (6) station 
wagon, $1,490*; Two-ten (8) station 
wagon, $1,440*, $1,400; One-fifty (8) 
station wagon, $1,425. 


(ps); sedan de 


$2,075* 





’56 Bel Air (6) Hardtop 2-dr., $1,290*; 
Bel Air (8) conv., $1,210*; Two-ten 
(8) 4-dr., $985*; Two-ten (6) 4-dr., 
$905*, $885; 2-dr., $555. 
’55 Bel Air (8) Hardtop 2-dr., $890*, 
$780*; station wagon, $880*; 2-dr., 
| $670*; Bel Air (6) Hardtop 2-dr., 
| $850*; Two-ten (8) 4-dr., $685*, $600; 
2-dr., $655*; Two-ten (6) 2-dr., $655*, 
$525, $375; Delray, $655*; 4-dr., $525*. 
53 Two-ten station wagon, $335; Bel 
$495*, $455*, $420; Bel Air 4-dr., 
$435*. 
| "53 Two-ten station wagon, $355; Bel 
} Air 2-dr., $225. 
| °52 Styleline Deluxe 4-dr., $255°*, 
| °51 Styleline Deluxe 2-dr., $200. 


CHRYSLER—’ 57 (300) conv., $2,075* (ps); 


| NY Hardtop 4-dr., $1,790* (ps); 4- 
| dr., $1,770* (ps); Saratoga Hardtop 
| 2-dr., $1,750* (ps); Windsor Hardtop 


2-dr., $1,520* (ps). 
'55 NY 4-dr., $850* (ps). 
| DésOTO. '57 Firedome Sportsman 2-dr., 





$1,635* (ps), $1,590* (ps). 
’56 Firedome 4-dr., $850* (ps). 
‘55 Fireflite 4-dr., $985* (ps), $770° 


(ps), $750*. 

DODGE—’57 Custom Royal (8) Lancer 4- 
dr., $1,575° (ps); Royal (8) 4-dr., 
$1,345* (ps); Coronet (8) 2-dr., $1- 
175*. 

’56 Coronet (8) 4-dr., $745*, $650*%; 2- 
dr., $650*. 

’55 Coronet (8) Lancer 2-dr., $775* 
(ps). 


’54 Meadowbrook (6) 4-dr., $275. 

*53 Coronet (8) 4-dr., $250*, $245*. 

’51 Coronet (6) 4-dr., $200. 

FORD—’'59 Custom (6) 4-dr., $1,925. 

’58 Thunderbird conv., $3,420* (ps); 
Fairlane (8) 500 Victoria 2-dr., $1,- 
850°, 2 at $1,765* (ps), $1,735*; 4- 
dr., $1,800* (ps); Victoria 4-dr., $1,- 
735*; Fairlane (6) 500 conv., $1,785; 
ranch wagon (8), $1,655*; Custom (6) 
300 2-dr., $1,585*; Fairlane (6) Vic- 
toria 2-dr., $1,600* (ps), $1,415*, $1,- 
400*, $1,330*, $1,305". 

"57 Country sedan (8), $1,600* (ps), $1,- 
415*, $1,400* $1,330*, $1,305*; Fair- 
lane (8) 500 Victoria 4-dr., $1,485* 
(ps), $1,165; conv., $1,435*; 4-dr., $1,- 
405* (ps), 2 at $1,400* (ps); Vic- 
toria 2-dr., $1,375*, $1,340*, $1,160; 
Fairlane (8)* Victoria 2-dr., $1,375*, 
$1,370*, $1,255*, $1,110; 2-dr., $1,190* 
(ps); Custom (8) 4-dr., $1,225* $1,- 
175*, $1,150*; 2-dr., $1,110, $955. 

’56 Fairlane (8) 4-dr.. $955°, $820*, 
$790*, $760* (ps), $715* (ps); Vic- 
toria 2-dr., $940*, $850*, $740°; 2-dr., 
$785*; Custom (8) 4-dr., $590. 

‘55 Fairlane (8) Victoria 2-dr., $925* 
(ps); conv., $850*; Crown Victoria 2- 
tor., $775*; country sedan (8), $780*, 
$765*; Custom (8) 4-dr., $590*, $565*; 
Custom (6) 4-dr., $500. 

’54 Country sedan (8), $530; Custom (8) 
4-dr., $410*. 

’53 Main (6) 2-dr., $210. 





"52 Crest (8) Victoria 2-dr., $200*. 
*50 Custom (8) 2-dr., $255, 
HUDSON—’'56 Hudson-Hornet (6) 4-dr., 


$750*. 

"55 Hornet (6) 4-dr., $300*. 
IMPERIAL—’57 conv., $2,575* (ps); 
Southampton 2-dr., $2,400* (ps). 

'56 4-dr., $1,300* (ps). 


LINCOLN — ’57 Premiere coupe, $2,200* 
(ps). 

*55 Capri 4-dr., $900*, $885*, 
"53 Capri 4-dr,, $345*. 

MERCURY—’57 Commuter, $1,820* (ps); 
Montclair coupe, $1,555*; 4-dr., $1,- 
525* (ps), $1,410*. 

'56 Montclair coupe, $1,130*; Custom 


station wagon, $1,055. 

‘55 Montclair conv., $595* (ps); Custom 
2-dr., $445°. 

"54 Monterey 4-dr., $510*; coupe, $465*, 


*53 Monterey coupe, $350*, $320*, 
’52 Custom 2-dr., $200. 
NASH—’55 Statesman (6) 4-dr., $580*. 


54 Statesman (6) 4-dr., $350*, 
"53 Statesman (6) 4-dr., $200. 
OLDSMOBILE—’58 (88) Super Holiday 2- 

dr., 2 at $2,400* (ps); 4-dr., $2,290* 
(ps). 

"57 (88) Super Fiesta, $2,120*° (ps); 
Holiday 4-dr., $1,855* (ps), $1,735* 
(ps); (98) Holiday 4-dr., $1,785* (ps); 
4-dr., $1,750* (ps); (88) Holiday 4-dr., 
$1,750* (ps); 4-dr., $1,510° (ps). 

°56 (88) Holiday 4-dr., $1,460* (ps), $1,- 


200* (ps); Holiday 2-dr,, $1,220*; 4- 
dr,, $970* (ps). 

"55 (88) Holiday 4-dr., $1,110* (ps), $1,- 
105*, $880*, $860*; conv., $1,005*. 


"54 (88) Super 4-dr., $645*; (88) Holiday 
2-dr., $450* (ps). 


"53 (98) 4-dr.. $430° (ps); Holiday 2- 
dr., $370*, $365*. 
PLYMOUTH—’58 Plaza (6) 2-dr., $1,475. 


’57 Belvedere (8) Hardtop 2-dr., $1,400*, 
$1,395*, $1,370* (ps); conv., $1,365* 
(ps); Savoy (8) Hardtop 4-dr., $1,- 

(Continued on Page 32, Col, 1) 









ATTACHABLE WHITEWALLS 


NOW —change ordinary 
femee whitewall tires INSTANTLY with BEARFOOT 
HRI M Attachable Whitewalls. 


Made with Enjay Butyl 


to give unconditionally een lasting 


whiteness for the life o 


PLUS 


BEARFOOT Stainless Steel RIMTRIM. Gives 
immediate Installation with no tire deflation. 
Quickly transferred from wheel to wheel. 
Covers wheel weights and rim edge. Provides 
unparalleled wheel beauty, at a fraction 

of the cost of old style w 
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BEARFOOT, A brand name you can trust... . 
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ATHING ON WHEELS” 
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FEB. 2-5, 1959 
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ee “The newest thing 
on wheels” 


¢ Instant Installation 
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AUTOMOTIVE NEWS, JANUARY 26, 1959 


Plaza 2-dr., $685; Belvedere 4-dr., 
$685. 
55 Plaza ae $375; Savoy 4- 
05", 


Used-Car Auction Prices 


"5A Belvedere 4-dr., $375*, $200. 
PONTIAC—’55 Catalina Hardtop, $550. 
’52 Chieftain 4-dr., $125*. 
STUDEBAKER—’'57 Golden Hawk Hard- 
top, $1,410° (ps). 































































































































(Continued from Page 31) ’56 Commander station wagon, $770* 
(ps); Champion 4-dr., $630. 
$975*; 4-dr., $1,205°; 2-dr., $1,- $255. 158 Chameten 2-dr., $270°, $225; Com- 
oo*; Savoy (6) 2- dr., $940; ea - Custom ® | oy a 4-dr., = mander Hardtop, $205°. 
6 1,020, $950; Piaza (8) 2-dr., " Custom (8) 4-dr., , $255; 2-dr., WS—’53 2-dr., $175. 
cs), ,§ $245; Victoria, $225. — rs 
56 ‘ane (6) 2-dr., $565, $380. MERCURY—'56 Monterey 2-dr., $855*. 
"55 Belvedere (6) station wagon, $630;| ‘55 Monterey 2-dr. $055° (ps); 4-dr., DETROIT 
Belvedere (8) Hardtop 2-dr., $490°; $880* (ps). Aptco Auto Auction, Sale every Wed- 
conv., $465°. 54 Monterey 2-dr., $505. nesday. Prices are for sale of Jan. 14. 
PONTIAC— 57 Star Chiet — — ’63 Monterey 4-dr., $560. BUICK—'57 Super Riviera 4-dr., $1,580° 
, ong Pega “| es et 588° (ps); | OLDSMOBILE—'56 (88) 4-dr., $1,030°; 2- (ps); Special Riviera 2-dr., $1,525 
conv., $1,530" (ps); Chieftain Catalina 85 (88) 2-dr., $1,060*, $955* (ps), $855° '56 Century conv., $1,045*; Super 2-dr., 
. *. o = * ’ ’ , © 
es Safari, $1,490°; 4-dr., (ps); 4-dr.. $1,005*, '$905*. _ $1,035*; Special ee iage 
: $1,445*. 2-4 $1,135° 54 (98) 2-dr., $755: (88) 2-dr., $640*; 55 Century Riviera 2-dr., ° 
"56 Star Chief Catalina ae’ 615°: "4 4-dr.. $435*. CADILLAC—’57 (62) coupe de Ville, $2,- 
55 Chieftain Catalina 2-dr., $ a ‘53 (98) 2dr. $385* (ps); (88) 4-dr., 900° (ps). . 
., $610*; Star Chief ah eee as $235 56 (62) coupe de Ville, $1,975* (ps). 
. Chief Catalina -dr., ’ © , de Vil 1,500* (ps). 
4405"; 4-dr., $350°. PLYMOUTH—'57 Belvedere (8) 2-dr., $1,-| '53 (62) ‘sedan de Ville, $760" (ps). 
— Catalina 2-dr., $230°*, ‘oh leseekians a a. ee CHEVROLET—’58 Impaia (<8) ars, $1,- 
$865°; 950°; Biscayne (8) 4-dr., ’ ° 
RAMBLER—’56 Super (6) Cross country, ® — goes, $765, $705, $690; Plaza | +57 Bei Air (8) 4-dr., $1,385"; Two-ten 
$950. J (8) Hardtop 4-dr., $1,365*, 1, a 
STUDEBAKER—’55 Commander (8) 4-dr., 55 Belvedere (6) 4-dr., $635; Plaza (6) 2-dr.. $1,040; Two-ten (6) 4-dr., $975; - : ue 
$350. __ 2-dr., $385. ne-fifty (6) 2-dr., $955. Cars with an automatic shif 
“4 gh ‘-dr., $430; Belvedere (6) | +56 Two-ten (8) station wagon, $1,070°;| gre @ far cry from one early 
e os . - ® ; 
DYER, IND PONTIAC—'55 Chieftain (8) Catalina 2-| +52 fei’ Ar v6) 4qdr $720°. model which had three hand 
Len Pollak’s Dyer Auto Auction, Sale| dr. $1,060"; 2-dr., $820°. ‘53 Two-ten 4-dr., $280. levers, two hand wheels, a bell 
every Friday. Prices are for sale of Jan.) (0) Chieftain (8) Catalina 2-dr., gagoe, | CMBYSLER—'SS Saratoga 2-dr., $2,000°| and three foot pedals for a 
Sold 189 cars out of 247 offerings. MISCELLANEOUS—'60 Ford %-ton truck, | +57 Saratoga 4-dr.. $1,710° (ps), driver to contend with. 
—' 57 jal Riviera 4-dr., $1,400°; $580 . "58 4-d 1,935° 
ay nee. $1,400* (ps); Century ‘55 Chevrolet %-ton truck, $630. wot ~ 4 . re ~ 's 
Riviera, $1,365°. : ‘53 Ford %-ton truck, $405, $345; GMC '57 Firedome conv., $1,510* (ps). 'S7 Belvedere (8) conv., $1,200* (ps); 
"56 Special Riviera, $935*, $885° (ps). 4-ton panel, $305. ‘55 Firedome Hardtop 2-dr., $640*. Plaza (8) 4-dr., $985*° (ps). 
’55 Special Riviera 4-dr., $760°; Super DODGE—’57 Sierra (8), $1,615*; Coronet '56 Belvedere (8) conv., $750. 
Riviera, $670* (ps). NEW YORK CITY (8) Hardtop 2-dr., $1,380* (ps); Hard-| °54 Suburban (6), $480* (ps); Belvedere 
"- = ss conv., $625* (ps); Special Skyline Auto Auétion, Gale every Taso top 4-dr., $1,300*; Royal (8) Hardtop my — aes gues 
-ar., . : . 4-dr., $1,350° (ps). a ranbroo -dr., ' 
- oi oar eee a ata 6 ‘55 Custom Royal (8) 4-dr., $565° (ps). Se ae usta i. Hard- 
"52 RM 4-dr., . S EDSEL—’'58 Pacer 4-dr., $1,750°. op, $2, (ps), $2, ps). 
OADILLAC—’'58 (62) 4-dr., $3,625° (ps). | 88 dealers were bidding strongly for good| poRp—'5s Fairlane (8) 500 4-dr., $1,750°| ‘58 Star Chief 4-dr., $2,150* (ps). 
"57 (62) coupe de Ville, $2,925* (ps); | clean merchandise. Good sale percentage (ps). "ST Chieftain 2-dr., $1,110*. 
4-dr.. $2,600* (ps). * ; os better than 71 lot of cars. Sold 'S7 Fairlane (8) 500 conv., $1,735*; Vic- '56 Star Chief conv., $880°, $785°*. 5 
"56 (62) coupe de Ville, $2,025* (ps); 7: ar | of 141 consignments toria 2-dr., $1,490*, $1,480°; 2-dr., $1,- ‘55 Star Chief Catalina 2-dr., $825 
Eldorado coupe, $1,660* (ps). BUICK—'5S7 Special Riviera coupe, $1,440. 300°: country sedan (8), $1,590° (ps), (ps); conv., §765* (ps); Chieftain sta- 
"52 (62) 4-dr.. $190°. '56 Super 4-dr., $875 (ps). ‘ $1.470*: Custom (8) 300 2-dr.. $1,090. tion wagon, $760* (ps). 
OCHEVROLET—'59 Impala conv., $2,720 55 Special Hardtop, $845*; 4-dr., $550*; ‘56 Country sedan (8), $970; Fairlane ‘53 Chieftain (8) 4-dr., $250°*. 
(ps). vast _conv., $600° (ps). (6) 4-dr., $820. RAMBLER—'57 Super (6) 4-dr., $1,080. 
*58 Impala conv., $2,025* (ps). a Special Hardtop, $550° (ps); Super) 55 Fairlane (8) 2-dr., $885*, $730°. MISCELLANEOUS—'57 Ford (8) Courier, 
7 wagon, $1,240; Two-ten Hard- 53 py a — "54 Crest (6) 4-dr., $395; 2-dr., $365; $800° (ps). 
, $650. oe . Cust 6 h by 15, 
°56 Two-ten 2-dr., $835; One-fifty 2-dr., | COHEVROLET—'5Ss Bel Air (6) Hardtop, 53 aac 7a) 4-de waqa30 - BO DENTOWN, N 
$785. $1,745* (ps). IMPERIAL—'57 4-dr., '$2,200° (ps), $2,- R , J 
"55 One-fifty 2-dr., $540. "S57 Bel Air (8) Hardtop, $1,390*; Bel 150* (ps). National Auto Dealers Exchange. Sale 
64 Two-ten 4-dr., $490*. Alr (6) 2-dr., $1,050; Two-ten (8) LINCOLN—’55 Capri Hardtop 2-dr., $875* | every Wednesday. Prices are for sale of 
*S3 Bel Air coupe, $505*; 4-dr., $165. station wagon, $1,275; Two-ten (8) 4- (ps) Jan. 14. More cars saw more buyers 
"52 4-dr., $235°. dr., $1,255, $1,250°, $1,200, $1,190°, | weRCURY—’58 Monterey 2-dr., $1,800°. paying more in the past 10 weeks, 1958- 
"51 4-dr., $315*, $180°. $1,100, $1,080, $1,075, $1,055; 2-dr., 'S7 Turnpike Cruiser Hardtop 2-dr., $1,- | 1959 cars had the highest sold average to 
"49 4-dr., $285. . : $1,070, $1,050, $1,040. i 810° (ps): Monterey 2-dr.. $1,530°, | date. Clean 1953-1954 cars, foreign cars, 
caare xs — —— ue (8) 4 = que, erie. com 3 See $1.400°, $1,395*; Hardtop 2-dr., $1,- | and wae = in great — Sold 79 
~Gr., 5 , $350; 2-dr., 520°; Montclair 2-dr., $1,480° (ps);| percent of 4 consignments. 
poper_’ss Meadowbrook station wagon. $750, $675; One-fifty (8) 4-dr., $750, | Commuter (8), $1,680° (ps). BUICK—’'5S Special Hardtop, $2,150° (ps). 
$175. nf8t5; 2-dr., $750, $630°. | °S6 Monterey Hardtop 2-dr.. $1,030°; $2,000*, $1,980°. 
FORD—'5S Fairlane (8) 500 conv., $1,600*° "55 Two-ten (8) 4-dr., $675. | Custom 4-dr.. $825 ‘ST Super Hardtop, $1,760° (ps), $1,650° 
(ps), $1,400. - 54 Bel Air Hardtop, $445° (ps); 4-dr.,| °55 Montclair Hardtop 2-dr., $910° (ps). (ps); RM Hardtop, $1,680° (ps); Spe- 
"ST Ranch Wagon, $1,400 (ps); Custom $405° (ps); Two-ten station wagon,| ‘51 club coupe, $200 cial Hardtop, $1,400°. 
(8) 300 4-dr., $1,190°. _ 385. NASH—'SS Ambassador (8) 4-dr., $575. 'S6 Super Hardtop, $1,250° (ps); RM 
oe —— (ps); Fair- < An 2-dr., $275; Two-ten 4-dr..| OLDSMOBILE—'58 (88) Super conv., $2,- ——e ee eae ch a —_, 
ne ) r. . , $225. 220° (ps). (ps); pecial 4-dr., ° * (ps); - 
‘SS Fairlane (8) conv. $500°. CHRYSLER — ‘53 Windsor 4-dr., $190° ‘ST (88) Holiday 4-dr.. $1,765° (ps). dr. $1,140*, $1,070°. 
"54 Crest (8) Victoria, $430*; Custom (6) (ps). ‘SS (88) Holiday 4-dr., $1,050°, $1,000°; | ‘55 Century Hardtop, $975° (ps), $930° 
4-dr., $425", $400, $260; Custom (8) | DeSOTO—'SS Fireflite 4-dr.. $670° (ps). 4-dr.. $760°. (ps), $810°; Special Hardtop, $850°. 
eo et: Le 4 sone ae 2-2, 4 (ps). PACKARD—'56 (400) Hardtop 2-dr., $1,- ‘54 Century = node ee ese 
conv — ‘oronet 4-dr., 150° (ps). CADILLAC—'58 (62) 2-dr., . (ps). 
"52 station wagon, $185, $170. ‘S53 Meadowbrook 4-dr.. $205; station| PLYMOUTH—'5S Bel Air (8) Hardtop 2- 'ST sedan de Ville, $3,100*° (ps). 
*51 Custom (8) 2-dr., $125. wagon. $145. dr. $1,830° (ps); Plaza (8) Hardtop "56 (62) Hardtop, $2,270° (ps); coupe 
HUDSON—'56 Wasp 4-dr., $695. FORD—'SS Fairlane (8) 2-dr.. $1,610°. 2-dr., $1,520°; 4-dr., $1,275. de Ville 2-dr., $2,070° (ps); (60) Spe- 
*54 Hornet 4-dr., $125. . S7 Fairlane (8) Hardtop, $1,335* (ps); ‘ST Fury 2-dr.. $1,480°: Belvedere (8) cial 4-dr., $1,930° (ps). 
MERCURY—'56 Montclair coupe, $1,100° ; Country Sedan (8) station wagon, $1,- 2-dr.. $1,375° (ps); Hardtop 2-dr., "54 conv. $885° (ps). 
Monterey a. $1,095* (ps), $810 = tem  * Ses Custom (8) 4-dr., $1.300°; Savoy (8) 4-dr., $1,060°; | CHEVROLET — » Impala (8) Hardtop, 
(ps), $735*, . . . ’ . Savoy (6) 2-dr., $900 $2,680° (ps), $1,910. 
"S55 Monterey coupe, $535*. "56 Fairlane (8) conv., $950*°. ‘56 Plaza (8) 4-dr., $640°. "58 Nomad (8) station wagon, $2,140° 
"54 coupe, $515*, $500°, $495; 4-dr., 55 Custom (8) 4-dr., $475°*. ‘55 Plaza (6) 2-dr.. $420. (ps); Impala (8) Hardtop, $2,000° 
$375. "54 Custom (8) 4-dr., $4765. PONTIAC—'56 Chieftain 2-dr.. $1,015* (ps); Bel Air (8) Hardtop, $1,785, $1,- 
"Si 4-dr., $145. 54 Ranch Wagon (8) station wagon, (ps); Star Chief conv., $950*. 735° (ps), $1,600°. 
OLDSMOBILE—'58 (98) Holiday 4-dr., $505, $400. "SS Chieftain Catalina 2-dr.. $830°; 4- 'ST Bel Air (8) Hardtop, $1,650°, $1.- 
$2,600*° (ps). "53 Custom (8) 4-dr.. $270°, $180°; 2- dr., $610° (ps). 580° (ps); 4-dr., $1,540°, $1,370", 
"ST (88) Holiday 4-dr., $1.570° (ps). dr., $225; Main (8) 4-dr., $225. "54 Star Chief 4-dr., $515*, $315*, $250°. $1,310*; Two-ten (8) 4-dr., $1,550°, 
ne ee _ (ps); (98) Holi- one a wt a a on RAMBLER—'56 Custom (6) Cross country, papi are 2-dr., $1,475°, 2 at 
y. d ps). —_— onterey ardtop, ” $1,075°*. 1,300°, $1,070. 
*S5 (88) Holiday, $910° (ps), $810° (ps). : 400°. STUDEBAKER— 59 Lark (6) 2-dr., §$2,- 56 Bel Air (8) Hardtop, $1,300°, $1.- 
"S53 (98) 4-dr., $320° (ps), $295° (ps). 56 Montclair Hardtop, $980° (ps), $700° 100* (ps). 275°: 2-dr., $1,175, $900; Two-ten (8) 
PACKARD—'S4 4-dr., $245°*. (pe). "55 Champion (6) 4-dr., $425. 2-dr.. $960°, $800, $750, $745, $735; 
cacao a ae Eaten = ee, ee $355°; Monterey Hard- __ One- fifty (8) 2-dr.. $725. on. e0, 
" $750°. ’ | OLDSMOBILE—'ST (88) Hardtop, s1,425*.| WEST PALM BEACH, FLA. She air (8) fee Set "$800: 
*SS Star Chief (8) Catalina, $875°. "56 (88) Hardtop, $1,100* (ps). West Palm Beach Auto Auction. Sale 4-dr., $925; Two-ten (8) 2-dr., $760, 
"52 2-dr., $175°. "55 Super (88) Hardtop, $875* (ps). every Thursday. Prices are for sale of $605; One-fifty (8) 2-dr., $595. 
"S51 Catalina, $135°. 53 (88) 4-dr., $175*, $150°. Jan. 15. Market strong on clean cars. CHRYSLER — ‘57 NY Hardtop, $1,860° 
STUDEBAKER — ‘55 Commander station Sl (88) 2-dr., $110°. BUICK-— 59 Invicta Hardtop 2-dr., $3,000° (ps); Saratoga Hardtop, $1,750° (ps). 
wagon, $580°. ‘ PAOKARD — ‘55 Clipper Hardtop, $710* (ps). "55 Windsor 4-dr., $840° (ps). 
— 57 GMC %-ton pick- panies) a iniiente ons: et "S56 Super 4-dr., $1,050° (ps); conv., "54 Wantess 3-42., $475*. 
re op, $1,000° (ps). "52 4-dr., $ P. 
= 5 GMC ton ony oon $1,225°; Savoy (8) 4-dr., $1,150*; $1,-| ‘55 Century Riviera 2-dr., $835° (ps). DeSOTO—'58 Firedome Hardtop, $1,870* 
e » $300. 090°. "54 RM Riviera 2-dr.. $470° (ps). 
"52 Kaiser 4-dr., $140. "56 Custom (6) station wagon, $5815; "S2 Special 2-dr., $270°; Super 2-dr., ’54 Powermaster 4-dr., $310*. 
"51 Dodge tow truck, $485. $150°. "63 Powermaster 4-dr., $155*. 
CADILLAC—'57 (62) sedan de Ville, $3,- "S52 4-dr.. $110° (ps). 
DANVILLE, VA. 025* (ps), $2,950* (ps); conv., §$2.- | DODGE—'’57 Coronet 2-dr., $1,200. 
800° (ps). ‘5S Suburban station wagon, $800. 
Danville Auto Auction. Sale every Wed- ‘SS (62) conv., $1,500* (ps); sedan de "51 Coronet 4-dr., $150. 
nesday. Prices are for sale of Jan. 14. Ville, $1,475* (ps). EDSEL—'58 Ranger sedan, $1,590* (ps); 
Activity up—sales back to normal, "54 (60) Special 4-dr., $1,110* (ps). Pacer sedan, $1,560* (ps). 
BUICK—'56 Special 2-dr., $1,305° (ps). CHEVROLET — ‘58 Bel Air (8) Hardtop | FORD—'58 Thunderbird Hardtop, $3,200* 
"SS Special 4-dr., $935°; Century 2-dr., ¢-&., $1,860* (ps); Biscayne (6) 4- (ps), $3,170* (ps); Skyliner (8) Hard- 
$930*; Super 2-dr., $770°*. $1,480*. top, 2 at $2,050° (ps); Fairlane (8) 
"hs seeuy S- 4-dr., $405°. eT hee tee (6) station =a, $1,380°. Hardtop, $1,970* (ps), $1,850° (ps), 
°63 Super 4 , $645°. "56 Bel Air (8) conv., $1,025 $1,810° (ps), 2 at $1,790° (ps), $1,- 
camuaac— es’ (62) 2-dr., $295°. '55 Two-ten (8) station wagon, $920°; 625°; Country Sedan (8) station wag- 
OHEVROLET—'5S Bel Air (8) 2-dr., $1,- 4-dr., $785*; Two-ten (6) 4-dr., $650. on, $1,850*; Ranch Wagon (8) station 
820. $1,730* $1,710°; 4-dr., $1,775 "54 Bel Air (6) 2-dr., $510°; Two-ten wagon, $1,640. 
$1,680°, $1,665*, $1,610°. (6) 4-dr., $455; One-fifty (6) 2-dr., ’S7 Fairlane (8) conv., $1,800* (ps); 
"ST Bel Air (8) 4-dr., $1,740°, $1,380; $375. Hardtop, $1,575*, $1,400°, $1,150°; 
Bel Air (6) 4-dr., $1,275; Two-ten (8) "53 Two-ten station wagon, $435*; 4-dr., 4-dr., $1,460°; Country Squire (8) 
2-dr., $1,430°, $1,405; Two-ten (6) 4- $395*; 2-dr.. $275; Bel Air conv., _ Station wagon, $1,725*; Country Se- 
dr. #1, 185°, $1,180 $320. dan (8) station wagon, $1,450°; Cus- 
56 Bel Air (6) 4-dr., $1,055*; Bel Air 52 Special 4-dr., $265°*. tom (8) 2-dr., $1,075*, 2 at $1,000, 
(8) station wagon, $1,015*; 2-dr., $955; CHRYSLER—'55 Windsor (8) 4-dr., $785°*. $860; 4-dr., $855. 
Two-ten (6) 2-dr., a DODGE—'54 Coronet (8) club coupe, $225. ’56 Fairlane (8) Hardtop, $1,235*, $1,- 
"55 Bel Air (8) 2-ar., $900; Bel FORD — ‘58 Country sedan (8), $2,050* 160° (ps); 4-dr., $825, $675; Sunliner 
Air (6) 2-dr., $760; ‘eaeaah (8) 4-dr., (ps); Fairlane (8) Victoria 2-dr., (8) conv., $800*; Country Squire (8) 
$780*, 2 at $670*; 2-dr., $685*; Two- $1,920° (ps); 2-dr., $1,505*; Custom station wagon, $1,160*; Country Sedan 
ten (6) 2-dr., $710, $695°, $675; 4- (6) 300 2-dr., $1,100*. (8) station wagon, $900°. 
dr. $485. ST Fairlane (6) Victoria 4-dr., $1,395* | LINCOLN—'57 Premiere Hardtop, $2,185* 
*54 Bel Air 2-dr., $545, $540°. (ps); Custom (8) 300 4-dr., $900*; (ps). 
"53 Bel Air 2-dr., $455*, $390°; ‘wo-ten Country sedan (6), $1,235*; Del Rio ‘56 Premiere Hardtop, $1,490° (ps). 





a 4-dr., $370, $350, $345; 2-dr., $305°. (8), $1,225; Country sedan (8), $1,- | MEROURY — ’'57 Colony station wagon, 






















52 2-dr $310, $155. 175; Fairlane (8) Victoria 2-dr., $1,- $1,900* (ps); Commuter station wag- 
CHRYSLER—'57 Windsor 4-dr., $1,295* 150° (ps); Custom (6) 300 2-dr., " $750. on, $1,630* (ps); Monterey 4-dr., $1,- 
‘ (ps). 7 * Thunderbird, $1,880; Country "squire 510*. 
'53 Powermaster 4-dr., $245. 8), $800. ‘56 Montclair Hardtop, $1,280*, $950*° 
FORD—'58 (8) station wagon, $1,685°; Veteran Salesman— IMPERAL’ 57 Southampton 2-dr., §$2,- (ps); Custom Hardtop, $1,015*, $880*; 
Fairlane (8) 2-dr., $1,430. usm on tiaaaee ‘ aw og $860°*. ca 
"S57 Fairlane (8) 500 4-dr., $1,405° (ps); Frank W. Jackson, right, of Pattison o— ® emiere conv., $2,050* ' ustom r., $660 . 
2-dr., $1,385*; Fairlane "(8) 2-dr., $1,- . ™ - (ps). NASH—'55 Ambassador undsen. $725°. 
105; “con (8) 2-dr., $1,055 . ae raed oe peso my ora oo waite: Premiere 4-r. rySl.ATB* (ps). 
56 Fairlane (8) Victoria, 1, 225°, $1,- cars years. le — ° oyager. (8), $1,820* * * 
O40", $800"; 2-dr., $1,030" $945," $900, potent mites since they were first| ,,,(P8); Commuter (8), $1,510* (ps). Krebs Signs with Chevrolet 
*. . ® . . 
Dis ae $405; Custom | introduced in 1914 and one of his first| 4.an"serex (8) conv., $1,025" (ps);| BUREKA, S. D.—Ralph Krebs 






55 Fairlane (8) Victoria, $945*; 4-dr., | customers wos Dr. C. Eugene Fogg, left,| '54 Monterey (8) Hardtop 2-dr., $345, | has been named a Chevrolet dealer 






$830* (ps), $705*, $655; station wagon, | q Portland physician. Jackson is still sell- | O-OSMOBILE — '56 (98) 4-dr., $1,385* | here. Krebs is a former factory in- 
pod , Gaatom (8), SG. $730", $730, | ing Dodges and Dr. Fogg is still buying| +53 <a) ‘Holiday 2-26 $450" «| Surance representative and sales 
"54 Custom (8) 2-dr., $565, $530, $395, | them. PLYMOUTH—'58 Sayoy (6) 2-dr., $1,200, | and service manager. 








’54 Country Club Hardtop, $250° 
OLDSMOBILE—’58 (98) Hardtop, $2,609 


(ps). 

"57 (98) Hardtop, $1,690° (ps): (8%) 
Hardtop, $1,670*, $1,665* (p<), $1. 
615* (ps). 

’56 (98) Hardtop, $1,125* (ps). 

’S5 (88) Hardtop, $1,050°, $950°; 4-dr, 


$960* (ps). 
"54 (88) 4-dr., $805* (ps); 2-dr. $599" 
(ps). 


’52 (88) 2-dr., $200*. 

PACKARD—’52 2-dr., $185°*. 

PLYMOUTH — ’'57 Savoy 2-dr., 1,400*, 
$1,235*, $915, $890; 4-dr., $1/198% 
$1,110*, $1,100*; Plaza 2-dr., $ 2258: 
2-dr., 2 at $875; Belvedere 2-dr,, 
$950*. 

"56 Belvedere 4-dr., $1,000*, $885*, $785. 
Hardtop, $815*; Savoy 4-dr., 
Plaza 2-dr., $545. 

"55 Belvedere 4-dr., $645*, $375. 

"53 Cranbrook 4-dr., $310. 

PONTIAC —'58 Chieftain Hardtop $1, 
725°. 

"57 Star Chief Hardtop, $1,600* (ps): 
Chieftain 4-dr., $1,230° (ps); Supe 
Chief 4-dr., $1,110. 

"55 Chieftain station wagon, $975*: 4 
dr.. $825; Star Chief Hardtop, $969" 
(ps). 

‘54 Catalina Hardtop, $560*, $550*° (ps), 
$425°. 

RAMBLER—'58 4-dr., $1,460. 

"55 Custom 4-dr., $835. 


STUDEBAKER — ‘57 Provincial statiog 
wagon, $1,160; Silver Hawk 2-dr., $1, 
075. 


‘55 Commander 2-dr.. $385*. 

"53 Commander 2-dr., $275. 
WILLYS—'54 Aero Hardtop, $175. 
MISCELLANEOUS "55 Chevrolet -ton 

pickup, $520. 


BUFFALO 


Thruway Auto Auction. Sale every Tues 
day. Prices are for sale of Jan. 13. Buyer 
galore, consignment heavy. Prices seem ts 
be on an upward trend. Sold 58 cars from 
82 consignments. 

BUICK-—'56 Special 2-dr., $1,145° (ps). 

‘55 Super Riviera 2-dr., $650° (ps) 

"54 RM conv., $605* (ps); Century 2 

dr., $365° 

"52 Special 2-dr., $130; RM 4-dr., $110 

(ps) 
CADILLAC—'58 (62) coupe de Ville, $3,- 
775° (ps), $3,325° (ps). 

"56 (62) coupe de Ville, $1,945*. 

"54 (62) sedan de Ville, $1,290° (ps). 
OCHEVROLET—'57 Two-ten (8) 2-dr., $1- 

160 
"56 Two-ten (8) station wagon, $975; 
Delray, $945°; 4-dr., $885. 

‘55 Two-ten (8) 2-dr., $775*; Bel Air (6) 

2-dr., $660°, $600°. 

"54 Two-ten 4-dr., $200.. 

"53 Two-ten 2-dr., $320°, $260° 
DeSOTO—'S4 Firedome 2-dr., $320*. 
DODGE—'57 Royal (8) 2-dr., $1,450*. 
FORD — ‘57 Country sedan (8), $1,465° 

(ps); Fairlane (8) 500 2-dr.. $1,305; 
Fairlane (8) 4-dr., $1,200° (ps); 
Ranch wagon (6), $1,030°. 

‘56 Country sedan (8), $1,100°; Custom 

(6) 2-dr., $610 

"SS Main (6) 4-dr., $525. 

"54 Custom (8) 2-dr., $450*°; Custom (6) 

4-dr., $315 

"53 Crest (8) conv., $300°. 

"52 Crest (8) 2-dr., $125. 

"51 Custom (8) conv., $105. 

MERCURY —'55 Custom 4-dr., $685"; 
Monterey 4-dr., $560. 

NASH—'S4 Statesman (6) 4-dr., $250. 

OLDSMOBILE—'ST (88) Super 4-dr., $1,- 
400° (ps). 

"S55 (88) 4-dr., $800° (ps). 
PACKARD—'53 Clipper 4-dr., $230° 
PLYMOUTH—'5S Savoy (6) 2-dr., $500°. 

‘53 Cranbrook 4-dr., $225*. 
PONTIAC—'57 Chieftain 2-dr., $1,355°. 

"56 Chieftain 4-dr., $1,015*. 

"55 Chieftain 4-dr., $560°. 

"53 Chieftain (8) 2-dr., $335°. 
RAMBLER—'S4 Deluxe (6) 2-dr., $160. 
STUDEBAKER—'56 Champion (6) 4-dr., 

. 


WILLYS—'51 station wagon, $150. 
MISCELLANEOUS—'56 GMC \%-ton pick- 
up, $950°; % panel, $860°. 
"4 Chevrolet Stake, $335. 
"53 Chevrolet 1%-ton panel, $150 
"S2 Studebaker %-ton pickup, $145. 


CHICAGO 


Arena Auto Auction. Sale every Tuesday. 
Prices are for sale of Jan. 13. Terrific sale! 
Percentage good. Sharp cars bring top dol- 
lar at Arena. Sold 488 cars from 743 con- 
signments. 

BUICK — ‘57 RM Riviera 2-dr., $1,765 
(ps); Special Riviera 2-dr., $1,630" 
(ps), $1,545° (ps), $1,290°: Super 4 
dr., $1,610° (ps). 

"56 RM 4-dr., $1,350° (ps); Super Riv- 
jera 4-dr., $1,300° (ps), $1,135° (ps); 
Century Riviera 4-dr., $1,270° (ps); 
Special 4-dr.. $1,120*. 

‘55 Century Riviera 4-dr., $970° (ps), 
$940° (ps); Super Riviera 2-dr., $955*, 
$915° (ps), $900° (ps), $830°. 

"54 Special Riviera 2-dr., $755*; RM 4 
dr.. $580° (ps); Super Riviera 2-dr., 
$535° (ps). 

CADILLAC—’'59 (62) coupe de Ville, $4,- 
810° (ps). 

"58 (62) coupe de Ville, $4,010° (ps), 
$3,750° (ps); conv., $4,000° (ps); 
sedan de Ville, $3,730* (ps), $3,700° 


(ps). 

"ST (62) sedan de Ville, $3,130° (ps); 
coupe de Ville, $3,000° (ps), $2,975° 
(ps), $2,905° (ps). 

"56 Eldorado, $2,400* (ps), $2,395* (ps), 
(62) sedan de Ville, $2,375* (ps), $2,- 
050° (ps), $1,950* (ps), $1,800* (ps), 
$1,695° (ps). 

"5S (62) sedan de Ville, $1,975* (ps), $1,- 
700° (ps), $1,600*° (ps). 

"564 (62) coupe de Ville, 2 at $1,405° 


(ps). 
CHEVROLET—’59 Impala (8) Hardtop + 
dr., $2,725*; Hardtop 2-dr., $2,590°; 

"58 Impala (8) conv., $2,645*, $2,345°%; 
Hardtop 2-dr., $2,155*, $2,135*, $2,- 
090° (ps); Impala (6) Hardtop 2-dr. 
$2,055*; Brookwood (8), $1,890*, $1- 
800°; Bel Air (8) Hardtop 4-dr., $1,- 
825* (ps); Biscayne (8) 4-dr., $1,700*, 
$1,570*; 2-dr., $1,600*; Biscayne (6) 
2-dr., $1,690*, $1,460; Delray (6) 2 
dr., $1,495. 

"57 Bel Air (8) Hardtop 2-dr., $1,645* 
(ps), $1,595*; Hardtop 4-dr., $1,565*, 
$1,555" (ps): 4-dr.. $1,440*; station 
wagon, $1,615*, $1,600* (ps): Bel Air 
(6) Hardtop 2-dr., $1,245*; 2-dr., $1, 
220; Two-ten (6) station wagon, $1,- 
530°, $1,370*; 2-dr., $1,260; Two-ten 
(8) station wagon, ’ $1, 400°, $1,355%; 
One-fifty (6) 4-dr., $1,095. 

56 Bel Air (8) Hardtop 2-dr., $1,305%; 
Hardtop 4-dr., $1,125*, $1,070*; conv. 

(Continued on Page 38, Col. 1) 
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‘Turnings eeeee By Joe Callahan 





(Continued from Page 17) 


that are exclusively ours. We al- 


rolet's Roman red, Oldsmobile’s | 
ways have to have a reason for 


cardinal red and Pontiac’s Manda- 
red are all Lucite paint num- 
ber 8836-93037, according to the| mostly nouns,  Somnetionss adjectives. 
Refinisher News, published by du-| 
Pont wie Siaek dae Shine snd Ces 
ee Deen ae mbler’s | «@OQMETIMES we'll pick a color 
dlassic black, Plymouth’s jet black | ~ wae medion this Fanta 


ieee tanguer ee ane | ezampio—Secause most people don't 


Another misconception that an| 
outsider might have is that the | Marvel-Schebler Promotes 
designation of a car paint as| Turnbull, Two Others 
“white” would adequately commu-| 
nicate to a prospect what color was | 
under discussion. 

But there are many shades of 
white, with varying amounts of| 
yellow, red, blue and other colors 
in it. These variances wouldn’t be} 
noticeable on an all-white car, but} 
severe clashes become apparent on} 
two-tone jobs. 

> 





sion, Borg-Warner Corp., Decatur, 
Ill, has appointed Gordon Turnbull 
vice-president and works manager. 


pointment of Frank Pilling as vice- 
president and general sales man- 
ager and Thomas P, ValRose as 
manager of purchasing and plan- 
ning for control rod mechanisms, 
junits which are used in atomic 
| energy installations. 


* * 


White by Any Name 
EVERTHELESS, the industry 
has 15 different names for 

white, beginning with Arctic white 

(Buick), Dover white (Cadillac), 

snowcrest white (Chevrolet), ivory | 

white (Chrysler-Imperial), pearl) 
white (Dodge), snow white (Edsel), 
colonial white (Ford), glacier white > : 

(Lincoln-Continental), marble white AEC Asks Industry ~ Join 

(Mercury), Polaris white (Oldsmo- In Radioisotope Research 

bile), iceberg white (Plymouth),|) wASHINGTON.— The Atomic 

cameo ivory (Pontiac), frost white| mnergy Commission announced it 

(Rambler) and white sand (Stude-|has invited industry to participate 

baker). Some of these are different | ir a joint effort to develop addi- 

shades of white; some are merely|tional everyday uses for radioiso- 
different names. |topes important to the national 

Whether the paints are changed | economy. 
every time the paint names are | The program will be accom- 
changed apparently depends upon | plished through AEC-financed re- 
whose company you're talking | search and development contracts 
about. Asked about this, paint | to develop new and extended appli- 
experts from two companies said | cations proposed by private indus- 
they only changed their paint try, the Federal agency said. 
names when they changed their ee ee 
paints, but that their competition 
changed names even when they 
didn’t change the paint. 

The need to have a different first | 
word of a paint name each year 
can be quite a problem for the 
“namer,” since it must be a word/| 
that isn't being used by the com-| 
petition and it must somehow sug- | 
gest the color. 

The color suggested by a word 
is apparently a matter of opinion. 
For instance, “Aspen” is suggestive 
of green at Chevrolet and Aspen 
Green results, while DeSoto has 
Aspen Yellow. 

> 


Olin, Textron Set Up Firm 


To Produce Extrusions 


NEW YORK. — Olin Mathieson 
Chemical Corp. and Textron, Inc., 
have announced formation of a 
jointly owned company, Almetco, 
Inc., to produce aluminum extru- 
sions for the two firms. 

The new company will own and 
operate aluminum extrusion 
plants, formerly owned by Tex- 
tron, Inc., at Girard, O. and 
Nesquehoning, Pa. Almetco’s 
production capacity will be shared 
equally by Olin Mathieson and 
Textron Metals Co., a Textron 
division, the firms said. 


> * * 


* > 


| Fre most aspects of the auto 

industry, paints and paint! 
Names are changing much faster) 
these days. A new name is merely | GM Diesel Organizes 


one that nobody has used for a} | Service Craftsman Guild 


couple of h k 
P years or has taken out @/ netroit Diesel Engine division, 


copyright on. 
th 1 © General Motors Corp., Detroit, has 
White bd . paint announced the formation of its 


mames are carefully devised for ; 

customer use, the factory people > 9 nee - Service Craftsman 
eee to we them. is ‘All cotenitn exatianes ‘by GM 
= Giscussions, celers are Diesel’s distributors and dealers 


ref 7, a 
oferred to as “Tight bine, who are actively engaged in service 


“green” or “brown metallic.” : co 
De. lesi iff work will be eligible for qualifying 
alers gnate a s ccler examinations. Those proving their 


with pec color combinati 
teen =, ay Other es product knowledge by successfully 
7 completing the examination will be 


to aodie [a a —— | othe . immediately accepted into the guild. 
” + 7” 


companies. 

Donald A. ‘Stumpf, manager of Gauge Division Formed 
the interior studio at AMC’s auto-| ATHOL, Mass.—L. S. Starrett Co, 
motive styling department, has the/has formed a gauge division with 

manufacturing, engineering and 


responsibility for picking Rambler 
sales facilities to design and build 


Paint colors, and he explained the 
routine in this way: complete special gauging equip- 
ment. 


“About two years before a new 
model is introduced, we begin S/ O< 
jotting down paint names that we| Technical Translations Slated 


mi 
ght use. We avoid names that WASHINGTON.—The Depart- 

















ha A 

ve been used—we want names). 31+ of Commerce will begin pub- 
and other technical translations 

available to science and industry, 

according to John C. Green, direc- 

Be: ‘Delrin’ Due in ’59 

WILMINGTON, Del.—Commer- 
AUTO-TURNTABLE cial quantities of du Pont’s new 
Assembled in 30 Minutes 


lication in January of a periodical 

tor of Commerce’s Office of Tech- 

“Delrin” acetal resin will be 
For indoor — outdoor capley f 





to serve as a central source of in- 
available in mid-1959 at an initial 


formation in the U. S. on Russian 
oeriance- on1ol® a ae 
price of 95 cents a pound in 


Send for truckload quantities, the com- 
free folder. pany announced. R. J. Manning, 
AMER-STAGE manager, said construc- 


product 
tion of a plant to manufacture 


x 54, N.Y. “Delrin” at the company’s Wash- 


using a specific word. They’re| 





know what it is, and they’ll be in- 
terested enough to ask about it. 
(This is a light pink.) 

Stumpf said he released the ’60 
color program in December and it 
was approved in January. In Feb- 
ruary, he begins working up the 
’61 color program. 

Stumpf continued, “If manage- 
ment likes the names and the 
colors we suggest, we then simul- 

taneously submit them to the 
legal (to make sure no one else 
has copyrighted the names), ad- 
vertising and sales people. Gen- 
erally, we don’ t copyright our 
names.” 


It’s generally agreed among the 


|factory paint experts that the 


Marvel-Schebler products divi- | 


The firm also announced the ap-| 


whole business of naming paints is 
beamed at women because they can 
be influenced by a glamorous color 
or name. 

In this connection, most of the 
companies have to make sure that 
their colors don’t get too feminine. 
Pink, for instance, is now gen- 
erally avoided as a name. Men, the 
companies have learned, like the 
color pink, but not the name. 

Biscuit (Dodge) would probably 
be attractive to any man—if he’s 
hungry enough. 


Engineering Briefs 





ington Works, near Parkersburg, 
W. Va., is proceeding according 
to schedule. 


« * * 


Welders Honor Engineer 


DETROIT.—J. R. Stitt, research 
and welding engineer for R. C. 
Mahon Co., has been presented the 
1958 George N. Sieger Memorial 
Award by the Detroit section of the 


American Welding Society. He was 
(Continued on Page 37, Col. 1) 
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WANUFACTURIN > PLANTS 
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BOOSTER 





BATTERY CART 
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ORDER YOURS 
TODAY! 


USE THIS HANDY 
ORDER BLANK 





The Lit'l Tote is light in weight, yet it s full steel construc- 
tion assures long rugged duty. 
will hold either a 6 or 12 volt booster battery. Tubular 
steel handle has 4 inch rubber hand grip. Curved cross 
bars store cables when not in use and cable clamps fasten 
on rubber grommets on top bar. 
on 6"x1'/.” rubber tired wheels for easy handling. 


FULL GUARANTEE 
We Guarantee 
Full Satisfaction 

or Your Money Back 









Welded 8”x15” platform 








Lit'l Tote is mounted 


SPECIAL OFFER! 






LIT’L TOTE CART ; 
COMPLETE e e@ 


3 Carts . 


10 
‘25 





ee ee ee ee ee 












JOHNSON MOTOR CO. 
IOWA FALLS, IOWA 





YES SIR! Send me Lit'l Tote Booster Battery Carts at once! 
NAM 
ADDRESS. 
CITY. NUT i ciicrinnin entsiensrthllionitag iia 


[) tam sending my check and Lit’! Tote will pay postage 


[} Ship COD and | will pay postage and COD charges 
Iowa dealers please add 2% State Sales Tax 


JOHNSON MOTOR CO. 


DEPT. 159-TDM IOWA FALLS, IOWA 
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HOW? When they use Wovr’s Heap, they will discover 
that they use less oil . . . have fewer repair bills . . . 
get smoother, more powerful engine performance, 


longer engine life. 


Because WoLr’s HEap is superior premium quality 
motor oil. It’s the oil with Nature’s Miracle Molecule 
—100% Pure Pennsylvania, refined three important 
steps beyond ordinary motor oils and scientifically 
fortified to clean as it lubricates. 


. .. can turn occasional customers into satisfied, 
steady customers by giving them the best—WoLrF’s 
Heap—the “‘finest of the fine” premium motor oils. 
You'll discover they come back again and again 
And that’s an important difference for you. 


WHY? 








AND 
YOU 


















WOLF’S HEAD OIL REFINING CO., Inc. - OIL CITY, PA. 


100% Pure Pennsylvania Member, Penne. Grode 


Scientifically Fortified Crude Of Association 
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Adding a small-car line? 


Now, more than ever, you need effective, low-cost turntable dis- 


ploy to show off new features of your important second line. 
. in addition to the famous portable PARAVANE turn- 


—! 


table for the most dramatic display of your 1959 Detroit models, 
Macton offers the companion PARAVANETTE for short wheel- 
base cors. In use around the world for several both 
models feature the same simplicity, economy and dependability. 
Practically invisible in use, they consist of only four simple parts, 
require just 5 minutes to set up, pennies a day to operate. No 
fools or anchorage cre required. Change turntable location in 
minutes, move indoors or out at will. Drive on, plug it in and 
forget it. 

Talk to us at the NADA Show or write or call today for full 
information or prompt delivery of your PARAVANE or PARA- 
VANETTE Turntable. If you already are using PARAVANES, 
Macton can provide adapters for small-car use. 


¢ NADA Booth 135 


Machinery Company, Inc. 
Stamford 12, Connecticut 













|Inc., Indianapolis, co-chairman. 





TURNTABLES 


| ical Co. 
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What's New... 


15 Jobbers Win Awards 
For Quality of Ads in 1958 


CHICAGO. — Fifteen automotive 


jobbers have won honors in the 
1958 Advertising Awards contest 
held each year to improve the qual- 
ity of advertising in the automotive 
aftermarket. Awards are sponsored 
by Jobber Topics and the Auto- 
motive Advertisers Council. 

Top winners are: Group 1, Yoho 
Automotive, Inc., Salt Lake City; 
Group 2, Cohen Auto Parts Co., 
Erie, Pa.; Group 3, Womwell Auto- 
motive Parts Co., Lexington, Ky. 


Sales Awards 
Set Up by Auto 
Electric Group 


CHICAGO.—A program for rec- 
ognizing outstanding sales achieve- 
ments was approved by the direc- 
tors of the Automotive Electric 
Assn. at their annual meeting in 
Chicago. 

Ten awards will be made in the 
five AEA regions in the U. S. and 
Canada. They will go to service- 
distributor and central-distributor 
salesmen whose companies are 


| members of AEA and will be pre- 
| sented at the group’s regional meet- 
| ings in 1960. 


The AEA also set up a basic or- 





ganization for the central distrib- | 


utors sales managers committees on 
a regional basis. 


Nelson Y. Tennis, Richmond) 
Battery & Ignition Corp. Rich- 
mond, Va., was named chairman of 
the national executives committee 
of the central sales managers, and 
Tom Kane, Durham Co., New York, | 
was named co-chairman, They also | 
were named to like posts for the | 
Northeast Region. | 

Other regional appointments: | 
Sourneast—Carl Johnson, Automo-| 
tive Electric Associates, Charlotte, | 
N. C., chairman, and Dave Phillips, 
Patten Sales Co., Jacksonville, Fia., 
co-chairman. Miwest—A. E. Kar-| 
nett, Carl A. Anderson, Inc. 
Omaha, chairman, and Frank 
Montovani, Gulling Auto Electric, 





In Parts and Accessory Distribution 





Assn. by Rust Master Chemical |they boarded commercial airlinerg 


Corp., Cambridge, Mass, 

Hundreds of delegates were flown 
to and from their hotels to the 
convention at Hollywood Beach. 


for the trip home. 
> 


= + 
Hazelton Adds Hoze-Lok 
CLEVELAND. — Appointment of 


Others took advantage of the offer |R. C. Hazelton Co., P, O. Box 758, 
hop to see the tropical scenery in| Portland, Me., as a distributor of 
South Florida, while others were | reusable Hoze-lok fittings and in- 
given a “lift” to the airport where | dustrial hose has been announced 


* * * 





Sales Citation— 


Cited for reaching the $100,000 sales 
mark in Detroit for DuMont EnginScopes 
and associated electronic test equipment 
during an eight-month period, Jack Klann, 
left, representing Klann Avto Electric, Inc., 
is the first recipient of the DuMont “Job- 


| ber of the Year" award. Presentation is 


| made by Dr. 


Alien B. DuMont, board 
chairman of Allen B. DuMont Laboratories, 


| Inc., Clifton, N. J. 





Affecti 


by Parker-Hannifin Corp. 

The new distributor, according to 
Bruce W. Hazelton, vice-president, 
is carrying substantial stocks for 
prompt handling of customer needg 
for hydraulic and other industria] 
hose lines. Technical assistance 
will be available to the distributing 
firm as needed from Herb H. Wal- 
ley, Parker-Hannifin district man- 
ager for New England, 

+ = = 


Ducomb Adds Rawson Line 


DETROIT.—W. C. Ducomb Co, 
Inc., Detroit, has been appointed a 
distributor of Rawson centrifugal 
clutches and clutch couplings, ac- 
cording to Charles F. Trapp, jr, 
vice-president of Formsprag Co. 

> > = 


Modern Equipment to Handle 


Republic’s Automotive Bins 


INDIANAPOLIS. — Modern 
Equipment Co., Inc., has been ap- 


| pointed by Republic Steel Corp. as 


exclusive Indiana distributor of 
automotive bins produced by the 
steel company’s Berger division. 
The 12-year-old Indianapolis con- 
cern also serves as distributor for 
Metal Lumber—Re public Steel’s 
new slotted angle. The concern 





offers additional services which in- 
clude Plan-O-Graphing, labelling, 


‘erecting and layout. 


Factories and Dealers .. . 





Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 
Ketchum, MacLeod & Grove, Inc., 
has resigned as advertising agency 
serving the active Chevrolet dealer 
groups participating in local adver- 
tising in Chevrolet's eastern region. 


|The agency’s resignation is effec- 


Sovurnwest—W. H. Thomas, Beard | tive March 12. 


| & Stone Electric Co., Dallas, chair- | 


The dealer groups include the 


man, and Howard Ancelot, S. X.| Pittsburgh Zone Chevrolet Dealers 
Callahan Co. San Antonio, co-| Radio Fund, Inc.; the Harrisburg 
chairman. West—George E. Sundby,| Zone Chevrolet Dealers Assn.; the 
Frank Edwards Co., Burlingame,| Richmond (Va.) Zone Chevrolet 
Calif. chairman, and T. H. Van/ Dealers Assn., and the Maryland 
Rensselaer, Electric Equipment Co., | Chevrolet Dealers Assn. 


|Los Angeles, co-chairman. 


> > > 


Woodhill Offers Special Deal | 
CLEVELAND.—Woodhill 


promotional package to its auto- 
motive dealers and jobbers. The 
special includes eight 5%-ounce | 
tubes of Duro Plastic aluminum, 
four 4-ounce tubes of Duro Plastic 
rubber, a wire display rack, a spe- | 
cially designed display card and | 
two sample applications. 
- - . 


Lehr to Shut N. Y. Office 


NORTH BERGEN, N. J.—Lehr 
Distributors, Inc., announced that 
after Feb. 1, it will operate ex- 
clusively from its combined execu- 
tive and sales office and expanded 
warehouse facilities at 1425 Hudson 
Blvd. here. The New York City 
branch, established in 1919, will be 
closed on that date. 


* * * 


Florida Wholesalers Enjoy 
Rust Master’s ‘Airlift’ 
HOLLYWOOD, BEACH, Fla.— 
A free taxi-ride—via helicopter— 
was offered to hundreds of dele- 
gates to the annual convention of 
the Florida Automotive Wholesalers 








Atlas Opens 6 Offices 


ATLANTA.—Atlas Auto Finance 
Co, has opened six new branch 
offices in Florida. They are in 
Panama City, Sarasota, Ft. Lauder- 
dale, West Palm Beach, Orlando 
and Daytona Beach, A seventh will 
be opened in St. Petersburg in 
February. There are 35 Atlas 
branch offices in the Southeast. 


TV Guide at Peak 
Circulation of TV Guide maga- 


Chem-|zine has passed the seven-million 
is offering a special]|mark for two consecutive weeks, 
| according to James T. Quirk, pub- 


lisher. 

Sales of the Dec. 27 issue reached 
an estimated 7,068,042 copies and 
the Jan. 3 issue sold an estimated 
7,032,388 copies. The magazine’s pre- 
vious circulation high of 6,969,673 
was set by the Dec. 20 issue. 

* * 


William Heads Tyrex Unit 


Frank T. Williams, manager of 
the Tire Yarn Sales division of 
American Viscose Corp., has been 
named chairman of the merchan- 
dising advisory committee of Tyrex 
Inc. 

The committee comprises sales 
representatives of five major manu- 
facturers of tire yarn and cord who 
formed Tyrex to promote the Tyrex 
viscose tire cord. 

+ z : 
Agency Opened in Spokane 

Showacre-Coons-Shotwell Adver- 
tising Agency has been opened in 
Spokane, Wash. 

Robert Showacre will serve as 
director of client services; Robert 
Coons will head the media and 
marketing activities and Ralph 
Shotwell will direct agency creative 


services. 
e og 


Personnel Changes 


Richard C. Hall from sales staff 
to field representative with the 
merchandising service division of 
American Weekly ... Richard L. 
Dellow, director of media for the 





|}son-Walker Co., 





domestic offices of Grant Advertis- 
ing, Inc., to vice-president of the 
agency ... Joseph K. Smith from 
vice-president and general manager 
of United Press International to 
publisher of the New York Journal 
American, succeeding the late 
Seymour Berkson .. . Jay L. Cherry 
from advertising staff member to 
advertising manager of Saco-Lowell 
Shops, Bostor manufacturing firm 
... Dallas W. Cargill from associate 
media director of consumer and 
package goods advertising for 
MacManus, John & Adams, to De- 
troit sales staff of Sawyer-Fergu- 
newspaper repre- 
sentatives ... Luke P. Carroll from 
news and city editor to assistant 
execittive editor of the New York 
Herald Tribune Arthur W. 
Hunter from national production 
staff to advertising production 
manager of TV Guide. 





| y 
2d -* 


A Hill Climber— 


Climbing a hill like this is no trouble 
for the prototype XM443E1 convertible 
cargo-personnel carrier developed by 
Willys Motors, Inc., in cooperation with 
the Army Ordnance Corps. Second of the 
lightweight platform-type vehicles, it fea- 
tures quick conversion from personnel 
carrier to %4-ton truck by folding four 
of the six seats into the bed. It is made 
largely of aluminum, including the 100- 
horsepower engine mounted under the 
platform. The Army and Marine Corps 
have ordered five for evaluation tests. 
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available, because of its high cost 
and other drawbacks, 

Of all the proposed solutions, the 
Ford low-temperature catalytic 
converter is considered the most 
practical, although a great deal 
more research and engineering 
must be done before it will help 
the Los Angeles situation. 

+. + = 
ee Chandler gave it this 
well-qualified description: “The 
best engineering and compromising 
solution yet developed for the con- 
a of the Los Angeles smog.” 
One of the chief drawbacks of 
| this unit and most units is that 
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MX-3 CATALYTIC CONVERTER 


| converters and a special carburetor 
supplying an enriched fuel mixture. 
* * * 


first unit removed about 75 


percent of the hydrocarbons and 
none of the oxides of nitrogen, The 


(Continued from Page 17) 


which in December, 1953, estab- 
jished the vehicle combustion prod- 
yets subcommittee for the purpose 
of seeking a solution to the smog 
problem. Under this subcommittee | 
was an exhaust system task-force 


Cotolyst 


it partially reduces the hydro- 
carbons, but does nothing to con- 
trol the other primary ingredient 


A cutaway sketch of the catalyfic con- | 


Doubt for Ideal Solution Slows Efforts .. . 
2 
to determine which type of engine 
maintenance could reduce undesir- 
The authors reported that the 
exhaust emissions on a 1956 field 
those from a periodically main- | > DB 
25 percent more fuel, removed some | tained engineering service fleet and 5 5 
VCP subcommittee or com- 90 percent of the hydrocarbons and Te a From Engine 
ane |nitrogen oxides. Incidentally, euisdens might be sebecel as! 
ists of Chairman Charles M.|CO"verter was completely sealed h ” 0 Bg . te . 
iinen. Chrysler Corp.; Vice-chair- | #"4 the GM engineers had no idea | ™UCH as percen y regular | Ford's Converter— 
man James Chandler, Ford Motor | 6: 2 
Co.; John Campbell, General Mo- 
Packard, and Wallace Berry, Amer- | 
ican Motors Corp. Robert T. Van- | 
man of the exhaust system task- 
force group. 


able exhaust emissions. 
| 
| 
survey test were much greater than | 
second car, although it used about 
group. | | 
thi that the reduction of hydrocarbon | 
mittee, as it is sometimes called, | s 
| what it contained. maintenance. 
tors; George Onishi, Studebaker- 
Derveer, Ford Motor Co., is chair- | 
* + * 


Patent Change OK’d 
1954, SHORTLY, after the AMA 
cooperative attack on the prob- | 
jem began, the auto makers agreed 
to a cross-licensing plan whereby | 
they would exchange free of charge | 
any patents connected with the/| 
control of exhaust gases. 
Thus far, the cooperative effort | 
essentially has consisted of each 
company conducting its own re- | 
search program in pretty much 
the direction it wanted to go, and | 
of exchanging progress reports at | 
the VCP Committee meetings. | 
Since 1953, the auto industry re- | 
portedly has spent about $4.5 mil- 
lion on smog research. Presumably | 
this money was spent on the sal- 
aries of engineers and technicians, | 
on instrumentation, facilities and | 
supplies. 
Company officials say they are | 
unable to report how many en-| 
gineers and technicians are work- | 
ing on the problem. However, 
James C. Zeder, Chrysler Corp. | 
engineering and research vice-pres- | 
ident, said 26 full-time technicians | 
in seven laboratories were working 
on various phases of the problem 
in 1955. 


* > * 


IN CE expenditures have re-| 
mained at the same level since | 
1955, it’s a safe assumption that 
approximately the same number of | 
technicians are now on the project. | 

Industry engineers say that 
more progress would have been 
made on the problem if they 
hadn’t had to develop instrumen- 
tation to measure the exhaust 
emissions, and if they weren’t 
initially stampeded into a pro- 
gram for the control of exhaust 
during deceleration. 

Later, investigations proved that 
harmful emissions during decelera- 
tion were less than half as impor- 
tant as was originally supposed. 

What the Vehicle Combustion 
Products Committee has accom- 
plished in the past five years is 
largely described in the following | 
papers given earlier this month at 
the Society of Automotive En- 
gineers meeting in Detroit. 

* > . 


Ford Develops Converter 


l A PAPER by VanDerveer and | 
* Chandler explaining how Ford 
Motor Co. developed a catalytic 
converter for oxidizing exhaust 
hydrocarbons. Included were pos- 
sible solutions to several mechan- 
ical problems, such as introduction 
of secondary air, excessive exhaust 
system back pressure, loss of cata- 
material and excessive noise. 
This converter, which uses 
Vanadium pentoxide as a catalyst, 
will reportedly remove 60-73 per- 
cent of the exhaust hydrocarbons. 
Catalyst durability of over 10,000 
miles has been achieved. Although 
the converter is a low-tempera- 
ture unit and expensive stainless 
Steel is not required, the initial 
ented cost would still be about 
2,A paper by G. J. Nebel and 
R. W. Bishop, GM Research Lab- 
Oratories, presenting an evaluation 
of the Houdry catalytic converter 
Constructed by Oxy-Catalyst, Inc., 
Which is resistant to poisoning by 
tetraethyl lead and has an esti- 
Mated life of 12,000 miles. Houdry 
Converters have been available for 
Many years, and GM is stepping up 
its work on the device. 
Evaluation tests were conducted 
On two cars, One car had a single 
fonverter and the other had two 


| This paper, which contained 


numerous facts reported in 1957, 
emphasized that this converter 
still posed many problems, such 
as noise; excessive size, heat, back 
pressure, fuel consumption and 
odor, The dual converter system, 
which removed the oxides of 
nitrogen, was completely worn 
out in less than 10,000 miles. 

3. A paper by Heinen, Miss M. V. 
Sink and W. S. Fagley, all of Chry- 
sler Corp., about an intensive study 


Afterburner Described 


ANOTHER possible solution was | gram. 


| 


discussed by Dr. 8. L. Ridgway, 
Thompson Ramo-Wooldridge, Inc., 
who has invented a noncatalytic 
afterburner for the removal of 


}unused hydrocarbons. 


Because such small concentra- 
tions of hydrocarbon are present 
in normal auto exhaust, it was 
necessary to add air to exhaust 
by means of an auxiliary pump 
and to heat the mixture in a heat 


| 


neers as part of the smog-control 


coated with vanadium pentoxide. 
> + * 


| verter developed by Ford Motor Co. engi- | 
pro- 


The catalyst consists of pellets! the whole situation is that the de- 


of smog—the oxides of nitrogen. 
Indeed, a major frustration of 


vices that best help reduce the 
hydrocarbons are the very ones 


exchanger to a temperature of | that increase the oxides of nitrogen 


about 1,500 degrees, at which 
rapid combustion will occur, 
Although the device is capable 


and the measures that cut the 
nitrogen oxides increase the hydro- 
carbons. 

For example, it’s generally agreed 


of removing about 90 percent of that high-compression engines 
the exhaust hydrocarbons, further | more efficiently burn the gasoline 
engineering development will be | and cut the hydrocarbon emissions. 


necessary before it is commercially 


(Continued on Page 37, Col, 1) 


Something new has been added...between the car and the road! 


Firestone Rubber-X and new TYREX* Cord make this the 
finest original equipment tire ever offered the public ! 


Make way for the Class of ’59—off to a flying start with the best 
new car news in years for America’s motoring public! And dealers 
for leading ’59 makes now have the best new car tire news that 


ever sparked sales. 


Buyers of these makes now benefit from what is, by any standard, 
the finest regular original equipment tire to be offered by the 
automotive industry—the new Firestone De Luxe Champion 
with both Firestone Rubber-X and TYREX cord. 


Firestone Rubber-X is Firestone’s brand-new long-wearing rubber 
for tires. Firestone Rubber-X is compounded specifically for each 
type of car, truck, farm implement and construction equipment 
tire. Firestone tested it for months for extra toughness and extra 
wear in laboratories, on proving grounds and over the highway. 


TYREX is the strongest cord material ever used in regular 
*TYREX—Certification mark of American Tyrex Corporation 


original equipment tires. Months of careful testing show new 
TYREX cord offers extra safety at higher speeds, helps hush 
road noise, ushers in a new kind of smoother ride. 


Good news about good things gets around fast. And right now it’s 
winning friends and ringing up sales for leading ’59 makes that 
are featuring the big tire sales PLUS—new Firestone De Luxe 
Champions, standard equipment at no extra cost! 


Firestone 


BETTER RUBBER FROM START TO FINISH 
Copyright 1959, The Firestone Tire & Rubber Company 


Enjoy the Voice of Firestone every Monday evening on ABC television 
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the Roney 
doesn't appeal to 
just everyone 


because the Roney is different from 
all other Miami Beach hotels — no 
chrome, no neon. Everything is on 
the grand scale . . . acres and-acres 
of tropical gardens, a three-block- 
long sun-drenched private beach, 
huge swimming pool and Cabana | 
Colony. There are even putting 
greens, tennis courts, and entertain- 
ment nightly, too. Naturally, as in 
all Schine Hotels, every inch is air- 
conditioned, and there’s a free, 
large-screen TV in every room. 





but he encourages this kind of in- 
ventiveness, anyway. 

Each application requires con- 
| siderable compactness, since the 
|center arm rest is only approxi- 
mately 14 inches high, 10 inches 
wide and five inches thick, This 


Teehnical 


Personnel 





Chevrolet Names Powell 


Chevrolet has announced the ap- 
pointment of Ralph L. Powell as 
manager of its engine, forge and 
foundry plants here. He succeeds 
Alton A. Way, who is on special 
assignment. 


With all of this, Roney rates are low... 
53 of 283 rooms per day per person 
double occupancy $14 to Jan. 3ist 
$16 Feb. Ist to Mar. 15th 

Including Breakfast and Dinner. 
European Plan Available. 


> * * 


Edsel Promotes Anderson 
In Planning, Engineering 


Laird Anderson has been ap- 
pointed manager of manufacturing 
planning and production engineer- 
ing for Edsel. 

Anderson joined Edsel, then 
known as Special Products division, 
in April, 1956, to establish the man- 


THE WORLD-FAMOUS 


Roney Plaza... 


| one of America’s really fine resorts 
For Reservations call 










ny. MU 88-0110 ufacturing liaison department. He 
(Open Sun.) earlier had been superintendent of 
Chi. AN 3-6222 body construction at Ford division’s 


Miami Beach: JE 1-6011 | Twin Cities assembly plant, St. 
or See Your Travel Agent | Pull Bsa 


7 acres On the Ocean at 23rd St., Miami Beach | Chrysler Names Plant Chiefs 


Vv. P. Masi, formerly manufactur- 
ing manager of Chrysler Corp.’s 
Mound Road engine plant in De- 
troit, has been named plant man- 
ager of the Joseph Campau engine 
plant in Hamtramck, Mich. W. R. 
Gerber, formerly general superin- 
tendent of the pressed-steel divi- 
sion at the Dodge Main plant in 
Detrcit, has been named plant 
manager of the Conant stamping 
plant in Detroit. 

* 


Chrysler Corp. Appoints 


McCarthy to New Plan Post 


Daniel C. McCarthy jr. has been 
named to the newly created posi- 
tion of director of manufacturing 
planning for Chrysler Corp. His 
office will be concerned with pred- 
uct analysis, pre-production con- 
trol and facility planning. 

McCarthy joined Chrysler Corp. 
in 1956 as assistant to the direc- 
tor of the corporate manufactur- | 
ing staff. 


No bolts. no screws to fool with when 
changing your dealer's piates on your 
demonstrators or used cars. 


tite 
LICENSE PLATE HOLDERS 


wil hold them firmly in place for your demonstration 
nodes 





Dana Appoints Calicoat 
Technical Service Chief 


Ivan Calicoat, with Dana Corp.| 
since 1946, most recently as man-| 
ager of its aircraft gear plant in| 
Fort Wayne, Ind. has been ap- 
pointed manager of technical serv- 
ice, with headquarters in Toledo. 

He will be responsible for coor- 
dination between the manufactur- 
ing and engineering divisions in all 
matters affecting the quality of 
Dana products for the automotive 
and transportation industries, and 
their performance in the field. 

” ” - 


AC Sales Veteran Retires 


After 36 Years’ Service 


A. S. Holmes, dean of the re- 
placement parts sales force of AC 
Spark Plug Division of General 
Motors, has retired after 36 years’ 
service. 

Holmes has been director of spe- 
cialized marketing at AC’s sales 
headquarters here since 1956. J. P. 
Kane has been announced to suc- 
ceed him. 


% W@ Not Bounce or Sip Off 
Wi Not Scratch 


Rubber costed LIFETIME magnets etteched to your plates 
will meke them instantly movable as wel! as keep them 
locking new all year 


| eet cf 4 rabberised magnets with 
ana hmenw 


5 sete of 4 cach 


$6.00 
$25.00 


~ Sanslacton guaranteed 
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Olds Ups Perkins, Jones, 
Fernand in Engineering 

Three engineering promotions 
have been announced by Oldsmo- 
bile in a realignment of engineer- 
ing responsibilities following the 
retirement of James Dykstra, ex- 
ecutive engineer. 

D. ©. Perkins was promoted from 
body engineer to design coordina- 
tion engineer. George T. Jones, 










$315 


install on Your Vehicle 
FOB FACTORY 


from 
Ready to 





group leader, replaced Jones. 








Rockwell-Standard Develops .. . 


14. Uses for Arm Rest 


(Continued from Page 17) 





results in an area of 420 cubic 
inches, after one inch on each side 
of the arm rest is allowed for pad- 
ding. 

Some of the applications involve 
the transfer of accessories that are 
now under the dash, permitting 
other uses for this valuable area. 
Among these are the radio, heater, 
air conditioning, glove compart- 
ment and phonograph. 

aa * * 


_ applications concern 
items not found in a produc- 
tion model. These include a sink, 
bar, food box, refrigerator, desk, 
tape recorder, eating table, woman’s 
vanity and child’s seat. 

A key feature of these applica- 
tions is that they could all be made 
with the same shell, affording a 
good deal of interchangeability and 
economy. Some of the applications 


j}also use space under the middle 
| front seat. 


Except for an arm-rest radio, 
all of the applications are in the 
drawing-board stage. Prototypes 
of the radio, which could be 
either portable or stationary, 
have been produced and shown to 
some auto makers. One company 
reportedly was interested in the 
arm-rest radio, but the project 
was stymied because the radio 
manufacturers said they couldn’t 
produce a suitable radio for two 
or three years. 


The 14 applications are as fol- 
lows: 





wf D 
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Woman’s Vanity 

This vanity, equipped with an 
adjustable mirror, makeup, combs, 
brushes and perfume, would facili- 
tate last-minute repairs and hat 
adjustments. A double hinge would 
permit the cover to be opened and 
used by either the driver or the 
front-seat passenger. 


Child’s Seat 

A child’s seat, complete with 
safety belt, would provide a seat 
high enough to keep the child in- 
terested, as well as afford the 
secure and permanent location of 

the child. 
. 





Refrigerator 
Located in the center section of 
chassis design engineer, succeeded| the seat, this travelling refrigerator 
Perkins. T. R. Fernand, design| could keep cool small amounts of |over the October inventory of 2,- 


food or drinks, The arm rest could 
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either be used for a heater or addi- 
tional refrigerator space. 
* * * 
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Writing Desk 


A small desk for businessmen, 
salesmen, doctors and others. It 
could be made three times the size 
of the arm rest by installing an 
extra extension in the top portion. 
This desk has a covered recess for 
pencils and other small items, as 
well as a larger storage area for 
paper, receipts and other things. 

* oa * 





Executive’s Sink 
A compact sink that consists of 
a small basin, electric razor outlet, 
| fold-away faucet and towel rack. 
|The lid contains a small water} 
storage tank. 
= 


* * 
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in capacity with the average 

compartment which has only 3% 

cubic inches of capacity. 
cl * * 





Arm-Rest Table 
A simple table for serving snack; 
in the car. A folding shelf is cop. 
tained in the lid. 
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Air Conditioner 

Some time in the future, an air 
conditioner could be located in the 
center section of the front seat 
This would be particularly feasible 
if the more compact, electronic air 
conditioners, which are now under 
development, are ever made avail 
able. The arm rest could be used 

for storage or a radio. 

> af > 
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Food Box 

This box could contain beverage | 
or baby bottles, dishes, a bottle or | 
beverage warmer and silverware 
container. | 
> * * 
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Glove Box 
If the arm rest were used for the 
storage of gloves, maps, tools, flash- 
light and other items, more space 
could be made available where the 
glove compartment now is located. 
This box would compare favorably 








Tire Shipments 


For Month Drop 


NEW YORK.—Manufacturers’ 
shipments of passenger-car tires 
during November amounted to 6,- 
764,947 units, 2.97 percent below the 
6,972,137 tires shipped during Oc- 
tober, according to the Rubber 
Manufacturers Assn. 


Production of passenger-car tires 
in November amounted to 7,181,556 
units, 10.04 percent below the Oc- 
tober production of 7,982,594 tires. 
Month-end inventories of 17,419,873 
were higher than the 17,134,475 tires 
on hand at the end of October by 
1.67 percent, the RMA said. 

Shipments of truck and bus tires 
during November came to 1,023,447 
units, 30.93 percent below the 
October shipments of 1,481,780 tires. 
November production of 1,211,076 
tires was 11.05 percent lower than 
the 1,361,468 tires produced during 
October, Inventory at the end of 
November amounted to 2,982,933 
tires, an increase of 7.35 percent 


778,714 units. 


iy 
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Tape Recorder 
A tape recorder for the business- 


|}man who wants to dictate letters 
| while travelling. The top of the 


recorder would either be perma- 
nently raised or equipped with a 
padded lid to provide a third front 


| seat. A radio could also be installed. 





Radio Telephone 
A radio telephone could be in- 
stalled in the arm rest, with 4 
large speaker for better sound and 
a storage box in the cushion. 





Phonograph 
This application consists 
phonograph and radio in the cush- 
ion, with a hi-fi speaker and record 
storage compartment in the arm 
rest. 
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(Continued from Page 35) 


But, the increased heat and pres- 
gure in a high-compression engine 
ate precisely the factors that in- 


crease the nitrogen oxides, 
* * = 





2 Devices May Be Key 
= nitrogen oxides also can be 
~ controlled by operating the en- 
e with a rich fuel mixture, but 
the penalty in lost gas mileage is 
too great. Many engineers feel that 
any eventual solution to the air- 
ution problem will require two 
rate devices for each car—one 





to control the hydrocarbons and 
one for the nitrogen oxides. 

A major complication is that, 
although the auto researchers 
spent a great deal of time in 
the development of instrumenta- 
tion, no instrument is yet avail- 
able that will continually measure 
the emission of the oxides of 
nitrogen. Only “grab” tests can 
be made. 

Other unsolved problems con- 
nected with the Ford converter are 
the elimination of occasional un- 
pleasant odors, the improvement of 
catalyst durability and efficiency 
and the inability of the converter 
to withstand heavy-duty operation. 
Prolonged driving or a heavy pull 
up a hill can overheat and destroy 
the vanadium pentoxide. 

However, there is enough con- 
fidence in the unit that a large 
batch of these converters are now 


Fleet Sales Up 
50% This Year, 
Ford Reports 


CHICAGO. — Fleet sales of 1959 
Fords are more than 50 percent 
higher than this time last year, said 
Howard W. Cook, manager of Ford 
division's fleet sales department. 

He said new Fords account for 
70 percent of all police-car pur- 
chases and 60 percent of the 2,768 
new models purchased since intro- 
duction for use as taxicabs in New 
York City. 

Based on orders for more than 
5,000 new passenger cars that have 
been placed by a “bellwether” 
group of the nation’s fleet opera- 
tors, Cook said, Ford dealers have 
been awarded two-thirds of the 
total orders. 

Ford is outselling its nearest 
competitor three to one, Cook 
added. He said Ford sales to these 
Same fleet operators during the 
first three-quarters of 1958 were 
about 60 percent of those of its 
nearest competitor. 


ae 


| air 


seat 
sible 


nder 
vail 
ised 


ow 


» PFG8 


ont 
led. 


itime before we'll 
ito slap on a production 


AUTOMOTIVE NEWS, JANUARY 26, 1959 
Doubt for Ideal Solution Slows Efforts... 


Auto Men May Never Beat Smog 


develop two devices that would 
remove most of the hydrocarbons | 





being fabricated for evaluation by 
the rest of the industry. Thus, it’s 
possible that the AMA’s smog- 
control problem may be moving 
into an important, new phase— 
from research to production en- 
gineering. 
* *” * 

EINEN, the VCP committee 

chairman, said “we’re at the 
stage now where we can exchange 
hardware. In my opinion, this is a 
major breakthrough. Something can 
now be given back and forth.” 


It is expected that a full year 
will be required to determine if 
the Ford converter should be 
product-engineered or not. More 
people can now come into the 
program “to get experience” with 
the unit. 

Discussing the rather small group 
of engineers who have been re- 
searching the problem, Chandler 
said: “This was a problem in which 
you couldn’t use a heck of a lot of 
people, With 10 more people you’d 
be no farther along. The entire in- 
dustry can now have a whack at 
this converter. But it’s still some 
have anything 
model.” 

Despite this apparent 
there is still very little informed 
optimism concerning the problem. 
This is partly because no one can 
tell how much reduction of hydro- 
carbon and oxides of nitrogen 
emission is needed to give Los 
Angeles adequate relief. 

Also, the car population is in- 
creasing so rapidly that an ade- 
quate reduction of pollutants today 
would probably be inadequate next 
year. 


Another Problem Cited 


ERE is also considerable doubt 

that when a reasonable solution 
is found, the Southern California 
officials and people will be willing 
to pay the price for the installed 
converters, the replacement of Cat- 
alysts and—probably more costly of 
all—the extensive inspection pro- 
gram that will be required. 

Also discouraging to the auto- 
motive engineers is that they are 
dealing with such extremely 
small quantities of pollutants that 
they almost defy complete con- 
trol. 

Ford’s VanDerveer said: “We're 
trying to remove about three units 
of hydrocarbon in 10,000 units of air 
and from 5-40 units of nitrogen 
oxides in 10,000 units. The oxides of 
nitrogen are more variable, occur- 
ring less in deceleration and idle 
and more in acceleration and 
cruise.” 

It probably would be possible to 
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honored for making the most out- 


standing individual contribution to | 


the growth of the society in the last 
10 years. 
. - * 


GM Research Labs Set Up 


Electronics-Instrument Unit 


a WARREN, Mich —A new elec- 
tronics-instrumentation department, 
Part of General Motors research 
laboratories, has been announced 
by Dr. Lawrence R. Hafstad, GM 
research vice-president. Heading 
the organization is Albert F. Welch, 
who joined Research Laboratories 
in 1948 as a junior engineer in the 
Physics department. 

Hafstad said the new department 
will service the more than 15,000 
instruments used at the labora- 
tories, assist research personnel in 


Higher ’59 Demand Seen 


For Engineering Graduates 


ANN ARBOR.—Demand for en- 

gineering graduates probably will 
Somewhat higher next year, a 

University of Michigan official re- 
Ported. 

In the annual report for 1957-58, 
Assistant Prof. John G. Young, 
head of the College of Engineering 
Placement office, said increased de- 

requirements and “commer- 
cial optimism” will serve to create 
More jobs. 


Bao 





acquiring basic data for engineer- | 


ing and scientific projects and 


develop advanced instrumentation, | 


particularly in the electronics field. 
* * * 


Work in Miniaturization 


| Credited for Missile Gains 


NEW YORK. — Giant steps in 
miniaturization made during 1957 
have played a key part in this na- 
tion’s fast growing missiles and 
rocket development programs, ac- 
cording to Horace D. Gilbert, chair- 
man of the Miniaturization Awards 
Committee afd president of Minia- 
ture Precision Bearings, Inc., 
Keene, N. H. 

Gilbert addressed more than 100 
miniaturization experts attending 
the first annual Miniaturization 
Awards Dinner. Featured at the 
dinner was the presentation of the 
first annual Miniaturization Award 
to the Diamond Ordnance Fuze 
Laboratories, U. S. Department of 
the Army, Ordnance Corps. Dia- 
mond Ordnance was honored for 
its development of a miniaturized 
electronic subassembly through the 
utilization of photolithographic 
processes and printing techniques. 


Whitton Heads Dixie Group 

AUGUSTA, Ga.—B. S. Whitton 
was elected president of the Dixie 
Automobile Assn. at the group’s 
annual board meeting. 





progress, | 


and oxides of nitrogen produced by 
one car if a number of factors re- 
mained constant. But, many of the 
engineers feel that it’s virtually im- 
possible to produce devices that 
would be suitable for a wide variety 
of cars and situations. 
+ + * 
ERE are some of the variables 
that should be considered 


exhaust emission contro] unit: 

1. The type of fuel used, There 
are differences from brand to 
brand, as well as changes from 
year to year. 

2. The type of driver. Is he a hot- 
rodder or the cautious type? 

3. Condition of the car. 

4. Driving pattern, It has been 
calculated that the typical Los An- 
geles motorist cruises 46 percent 
of the time, idles 18 percent of the 


time and decelerates 18 percent of 
the time. 


5. Whether the car 


is mostly 


ways. 
6. The make and age of the car. 
7. The size of the engine. 
* = = 


What About Visitors? 


—— if all these variables could 

be mastered, many people think 
| that the one million visiting cars 
|in Los Angeles each year would 
|}emit enough pollutants to produce 
many smogs. 

Summing up the situation, a 
| ranking automotive official said 
last week that the solution to 
this problem is as likely to come 
from any of 20 different places as 
it is to come from the auto plants. 





Another conclusion was expressed | 
by GM’s Nebel and Bishop when | 
| they said: “There are many difficult | 


| problems to be solved before cata- 
lytic oxidation can become commer- 
| cially acceptable. The solution to 
these problems will require a major 
engineering development program.” 


in | 
the development of a truly practical 


time, accelerates 18 percent of the | 


| used on surface roads of express- 
i 
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Leadership 
Here, taken directly from Media Records 


is the Men’s Clothing Store Linage 
for Buffalo, January-November 1958. 


Daily ...... . 723,953 


RIER-EXPRE 
COURIER-EXPRESS Sunday ...... 85,286 


EVENING NEWS ecccccccse + AND 


Thus, the Courier-Express carries 72.7% of daily and 74.8% 
of total linage in this important classification. 


You will agree that these figures tell a powerful and 
authentic story. 


Buffalo Courier-Express 


Western New York’s Only Morning and Sunday Newspaper 


ROP COLOR available both daily 
and Sunday 


Member: Metro Sunday Comics and 
Sunday Magazine Networks 


Representatives: 

Scoloro, Meeker & Scott 
Pacific Coast: 

Doyle & Hawley 


SAVE $1880.00 MONTHLY 


IN A PRODUCTIVE 10 MECHANIC SERVICE OPERATION 


(Larger shops, multiply number mechanics by $188.00 
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Portable Office 
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for your used car lot 





eNO BUILDING DELAYS 


hook-ups. 





undercoated. 


e MODERN OFFICE FACILITIES 


Completely prebuilt. Easy power, water, sewer 


eNO EXPENSIVE FOUNDATION REQUIRED 
Built on 6 inch steel I-beam frame. Completely 


Ready for immediate occupancy 


...can be easily relocated! 


“s 1899 


p--------------------- 


00 


f.o.b. 
Elkhart 


MOTETTE DIVISION, DEPT. F 





Full 18’ x 10’ size—plenty of room for office 
equipment. Automatic heat — completely in- 
sulated. Jalousie windows, storm glass, screens. 
Private washroom. Built-in wardrobe and sup- 
ply shelves. Attractive interior paneling. 


e HANDSOME EXTERIOR 


Special coated steel requires minimum mainte- 

nance. Metal canopy on three sides. T'wo color 

Phone or Write for Complete Information 
PHONE ELKHART 3-0950 


Prairie Schooner, Inc. 
1503 W. Bristol Street, Elkhart, indiana 


Please send further information on the new 
PORTABLE OFFICE: 


NAME 
FIRM 


i 
ADORESS 


So 


city 


STATE 
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(8), $1,120*; Fairlane (8) Victoria 2- ’52 (62) sedan de Ville, $655*; coupe (ps), $1,800° (ps), # 750°, 
dr., $1,075* (ps), $1,000*; Country de Ville, $425* (ps). ih ae 4-dr. 1,550°; ionterey 
* * sedan (6), $1,045°. OHEVROLET— —"59 gz, T80%. Hardtop 2- ow = ae > (pes, (Bi 3006 . 
55 Fairlane (8) Victoria 2-dr., $625; dr., $2,915* (ps) 0 Ps); Cup 
Used-Car Auction Prices 5 Fens (8) eT fas PTs oe 5,200; | Mom eee tad 
TAL—'57 Southampton 4-dr., $2,- conv., $2,270*; Brookwood (8), $2, 255* ’55 Montclair 2-dr., $765*, $705. 
(ps). (ps), "$2, 100* ; Brookwood (6), $2,025*; ’54 Monterey 2-dr., $440*. 
MERCURY—’58 Monterey 2-dr., $1,750*. Bel Air (8) Hardtop 4-dr., $2,045 5* 53 Monterey Hardtop 2-dr., $35°* (pg), 
"57 Monterey Hardtop 2- -dr., $1,660° (ps), $1,925* (ps); Biscayne (8) 4-dr., | NASH —'55 Ambassador Super 4-dr,, 
(Continued from Page 32) (ps), $1,450*, $1,400*. $1,685; Delray (8) 4-dr., $1,670. * ; 
’56 Montclair Hardtop 2-dr., $1,160*; 57 Two-ten (8) station wagon, $1,690*, | OLDSMOBILE — ’57 (98) conv., $1,700° 
$1,085* (ps), $1,065* (ps); Two-ten *56 Windsor Hardtop 2-dr., $985*. Custom Hardtop 4-dr., $770*; Medal- $1,485; 4-dr., $1,490%, 2 at $1,475°, (ps); (88) 2-dr., $1,700* (ps), gy. 
(8) 4-dr., $1,085; Two-ten (6) 4-dr., "54 Windsor 4-dr., $885*. ist 2-dr., $740. $1,465*, $1,435°, $1,420*, $1,400*, $1,- 395*. 
$1,075*; station wagon, $1,000. DeSOTO — ‘57 Firedome Hardtop 4-dr., '5S Montclair Hardtop 2-dr., $865*, 265*: 2-dr., $1,460*%, $1,425*; Two-ten "56 (98) Holiday 2-dr., $1,250° (ps); 
'6S Two-ten (8) station wagon, $955* $1,630* (ps). $785*: Monterey Hardtop 2-dr., $740*. (6) station wagon, $1,575, $1,395; 4- (88) 2-dr., $1,225* (ps). 
(ps); Bel Air (6) 2-dr., $950*, $815*; ’56 Firedome 4-dr., $1,020* (ps). ’54 Monterey station wagon, $625*; Cus- dr., $1,345; One-fifty (8) 4-dr., $1,- "55 (88) 2-dr., $1,050° (ps), $900* (ps), 
4-dr., $875*, $830°; Bel Air (8) Hard-| nonGgE—'5s Royal (8) 4-dr., $1,905°. tom 2-dr., $450*. 295. $885°. 

















top 2-dr., $820. 57 Royal (8) La * : . | OLDSMOBILE—’57 (88) Super Holiday 2-| °56 Two-ten (8) station wagon, $1,415*| ‘54 (88) 2-dr., $700*. 
—'57 Windsor Hardtop 4-dr., toma ont (8) 44s, $1,080" Ge) dr., $1,810* (pa): 4-dr., $1,635° (pe), (ps); 4-dr., $1,140, $1,125*; Two-ten| "53 (88) 2-dr., $300°. ‘ 
$1,800° (ps); 4-dr., $1,675° (ps). | °S6 Coronet (8) 4-dr., $945*; Sierra (6), $1,590* (ps); (88) 4-dr., $1,725* (ps); (6) station wagon, py So. Se 7 ——. ee Deluxe 2-dr, 
$860*; Coronet (6) 2-dr., $820. Holiday 2-dr., $1,500*. a — TES: | ee ieet 66 Custom (6) & 
’55 Royal (8) Lancer 4-dr., $740*. ’56 (88) Holiday 2-dr., $1,435* (ps), 4-dr., $1,020. as ae > Su 
S te Pric FORD—'59 Fairlane (8) 500 Hardtop 2-dr $1,160°; Holiday 4-dr., $1,210* (ps); | °S5 Hel Ate (6) toate eo: Bel Air 4-d Sf Beivedere (6) 2-dr., $1,10¢ 
ons -dr., . . ee ° ss ’ Two-ten 2-dr., : r 4-dr.,| ‘57 Belvedere -dr., .100* 
cooter e $2,525* (ps); Fairlane (8) 500 Vic- "gue (ort ™ guise". 4- a . es '56 Belvedere (8) 2-dr., $800. 
toria 2-dr., $2,485°. re det ; 4-dr., $1,195°. ; - 5 , . —_— 
C t La br tta | 158 Thundecbird. $3,210° (ps), $3,170°| °55 (88) Super Holiday 2-dr., $1,240°;| (52 Styleline 4-dr.. $165". aa ee 
u m e (ps), $3,050*; Fairlane (8) 500 Vic- (88) Holiday 4-dr., $1,085* (ps); (98) | (3% oe nee, as $135 ‘54 Savoy (6) 2-dr., $400; 4-dr., $309 
NEW YORK.—-A $40 price reduc | 670" oar. *fi.650" Gusto PC} 300 (pe). $960° (ps); Holiday 2-dr., $925° | 5, coTro—'55 Fireflite 4-dr., $1,095* (ps); | PONTIAC—'57 Star Chief 2-dr.. $1 550° 
re ‘ . 5 Suesem SS) , ‘ - * : 4-dr., $985* (ps). '55 Chieftain 2-dr., $795*, $880. § 
tion on its recently introduced 175- | 2-dr., $1,715°; 4-dr., $1,590°, $1,550°;| "54, (88) a 1, ode, esber: (ea, | DODGE—57 Coronet (8) Hardtop 2-dr., Chief 2-dr., $790* (ps), $725°, $7ou" 
TV sports motor scooter has been Fairlane (8) $t., $1,690°; Fairlane ia. $625°° $605°. ” . $1,675*; 4-dr., $1,500*, $1,430*, $685 
( - ’ . , . , 
announced by Innocenti Corp., U. 5. | Gente, $2,350° (ps), $2,240° ore at =. $545, 9108°. . =o . Poeer Burmuda, $2,265* (ps); ean - 4-dr., ™ : 
| : 7 7 : "€1.- J —_ ustom (8) Suburban, he a ‘ ’ a % merican (6) 2-dr., $1. 
a oS MOter thse) $1,690" ‘ped, GLeeees Vitoria $1,445° (pa), $1,296; Savoy (8) 4-dr., | FORD—'S9 Galaxie Hardtop 2-dr., $2,825° | 400°. 
scooters and three-wheel trucks » Scene tent ae ase + $1,440° (ps), $1,150, $1,140*, $1,125°,| ,. (PS). . ‘ST Super (6) 2-dr., $1,375; 4-dr., $1, 
and utility vehicles es yr (Ds), waa tr $1,340°; $1.095*, $1,075; Belvedere (8) 4-dr 58 _ Country es 1 at 200° 
. conv., 1,400*; 4-dr., 1,375* (ps), , : , ° ~~ $2,100*, $2,090°, $2,000; Fairlane (8) 54 Cus * 60 
A. Sinclair Gray, Innocenti gen- $1,270*; country sedan (8), $1,520°*, eg - $925; Bel- 4-dr., $1,795°. 3 coo op Sa $310. 
eral manager, said “the enthusiastic)  $1-485°; ranch wagon (8), $1,290", vedere (6) 2-dr., $755*. "ST _ Country squire (8), $1,766) (Ps). | en — © 
—s ; $1,175"; Custom (8) 300 2-dr., $1,210.| , re r., $1,700", $1,695", $1,680", $1,605*; | STUDEBAKER—'53 Commander (8) 
reception given this new high- $1.170*, $1,155*, $1,100; Custom’ (8) = he 4-dr., $635; Savoy (6) 4- Fairlane (8) 500 3-dr., $1,650°: Custom | $300*. 
powered scooter throughout the 4-dr., $1,190*, $1,160*, a &:- PONTIAC 550 Catalina station wagon, §2,- (8) ranch wagon, eee ° | MISCELLANEOUS—'50 Studebaker 
075° (ps); $1,050°; 2-dr., 1, ; — 300 4-dr., $1,400*, $1,335°, at - : 
U. 8. during the past few months Fairlane (6) 4-dr., $1,090°; Fairiane| ,. 990) (De). a tauina 2-dr.. $1.930°: 4- 295°: 2-dr., $1,340°; Fairlane (8) Vic- | 
abt ae atta Te aa ys < 56 G = a Sn. $1,155*; Parklane ar., $1 860° vite a $1188, $1,198. a oR 
e. ountry sedan a ° 2 S - ° » .135. 
57 Super Chief station wagon, $1,675* | ‘56 Country sedan (8), $1,180*; Fair- 
foi, Star, Chiat come. $1560, (pe),| “lane (8). 2-dr._ $1.156¢ (pa); Main (® 
(pa); Chieftain Catalina 4-dr.. $1,455°;|  -4T., $895. $855, $815; Fairlane (6) 
* * Catalina 2-dr., $1,445°; 4-dr.. $1,375°. ee ce ae ay 
‘56 Chieftain Catalina 2-dr., $1,125°| ..- , 8 ° ¢ 
(ps), $995°*; Catalina 4-dr., $945*; 55 Country oouse <5). a ps), 
. Star Chief Catalina 4-dr., $1,025*; Cat- 7.’ Stee"; Soman SS) aew.. 
H W ll ion 2 or 83970": a $960° ' (ps) $1,100* (ps); Victoria 2-dr.. 2 at 
OW 1 “ae. > 4a-dr., , $900°, $765; 4-dr., $875*; Main (6) 
$900°. | 
| 4-dr., $585 
"55 Star Chief 4-dr., $785*, $750° (ps). . g = 
‘64 Star Chief 4-dr.. $550°; Catalina 2-| “4, Custom (8) ranch wagon, $590; 2 
Ce., Tee; Canatinin 2-6e., 9660". | ‘S51 Crest (8) Victoria 2-dr., $190. 
RAMBLER—'5S Super (8) Cross Country, | weRCURY—'57 Montclair Hardtop 2-dr 
$1,865; Deluxe (6) 2-dr., $1,360. oo ° ° * 
é ar ST Custom (8) Cross country, $1,350. ore $1,676° (ps); Hardtop 4-dr., 
, a 1,625°. 
"56 Custom (6) Cross country, $1,240*, | : _'s7 (a8 d -d 
$1,155°, $1,075°; Super (6) 2-dr., $915. | OUPSMOMIER —- "57 (88) Holiday 2-dr., 
DA ONA BEACH "56 (98) Holiday 2-dr., $1,610° (ps); 
Y I a (88) 4-dr., $1,150°. 
° ‘ - 0*. 
Perform at the New Florian Auto Auction, ale every Tome. | ‘SP (oe) Sultay aay Sg tn 
day. Prices are for sale of Jan. 13. Despite PACKARD—’51 4-dr.. $245° , 
i had another , - , = 7 
oa aie weather today, we PLYMOUTH—’59 Savoy (6) 4-dr., $2,025. | 
BUICK—’59 Electra 4-dr., $3,400° (ps). 
"58 Limited 4-dr., $2, 4 
aytona beac 3 brecat 3°: See 
"55 Special 2-dr., , 740°. 
"54 Super 4-dr., $435°. 


‘58 Belvedere (8) Hardtop 4-dr., §$1,- 
975°. 

"ST Belvedere (8) Hardtop 4-dr., $1,.575* 
(ps); Savoy (8) 4-dr., $1,285*, $1,270*, 
$1,250°, $1,225°. | 

"56 Custom (8) station wagon, $1,380°; 


| 
Savoy (8) 2-dr., $1,030°, $945°; Plaza | || 
ty Pg ||| Your own newspaper for 


‘SS Belvedere (8) 2-dr., $700*; Savoy || than a@ letter and envelope. 
(6) 2-dr., $480°*. i . . 
PONTIAC—'57 Chieftain (8) 4-dr., $1,- ||| (8 poges, tabloid size.) 
380°. This paper mails for only 1% 
’53 Chieftain (8) 4-dr., $890°*. i . 
RAMBLER—'55 Custom (6) 4-dr.. $750°. pene -<y for direct customer contact. 
WILLYS—'59 station wagon, $2,020. | usually fine for product display and H 
MISCELLANEOUS—'56 Ford panel, $780. | || SELLING! 
"SS Ford (8) \%-ton pickup, $650; Chev- ||) A terrific merchandising medium. A 
rolet (6) “%-ton pickup, $790. 
'S3 Ford %-ton pickup, $275. lerful Public Relations tool, loaded wit 
'S2 Ford (8) %-ton pickup, $405; (6), ||| interest appeoll 
$395. ||| Sells Used Cars Better than 
‘SL Ford (8) %-ton pickup, $370;||| Lecal Newspaper and for Less! 
Dodge %-ton pickup, $215. > . 
"50 Chevrolet %-ton pickup, $295, |New low cost includes everything: Ed 
||| torial, photographic, printing and moiling 
DETROIT | services. 
Motor City Auto Auction. Sales every | Exclusive purchase rights 
Monday. Prices are for sale of Jan. 12. 
Sharp merchandise still bringing top dol- | FARRAND PUBLICATIONS INC. 
lar. Bidding very brisk. Sold 140 cars from 103 West Fifth Street 
247 consignments. Reyal Ocak, Michigan 
BUICK—'57 Super 2-dr., $1,750°; Special SEE US AT BOOTH 14 NADA CONVEN 
2-dr., $1,475°. TION, CHICAGO, JAN. 30-FEB. 4. 


"653 Special 4-dr., $250° (ps), $190°. 
"52 RM Riviera 2-dr., $140°. 
CADILLAC—'59 (62) coupe de Ville, $5,- 


International Speedway? (“22° So 


"S57 (69) Special 4-dr., $3,065° (ps). 
"56 (62) sedan de Ville, $2,420° (ps), 
$1,.975° (ps). 
CHEVROLET—'58 Bel Air (8) 4-dr., $2,- 
150° (ps); Impala (8) conv., $2,050°; 


Hardtop 2-dr., $2,035*; Yeoman (8), 
World's Fastest Speedway Mecaiep 3d... $2,000"; Fouman. (8). 
dr., $1,575. 
NEW PERFORMANCE RECORDS are sure to be set "ST Bel Air <8) Hardtop 2-dr., $1,525; 
this season with the opening of the new 212 mile 'S6 Bel Air (8) station wagon, $1,165; 
. . . 4-d 4- 0°, 
high-speed track in Daytona Beach! Will the car you our dae Gaeee i 2 
° >? Handyman, $910. 
sell set a new world’s endurance record? os Eel ann igs ante... $000°: 2-00.. 9000, 
$735; Two-ten (8) 2-dr., $795*, $525. 
"52 Two-ten (6) 4-dr., $265°. 
‘51 Deluxe 2-dr., $250°. 


You Can Send a Reporter to Cover "50 2-dr., $165. 


CHRYSLER—'53 NY 4-dr., $200. 
DeSOTO—'57 Firedome 4-dr., $1,500*. 
The Entire Racing Season for yg at Ry 
(ps) 
"56 Special Estate wagon, $1,250*°; 2-dr., 


| 
| 
i 
Less Than 12¢ a Day! "55 Fireflite Sportsman 2-dr., 020 
(ps). 
. DODGE—'57 Cust Royal (8) 4-dr., $1,- $1,100*, $975°; RM 2-dr., 2 at $1,100°. 
Mail Coupon Today Se ines Daytona Beach 450° =. _ =< r., § ’55 Century 2-dr., $825°; Special 2-dr., | 





i "53 Meadowbrook 2-dr., $140. $720° ; conv., $690°. 
News Journal will send you complete coverage on RDOEE be Paces diandtcn 2-dr., $1,000°.| °S4 Special 2-dr., $670°, $440°:; Super | 


yo is performing. Tie in your FORD—'59 Fairlane (8) 500 Victoria 4- 2-dr., $605*, $475; 4-dr., $490°, $475°. 
now the aa : - a on 9 ¥ dr., $2,565* (ps). CADILLAC—'56 (62) sedan de Ville, $1,- 
advertising immediately with new world records. And ‘88 Gountry sedan (8), $2,130* (pe), $2,-| 7507 

; 000° (ps); Fairlane (8) 500 4-dr., $1,- ) sedan de ° . : 
remember, your customers age nye your mse 815° Toabe Fairlane (8) 4-dr., $1. "set, OHEVROLET- ‘58 Impala (8) cony., 31.- 
i wi if you know how the car you se $1,725*; Custom (6) 300 2-dr., $1,360. 985°; Brookwood (8), $1,915°; Bis- 
tive knowledge if y y ‘ST Fairlane (8) 500 2-dr., $1,575* (ps), cayne (8) 2-dr., $1,625*. - ” 
'S7 Bel Air (8) 4-dr., $1,570*; Two-ten 


performs on the track as well as in the showroom! $1,465° (ps): 4-dr., $1,525° (ps): Fair. 
lane (8) conv., 2 at $1,415* (ps); Cus- 
tom (8) 300 4-dr., $1,525*° (ps): ranch 
wagon (8), $1,265*. 
"56 Fairlane (8) 2-dr., $990° (ps); 4- 


* MAIL COUPON TODAY! “= & <.,, S*; Custom (8) 2-dr., $750, 


‘55 Fairlane (8) Town sedan, $860*; 
a Custom (8) 4-dr., $565, $540. 


‘54 Custom (8) country sedan, $550*; 
Daytona Beach News Journal ‘ ranch wagon, 9525. 


(8) 2-dr., $1,215°; Two-ten (6) 2-dr., 


$950°. ? 
'56 Two-ten (6) station wagon, $875, 0S é a eT 
$835*; Two-ten (8) 2-dr., $830. 7 
'55 Bel Air (8) 2-dr., §910*, $825°, 
$730°; Bel Air (6) 4-dr., $710; 2-dr., aa The answer to 
* > = * . 
$620, $508, — a-de., G50", O00, this and count- 
'S4 Two-ten 4-dr., $475; 2-dr., $450, less other ques- 
m Air 2-dr $365° $400°; Two-ten AUTOMOBILE tions 1s in “The 
4-dr., $400 $325 , ; Automobile 
CHRYSLER—’55 NY 4-dr., $950* (ps). : Dealer by 
DeSOTO—’57 Firesweep Sportsman 2-dr., Martin H. Bury. 
$1,475*; 4-dr., $1,350°*. This valuabie 


"53 Firedome (8) 2-dr., $255°*. er 
50 Custom 4-dr., $285. book, now in its 


DODGE—'57 Coronet (8) 2-dr., $1,475*; second printing, 

<ustom Royal (8) 2-dr., $1,475* (ps). has been ac 
"53 Meadowbrook (6) station wagon, e 

$195. claimed the 


FORD—'58 Thunderbird, $3,050*; Fair-|]| “bible” of its field. Order now with 


lane (8) 500 4-dr., $1,875* (ps), $1,- pon. 
825*; conv., $1,825* (ps); country on If, 4 ter 10 da yee ae 
sedan (8), $1,875. not convinced that this book merits 


’57 Country sedan (8), $1,525*, $1,450°; || being a worthwhile, permanent ref- 


Fairlane (8) 500 2-dr., $1,490* 

$1,350"; Feirlane (8) 2-dr. ' — return Pa your money 

Custom (8) 4-dr., $1,170, $1.150, $1,-|| #2 be refumded. Send for your 

110. copy now before it slips your mind. 
*56 Fairlane (8) Victoria 2-dr., $1,040*; EE 


ranch wagon (6), $950°; Custom (8) I PHILPENN PUBLISHING COMPANY | 


ab Giuater ‘team (8), Q00t*, gare’, are Broad St., Philadelphia 21, Pa. | 


$845*, $800; Fairlane (8) Crown Vic-|]| Se fenpies) oi of the new book, | 
soot ae. —,. ee poliene (6) | othe yn ealer' 
$625, $555." $ ae 19). Se. | C1 1 enclose check covering books at | 
54 Custom (6) 2-dr., $490, $360; Main $5.20 each 


> 2-dr., $370. .|7o Send books C.O.D., plus postage 
| 
| 


"53 Custom (8) 4-dr., $440°; 2-dr., $325. 
"35 2-dr., $750. 
- MERCURY—'58 Medalist 2-dr., $1,650°. 
Check box for racing coverage you want . . . Please enclose check # 57 Turnpike Cruiser 4-dr., es coos (ps); 
Montclair Hardtop 2-dr., $1,600* (ps). 
® "56 Montclair Hardtop 4-dr., $1,215* 


Racing Dept. . . . Daytona Beach, Florida 


Or money order. 


For Speed Weeks coverage February | thru 22, including time trial ota: asentesey 2-dr., $1,200* (ps). 
on beach and speedway, 100 mile Grand National, 100 mile Convert- onterey 2-dr., $680. 

OLD c—’ - © 
ible, 200 mile modified, 25 mile consolation and 500 mile International € as Un, an — we vee $1, 
Sweepstakes, we will mail as follows: All morning, evening and Sunday "56 (98) Holiday 2-dr., $1,525* (ps); 
papers, January 31 thru February 23, total 40 daily and 4 Sunday # 4-dr., $1,150* (ps). 


papers (including 9% page Speedway Edition, February 22) for $2.75. ‘54 (98) 4-dr., $600° (ps). 


PLYMOUTH—’'58 Savoy (6) 4-dr., $1,600*. 
For Sports Car coverage from March 23 thru April 5, including time é* *. = ae 4-dr., $975°; Plaza (6) 
trials, 100 mile Grand Prix sports car race, 100 mile Indianapolis car ’54 Plaza (6) 4-dr.. $300*. 
race, and 1000 kilometer (U.S.A.C.-F.I.A.) International sports car B erate Star Ly 4-dr., $2,575* 
race, we will mail as follows: All morning, evening and Sunday on ee meena Fnarse; Ghietiain 
papers, March 22 thru April 6, total 26 daily and 3 Sunday for $1.90. 6 spe ntaline 2-dr., $900*. 5 
A.M.A. motorcycle races on Beach-Road track: From March 2 thru 8 RAMBLER 56 Custom (6) 4.dr., $870°. 


including time trials, 100 mile novice race and 200 mile national race, WILLYS—'50 Jeep conv., $400°, 
we will mail as follows: All morning, evening and Sunday papers, eee Ford pickup, $1,- 


February 28 thru March 9, total 16 daily and 2 Sunday for $1.25. e 


PORTLAND, ORE. 


All 3 packages, only $5.00 Portland Auto Auction, Inc, Sale every 
Tuesday, Prices are for sale of Jan, 13. 
NAME BUICK—’57 Century Riviera 4-dr., $1,- 
865* (ps); Special 4-dr., $1,550*. 
& ’56 Century Estate wagon, ‘$1, 445°; Spe- 
cial Riviera 2-dr., $1,210*; 4-dr., $1,- 


050°. 
city STATE E ’55 Super Riviera 2ar., $1,015* (ps). 
*51 RM 4-dr., $170* 


BERR RRR RSS SS ww ww oO eee ce vie 2. 


53 Crest (8) Victoria 2-dr., $575*, $550; 
country squire, $500; Custom (8) 2- l 
dr., $350, $300; Custom (6) 2-dr., 
$285, $230. DR ceispinniasthineninsinniiii— 

*51 Custom (8) 2-dr., $400*. | | 
HUDSON—’53 Jet (6) 4-dr., $200. Street: 
LINCOLN—'57 Premiere 4-dr., $2,195°; | | | 
Capri 4-dr. $1,910* (ps). | 
*53 Capri club coupe, $490* (ps), 
MERCURY — ‘58 Monterey 2-dr., $1,900° 


| 
SS 
City. —State___ = 









THE STATION WAGON HERE BY POPULAR DEMAND! 


The RAMBLER AMERICAN Sells For 


* (ps), 
2-dr., 
irban, 
Savoy 
nL _ 


| Than Other Leading Low-Priced Station Wagons! 














~ee-And That’s Only One Advantage 
. RAMBLER DEALERS Enjoy! 








* Only Rambler Dealers 
Have a full-range line that completely covers the low-priced field: The thrifty 
Rambler American, the famous Rambler 6, the powerful Rambler Rebel V-8, 
the luxurious Ambassador V-8 and the imported Metropolitan. 

% Only Rambler Dealers 


Can sell an American built car for as little as $41.37 per month.** 
—/ Rambler Dealers 


ave what more and more Americans want—the compact car with the best 
of both: Big-car room, small-car economy! 









Based on lowest- qriced models of $ tending station wagons as reported b Setemetive News and N. A DA 
1989 Rambier American DeLuxe 2-Door Sedan at full suggested factory delivered price, eq with 
Reclining Seats, White ‘Sidewall Tires, and Windshield Washers—including finance charges at 6% on . 6-month 
contract, one-third down, for $41.37 a month. Does not include freight, insurance or state and local taxes. 









MAIL THIS COUPON TODAY 


Director of Dealer Development 
American Motors Sales Corporation 






We Have the Product for the 
Expanding Compact Car Market... 
YOU Have the Opportunity! 


Rambler Franchises also available in Canada and important export markets. 
in Canada write to: American Motors (Canada) Ltd., 2951 Danforth Ave., Toronto. 


| 
| 
i 
| 
Detroit 32, Michigan ; 
Senenpens Se — Lyon please provide me with more complete information i 
about the Rambler franchise. I understand that I am under no obligation 
Ser toate alll Ge tel be ae ees Goes 
| 
| 
| 
| 
| 
| 
| 
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AUTOMOTIVE NEWS, JANUARY 26, 1959 


Sales Conditions in Various Areas... 





Auto Market Reports 


San Antonio 

New models and holiday business 
spurred December registrations of 
new cars in San Antonio and Bexar 
County to 1,739 from 1,140 the 
previous month, a gain of approxi- 
mately 35 percent. 

This made December the best 
month of the year for new-car 
dealers and marked a continued 
advance in sales from October, 
which was the low month of the 
year with only 1,060 registrations. 

New-car registrations for the 
year totalled 15,322, about 20 per- 
cent less than the 19,057 counted 
a year earlier. 

By makes, December registrations 
were: Chevrolet, 710; Ford, 321; 
Pontiac, 150; Oldsmobile, 111; 
Buick, 92; Plymouth, 70; Rambler, 
51; Mercury, 42; Cadillac, 37; Dodge, 
32; Simca, 18; Chrysler, 15; Im- 
perial, 13; Opel, 12; MG, 10; Taunus, 
9; Edsel, 8; Lincoln, 6; Volvo, 6; 
Austin-Healey, 5; DeSoto, 5; Willys, 


5; Continental, 3, and miscellaneous, | 


The 194 new-truck registrations 
in December were divided as fol- 
lows: Chevrolet, 
Dodge, 14; GMC, 13; International, 
13; Willys, 3; Autocar, 1, and Mack, 


1. —(J. H. Reed.) 
Los Angeles 


A total of 18,447 new cars were| 


registered in Los Angeles County) 
in November, compared with 14,225 
in October, according to figures 
compiled by Donnelley’s Motor Re-| 
corder. 

Rambler dropped from fourth to} 
sixth place and Studebaker leap- | 
frogged from 27th to a tie for 16th. 
Renault, dropped from fifth to| 
eight. Volkswagen fell from eighth | 
to llth. 

By makes, registrations were: 





ASSETS 


U. S$. Government bonds......... 
Notes receivable, less reserves. 
Sundry accounts receivable........... 
Prepaid interest and expense 
Repossessed automobiles ......... 
Fixed assets, ot depreciated cost... 


LIABILITIES 


Capital funds: 


Preferred stock 
Common stock and surplus... 


DIRECTORS 


Wm. Anderson 

Executive Vice President 
A. J. Blasco 

President 

D. Gee 

Vice President and Treasurer 
Poul Hamilton, Jr. 

Vice President 

. F. Hudson 

Chairman of the Board 


HOME 





94; Ford, 55;)| 


nterstate 


SECURITIES COMPANY 


41st Annual Statement 
(Condensed ) 
for Year Ended October 31, 1958 


Cash on hand and in bank... 





Notes poyable, unsecured, short term... —.... 

Notes poyoble, unsecured, long tert... cncccnccorereeeeennens 
Accounts poyable, occrucls ond reserves......................... 
Mortgage on home office building... ccc beeen 


Subordinated notes........................ 





Ford, 5,182; Chevrolet, 2,959; 
Plymouth, 1,372; Oldsmobile, 1,- 
102; Buick, 1,017; Rambler, 882; 
Pontiac, 754; Renault, 591; Dodge, 
524; Cadillac, 405; Hillman, 353; 
Mercury, 320; Volkswagen, 309; 
Fiat, 246; Chrysler, 217; MG, 197; 
Studebaker, 197; Volvo, 143; Tri- 
umph, 140; Edsel, 109; Peugeot, 
108; Simca, 107; Austin-Healey, 
105, and English Ford, 97. 
DeSoto, 86; ‘Morris, 84; Metro- 
politan, 82; Opel, 81; Imperial, 66; 
Continental, 63; Lincoln, 62; Borg- 
ward, 59; Vauxhall, 57; Mercedes- 
Benz, 43; Taunus, 42; Jaguar, 41; 


British Rank First 


In Car Exports 
To U.S. Market 


DETROIT.— Great Britain was 


|the top exporter of cars to the 


U. S. in the first nine months of 
1958 and West Germany was a close 


| second, according to the Automo- 


bile Manufacturers Assn. 

Britain sent 108,876 autos to the 
U. S. while German shipments to- 
talled 99,377. Shipments of other 


| countries included: 


France, 60,435; Italy, 18,101; 


Sweden, 13,402; Ireland, 1,733; 
Japan, 1,135; Czechoslovakia, 655; 
Canada, 311; Belgium, 211; East 


Germany, 201; the Netherlands, 3; 


| Spain, 2; Switzerland, 2, and Aus- 


tralia, 1. 


West Germany exported 9,892 
trucks, buses and chassis to the 
U. S. in the first nine months while 
Great Britain’s shipments totalled 
1,521. The Germans and British also 
ranked one-two in shipments of 
both used cars and automotive 


| parts. 






ee 6 
penednneseweecee a» 1,997,517 

.- 57,394,510 
476,265 
459,272 
42,731 
_ 898,414 
$72,456,047 












$35,460 400 
13,125,000 
3,157,339 
139,480 











mvsseveeveceee 20,573,828 
~572.456.047 








R. C. Kemper 
Ch. & Pres., City National Bank 
& Trust Co., Kansas City, Mo. 
W. T. Kemper 
Pres., Kemper Investment Co. 
Kansas City, Missouri 
J.N. McLucas 
Senior V. Pres., National Bank 
of Detroit, Detroit, Michigan 












OFFICE 





A. RICHEY 





13-14-15-16 INCH TIRES 


ENTERPRISES, 














DKW, 38; Toyopet, 27; Isetta, 24; 
Porsche, 23; Alfa Romeo, 15; Go- 
liath, 15; Sunbeam, 14; Austin, 13; 
Goggomobil, 9; Citroen, 8; Datsun, 
7; Lloyd, 7; Skoda, 7; Packard, 6; 
Willys, 2, and miscellaneous, 30. 

New-truck registrations num- 
bered 2,240 in November, compared 
with 1,867 a month earlier. 

By makes, they were: Ford, 912; 
Chevrolet, 762; International, 152; 
GMC, 119; Volkswagen, 115; Dodge, 
49; Willys, 26; English Ford, 21; 
Reo, 18; White, 9; FWD, 6; Stude- 
baker, 6; Diamond T, 4; Divco, 4; 
Mack, 4; Freightliner, 4; Kenworth, 


3; Autocar, 2; Peterbilt, 2, and 
miscellaneous, 22.— (William Car- 
roll.) 

= = « 


Santa Barbara, Calif. 


Sixty-five more import cars were 
delivered in Santa Barbara last 
year than in 1957. Assisted by a lag 
in sales of domestic makes, they 
doubled market penetration from 
14 percent in 1957 to 28 percent in 
1958. 

Of the 13 new-car dealerships 
here, nine have foreign cars for 
sale. Four deal exclusively in makes 
from Europe and the Orient. 
Twenty-eight import makes are 
represented, compared with 15 
American models offered for sale. 

Only four dealerships have yet 
to succumb to the import call. They 
sell Ford, Chevrolet, Oldsmobile- 
Cadillac, and Dodge-Chrysler-Im- 
perial—(Hugh Points.) 

> > * 


Dallas 


Registrations of new cars totalled 
3,927 in Dallas during December, 
with Chevrolet leading Ford 1,433 
to 972. 

Other registrations were: Olds- 
mobile, 262; Pontiac, 230; Buick, 
162: Plymouth, 156; Cadillac, 101; 
Rambler, 95: Renault, 82; Mercury, 
68; Studebaker, 53; Dodge, 34; 
Simca, 30; Fiat, 25; Volkswagen, 
25; Lloyd, 22; Metropolitan, 22; 
English Ford. 21; Edsel, 14; DeSoto, 
13; Opel, 13; Vauxhall, 13; Chrysler, 
12: MG, 9; Lincoln, 8; Morris, 8; 


Peugeot, 7; Volvo, 6; Imperial, | 


Willys, 3, and miscellaneous, 23. 

The 400 new-truck registrations | 
were divided as follows: Chevrolet, 
173; Ford, 120; International, 38; 
Volkswagen, 15; GMC, 14; Dodge, 
10; White, 10; Kenworth, 6; English 
Ford, 5; Goliath, 3; Studebaker, 2; 
Willys, 2; Diamond T, 1, and Mack, 
1.—(Ruby Fenoglio.) 

> > > 


Youngstown, O. 

A total of 645 new cars and 66) 

new trucks were sold in Mahoning 

County (Youngstown), O., in De- 
cember. 





By makes, car sales were: Ford, 
158; Chevrolet, 119; Pontiac, 55; 
Buick, 48; Plymouth, 43; Olds- 
mobile, 41; Cadillac, 37; Dodge, 
29; Rambler, 23; Volkswagen, 14; 
Chrysler, 13; Mercury, 13; Stude- 
baker, 11; DeSoto, 10; Edsel, 3; 
Lincoln, 2, and miscellaneous, 
26. 


Truck sales were: Ford, 20; Chev- 
rolet, 18; GMC, 13; Dodge, 5; In- 
ternational, 4; Willys, 3; Volks- 
wagen, 2, and Reo, 1.—(Stephen L. 
Ritz.) 


- * > 
Indianapolis 

December saw 1,796 new cars 
registered in Marion County (In- 
dianapolis), compared with 1,631 in 

November and 2,147 in December a 
year earlier. 

For the full year, registrations 
numbered 22,321, compared with 
28,085 in 1957. 

By makes, December registra- 
tions were: Chevrolet, 427; Ford, 
oe Plymouth, 138; Oldsmobile, 

123; Buick, 109; Pontiac, 88; 

Rambler, 77; Caditine, 71; Dodge, 

56; Studebaker, 55 ; English Ford, 

47; Mercury, 30; Volkswagen, 22; 

DeSoto, 20; Chrysler, 10; Edsel, 

10; Checker, 9; Hillman, 9; Im- 

perial, 9; Lincoln, 9; SAAB, 8; 

Fiat, 7; Morris, 6; Opel, 6; 

umph, 5, and miscellaneous, 29. 

New-truck registrations amounted 
to 180 in December, compared with 

220 in November and 225 in Decem- 
ber a year earlier, By makes, De- 
cember registrations were: Ford, 
46; Chevrolet, 42; International, 20; 








GMC, 18; White, 14; Mack, 13; 
Willys, 8; Studebaker, 7; Dodge, 
5; Volkswagen, 3; Diamond T, 2; 


and miscellaneous, 2.—(C. L, Kern.) 
+ = +e 


Toledo 


December sales of new cars in 
Toledo and Lucas County totalled 
1,463, to top by four units the same 
month of the previous year. It was 
the only 1958 month which ex- 
ceeded the corresponding period of 
1957, 

Registrations by makes were: 
Chevrolet, 406; Ford, 307; Buick, 
136; Oldsmobile, 122; Pontiac, 110; 
Rambler, 55; Plymouth, 53; Cadil- 
lac, 52; Studebaker, 37; Dodge, 31; 
Mercury, 24; Volkswagen, 18; 
Chrysler, 15; English Ford, 15; 
Edsel, 12; DeSoto, 9; Renault, 9; 
Lincoln, 8; Imperial, 7; Simca, 6; 
Willys, 1, and miscellaneous, 26. . 

New-truck sales numbered 148, 
compared with 80 in the year- 
earlier period, By makes, they 
were: Chevrolet, 47; Ford, 44; 
Dodge, 11; GMC, 11; Willys, 10; 
International. 8; Diamond T, 5; 
White, 5; Volkswagen, 4; Reo, 1, 
and miscellaneous, 1. 

For the full year, new-car regis- 
trations amounted to 13,081, com- 
pared with 20,624 in 1957. New- 
truck registrations totalled 1,072, 
compared with 1.480 a year earlier. 

There were 503 foreign-car regis- 
trations in 1958, compared with 131 
in 1957.—(Ernest C. Kish.) 

= = > 
Minneapolis 

New cars delivered in Hennepin 
County (Minneapolis) during 1958 
lagged almost 14 percent behind 
1957, according to Finance and 
Commerce, business newspaper. 

The report showed 30,903 de- 
liveries in 1958, compared with 35,- 
839 in 1957. This was the lowest 12- 
month total since 1952, when the 
count was only 27,062. 

Slow deliveries of many makes 
during December reflected dealer 
inventory difficulties brought on 
by strikes in the industry earlier 
in the model year. 

The December sales total was 
2,957, compared with 2,611 in No- 
vember, Chevrolet moved back into 
first place with 807, compared with 
Ford’s 697. Ford had led for a 
short time early in the model year. 

Other registrations were: Pon- 
tiac, 218; Oldsmobile, 214; 
outh, 186; Rambler, 184; Buick, 150; 


Cadillac, 89: Mercury, 86; Stude-| 


baker, 65; Dodge, 55; Chrysler, 30; 





Plym- | 
| Vauxhall, 72; Plymouth, 61; British 





Edsel, 23; Volkswagen, 23; De 
22; Lincoln, 22, and miscell:neoug, 
86. 

New-truck deliveries in Decem. 
ber totalled 181, compared with 179 
a month earlier. By makes they 
were: Chevrolet, 69; Ford, 58; In. 
ternational, 20; Dodge, 18; GMC 
5; Willys, 4; Volkswagen, 2, and 


Studebaker, 1—(Donald M, Lyong) 
* * * 


Vancouver, B. C. 


While auto sales showed an up. 
ward movement for the last three 
months of 1958 in the Vancouver 
(B. C.) area, the gain was not 
sufficient to overtake the big drop 
recorded in the previous three 
month period. 

New-car registrations for the 
year totalled 19,408, which wag 
down slightly from the 196% 
counted in 1957. 

Truck sales showed a sharper 
decline at 2,270, compared with 3. 
187 in 1957. December truck regis- 
trations totalled 126, down 17 from 
the corresponding month last year. 

Chevrolet, forced into second 
Place in the auto sales race during 
the last two months of the year, 
still accounted for the biggest share 
of the market in the 12-month pe- 
riod. Chevrolet claimed 18.6 per- 
cent of the market with sales of 
3,615. 

Pontiac, sales leader in Novem- 
ber and December, was runner-up 
over the year with 12.1 percent. 
Ford was third with 10.1 percent. 

Smaller European cars con- 
tinued to gain in popularity and 
claimed 30 percent of sales 
against 23.2 percent in 1957. Most 
popular foreign make was Volks- 
wagen with 64 percent. 

Vauxhall and the British Ford 
each accounted for 4.7 percent of 
the year’s sales. 


Ten most popular models in 1958 
with percentage of market in 
brackets were: Chevrolet, 3,615 
(18.6 percent); Pontiac, 2,345 (12.1); 
Ford, 1,960 (10.1); Volkswagen, 1,- 
240 (6.4); Meteor, 1,131 (5.9); Plym- 
outh, 937 (4.9); Vauxhall, 920 (4.7); 
British Ford, 917 (4.7); Dodge, 831 
(4.3), and Austin, 712 (3.7). 

New models in December hit a 
sales total of 1,658, up from 1,387 in 
the corresponding 1957 month. 

Ten most popular models were: 
Pontiac, 295; Chevrolet, 249; Ford, 
136; Meteor, 121; Volkswagen, 102; 


Ford, 58; Buick, 57, and Austin, 5. 
—(F, H, Fullerton.) 





Cars of 8 Nations to Be Exhibited . . . 


N.Y. Import Show Enlarged 


NEW YORK.—The world’s eight 
automotive producing nations will 
unveil their newest models at the 
1959 International Automobile Show 
in the New York Coliseum Apr. 4- 
12. 

The annual affair, called the 
largest show of its kind held in 
this country, will feature the most 
comprehensive collection of new 
styling, engineering and crafts- 
manship developments ever pre- 
sented in the U. S., according to 
Charles Snitow, IAS president. 

The latest cars from manufactur- 


Hartzell Heads 
M-B Truck Sales 


SOUTH BEND.—Robert L. Hart- 
zell has been appointed sales man- 
ager of the newly established truck 
and bus division of Mercedes-Benz, 
Inc. 

Mercedes-Benz Sales, Inc., is the 
U. S. distributor of a diversified 
line of diesel and 
gasoline - powered 
Mercedes - Benz 
trucks, ranging 
from the light de- 
livery and one- 
ton pickup to the 
L332 model, which 
has a total weight 
capacity of 38,550 
pounds. The com- 
pany, a subsidiary 
of Studebaker- 
R. L. Hartzell Packard Corp., 
also distributes the deluxe 10-17 
Passenger diesel and gasoline- 
powered bus with sky-view win- 
dows and sliding roof. 

Hartzell was formerly manager 
of the Unimog division of Daimler- 
Benz of North America, Inc, 





ers in Czechoslovakia, England, 
France, Germany, Italy, Japan, 
Sweden and the U. S. will be on 
display. 

Snitow said the show would be 
over 33 percent larger than last 
year’s exhibit and three times 
greater in size than the initial 
Coliseum show in 1956. 


Displays will utilize three floors 
of the Coliseum, as against two 
floors last year, with an exhibition 
area of 218,000 square feet as 
against 147,000 square feet last 
year, he added. 


More than 300 luxury, sports 
and economy cars, representing 
over 60 exhibitors, motorcycles, 
automotive accessories, fuels and 
supplies will be on display, Snitow 
said. 

A preliminary list of the models 
to be presented includes: 

Abarth, AC, Alfa-Romeo, Arnolt- 
Bristol, Asardo, Aston-Martin, 
Austin, Austin-Healey, Auto Union, 
Bentley, BMW, BMW-Isetta, Borg- 
ward, Calthorpe, Chrysler, Citroen, 
Datsun, Diahatsu, DKW, Dodge 
Facel-Vega, Ferrari, Fiat, English 
Ford, Goggomobil, Hillman, Im- 
perial. 

Jaguar, Lancia, Lloyd, Lotus, 
Mercedes-Benz, Messerschmitt, 
Metropolitan, MG, Moretti, Morgan, 
Morris, Nisonger KLG Special, NSU 
Prinz, Opel, Panhard, Peugeot, 
Porsche, Rambler, Renault, Riley, 
Rolls-Royce, Rover, SAAB, Simca, 
Singer, Skoda, Sprite, Studebaker 
Lark and Hawk, Sunbeam, Taunus, 
Tempo, Toyota, Triumph, Vauxhall 
Victoria and Volvo. 

Snitow said sales of both do 
mestic and imported cars during 
the nine-day period of last year’s 
show was estimated by exhibitors 
to have exceeded $25 million, 
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STUDEBAKER FLEETS ARE NOW EFFECTIVELY PARING 


COSTS FOR A LARGE VARIETY OF USERS 


This is a simple story. It begins with the lowest first cost of any 6-passenger car with full-size 
interior. > Next come lowest operating costs. The Lark’s fuel consumption is remarkably 
low due to its small displacement engine (170 cu. in. for the “‘six”) and a carefully engineered 
induction system. <*> Then consider the eventuality of accidents. Bolt-on grille and fenders 
sharply cut the cost of sheet metal repairs and lower insurance premiums. And, The Lark’s 


141% foot length saves about 18 square feet of parking space over conventionally-sized cars. 


Finally, The Lark’s range of optional equipment provides it with flexibility adaptable to a wide 
range of uses. It makes good business sense to take advantage of The Lark’s money-saving poten- 


tial. > Just mail the coupon for interesting details. 
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PURCHASED BY SUCH LARGE FLEET OPERATORS AS: 


City of Cedar Rapids, lowa City of Miami, Florida 


Western Electric, LeMoyne, Pa. 
Beli Telephone Co., New York 
Avis Car Rental, Denver and Tampa 
National Car Rental Systems 


Commonwealth Edison, Chicago 
Peoples Gas Co., Miami, Florida 
Hertz, Palm Beach, Florida 





DEALERS! Fleet business is just one more reason the 
Studebaker franchise is becoming increasingly valu- 
able whether you sell dual or exclusive. 


; im fleet transportation. 


? MR. A. E. FITZPATRICK, Manager—Fleet Sales 
i STUDEBAKER-PACKARD CORP./South Bend 27, Indiana 


i NAME 
i ADDRESS 
i CITY ZONE _ STATE 
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Hot Rod Handbook Covers the Field 


NEW YORK.—“Hot Rod Hand- 
book,” dealing with every phase of 
the activity from engine swapping 
to building a dragstrip, has been 
published at $2 a copy by Arco 
Publishing Co., Inc., 480 Lexington 
Ave., New York 17, N, Y, 


The 144-page book includes nu- 
merous charts and tables and hun- 
dreds of photographs. 

Experts in specialized areas of 
hot-rodding are given space in the 
book to elaborate on their pet 
topics. 





GOING TO THE 





CONVENTION? 


ARE YOU 
Opposed to Protected Territory? 
IF SO 
Let’s Get Together and Organize 
Opposition to N.A.D.A.’s Stand on 


This Issue. 


PLEASE CONTACT 


R. K. HELMOLD 
CONRAD HILTON HOTEL 


Sunday, A. M. February 1 


{Mr. Helmold is a Ford dealer representing a 
large number of North Carolina dealers op- 
posing protected territory.) 


If not in, please 
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OIL FILTER 


THE ONLY FILTER THAT COMPLETELY REMOVES 
BOTH SLUDGE AND ACIDS —THE DEVELOPMENT 
Use er ele 


He 


fran sce sone catmrsn 


leave message. 


PIECE-CONSTRUCTION 


HEAT-TREATED AND CURED ACCORDION-PLEATED, 
RESIN-IMPREGHATED, 


LEE FILTER has done it again with an entirely new kind of oil filter — 


the LEE Monolithic ( 


sion filtration — full-flow oil filtration PLUS 


) Resin-weld® Filter with mage 


anti-acid 


Feridium® filtration. IT'S THE ONLY FILTER THAT "REMOVES 


BOTH SLUDGE AND ACID! 


Exclusive resin-welding of all filter components makes possible for the 


enn eameninay denmoaining 


ip, more powerful than rivets 


eaeee ened Spans or 
Resia-weld® Filser look like what ic is — 4 FUNCHIONAL ML PART! 


fede coma 


The LEE Resin-weid® Filter is produced with 


E ‘ ith pre-determined 
thereby insuring ine at's  pectienehty aa. Filter-failure caused 


pass and 


filtering characteristics 


collapse, by- 








‘Future Bright for Industry,’ Lakes States. . . 
Auto Forecast Goes Double 


ANN ARBOR, Mich.—A bright 
future for both the automotive in- 
dustry and the Great Lakes states 
was predicted here by Harry A. 
Williams, Automobile Manufactur- 
ers Assn. managing director. 

He spoke at the seventh annual 
conference of the Great Lakes 
States Industrial Development 
Council. 

“To my way of thinking, it is 
just as sure as anything in this 
life that the automotive industry 
will grow, progress and prosper 
in the years ahead,” Williams 
said. 

“And, in so doing, it will con- 
tribute increasingly to the economic 
well-being of the Great Lakes 
states. For certainly this industri- | 
ally rich region will always be the 
heartland of motor-vehicle manu- 
facturing.” 

Williams cited these statistical 
yardsticks for measuring the in- 
dustry’s future prospects: Fore- 
casts of growing population, rising 
income and a trend toward subur- 
ban living. 

All of these factors will in- 
crease the demand for automo- 
tive products and since the Great 
Lakes area is the center of most 
things required to build motor 


along with the auto industry, 
Williams said. 
He said the vast Federal highway | 


that more than half of the 30,000 
firms which supply automotive 
goods .and services are located in 
the area’s five states. 


“More than a fifth of all vehicles | 


registered in the nation as a whole 
are within these states,” he con- 


U. S. new passenger-car sales were 
in the area.” 

Why did the Great Lakes 
region become the center of the 
automotive industry? The chief 
reasons were geographic and 
economic, Williams said. 

_ “Raw materials, 8 k i 1 le da labor, | 


BEVERLY HILLS, Calif.—“We 
expect a 25 percent increase in 
membership in the American Auto- 
motive Leasing Assn, for 1959,” 
said Kenneth C., Glaser, AALA pres- 
|ident, on conclusion of the 1959 
|convention which opened the as- 
| sociation’s fourth year of operation. 


Many problems facing the long- 


thorough coverage by the conven- 
tion members, On the agenda was 
la briefing by Oliver P. Wheeler, 





vice-president in charge of re-| 


tinued. “And in the first six months | 
of 1958, more than 23 percent of all | 


vehicles, these states will prosper | term leasing industry were given | 


modernization program and neW/| search, Federal Reserve Bank of 


urban expressways now being built/ sg.» Francisco, on “Recent Eco-| 


and planned across the nation! nomic Trends—Clue to the Future.” 
“mean better, more pleasant and | 


UE Reseed? Pater conform to uncon wonberds et by SA, U. * Army Pro- 
of car manufacturers. Write for Catalog! He PATENTS PENDING 


more economical use of motor ve- 
hicles.” 
Touching on the close link be- 


tween the industry and the Great | 
Lakes states, Williams pointed out 


BOOTHS 


723-724 


at the 
AAMA Show 
N. Y. Coliseum 
Feb. 2nd-6th 


BOOTH 
D-282 
at the 
IASI Show 
Chicago 
Navy Pier 
Feb. 18th-21st 


“Consensus seems to be that 
Mr. and Mrs. Consumer will buy 
| 5% million cars in 1959,” said 
Wheeler. “But it should be noted 
| that auto forecasts in recent 
years have missed by as much as 
35 percent—and even missed in 
the wrong direction.” 


Other presentations included 
| “1959—And Your Tax Position” by | 
|A. Ellis Lyons, attorney, and| 
|“Report of Salvage Value of 1959) 
| models, ”" as prepared by Robert R. 


| Nathan Associates, Inc. 


A resume of Michael Silver’s, 


|C.P.A., report on “Comparative Op- 
eration Cost Analysis” was given | 
| Automotive News by Jess Rabin, 
| AALA secretary. 

“The average total cost, by re- 
porting companies of the AALA for 
|}a 58 Chevrolet Biscayne, four-door, 
| eight-cylinder car with manual 


| transmission and heater, in a single | 


color (or a comparable Ford or 
resume, “is $94.48. This includes 
| makeready, repairs, delivery, 
| conditioning, etc.” 

Rabin pointed out that this 
figure is based on the price of a 
58 car, to which should be added 
the higher cost of 59 models and 
increased operation costs. 

Officers and directors for 1959 
are: President, Kenneth C. Glaser, 
Minneapolis; chairman of the 
board, Armund J, Schoen, Chicago; 
vice-president, A. R, Neuber, 
Merchantville, N. J.; vice-president, 
Hubert Ryan, Chicago; treasurer, 
David Brockman, Kansas City, 





Plymouth) for 1958,” said Rabin’s | 


re- | 


—. 


enterprise, leadership, transporta. 
tion and space for a big new many. 
facturing industry were all at 
| hand,” he continued. 

“Rich iron ore deposits and water 
| transportation also made the region 
la natural steel-production center, 
It was a logical point from which 
to distribute automotive products 
throughout the nation.” 

He also noted that more than 
two-thirds of the new plants 
built by vehicle manufacturers 
since World War II have been 
located in the Great Lakes region. 
| Of a total of 113 new factories, 
|79 were built in these five states, 

in- 





| Williams said. In the area th: 
| dustry built 57 new manufacturing 
| facilities, six assembly plants, cight 
|engineering and research facilities 
|and three administration buildings, 
| he said. 


25 Pct. More Members 
Is Leasing Group’s Goal 


Kans., and secretary, Jess S. Rabin, 
| Chicago. 

Directors elected for a three-year 
term are: David C. Spielman, New 
York; Neuber, and Schoen. 

Directors elected for a two-year 
term are: John R. White, Philadel- 
phia; Ryan, and Nathaniel Som- 
merfield, Chicago. 

One-year directors are: W. Stan- 
\ley Krisher and Paul Mennick, 
| both of Philadelphia, and Louis J. 
Maher, Dallas. 

“I'd much rather have an expert 
competitor than a stupid competi- 
tor,” said one member in summar.- 
izing AALA objectives for 1959. 
| “There are 5,000 auto dealers sell- 
jing over 1,000 cars each per year. 
These are the men who belong in 
|our organization if they plan on 
| entering the long-term leasing busi- 
ness.” 


\Legislator Raps 
Tax Benefits in 
'S-P Merger Plan 


WASHINGTON. Studebaker- 
| Packard's efforts to use its losses 
| in recent years to attract other 
| companies into mergers have been 
|attacked by a Congressman who 
introduced a bill that would knock 
| the tax benefits out of such merg- 
| ers. 

| Rep. Charles A, Vanik, Ohio 
Democrat, said S-P was trying to 
|merge with firms with sufficient 
| profits to match its $134 million tax 
| loss carryforward. “Result: no in- 
come taxes due to the $134 million 
profits,” he said. 

S-P President Harold E. Churchill 
denied charges that his company 
| was attempting tax manipulations. 
He said provisions for the loss 
carryforward were “only fair to our 
| corporation, our employes and our 
| stockholders.” 

John Brademas, newly elected 
| Democratic representative from In- 
|diana’s Third (South Bend) Con- 
gressional District, questioned why 
Vanik was singling out for criti- 
cism “this pioneer company in the 
American automotive industry.” 














Greenlease Celebrates 50th Anniversary— 


Greenlease Motor Car Co., Kansas City, has celebrated its 50th anniversary as ¢ 
Cadillac dealer. R&. C. Greenlease, left, who signed his original franchise as a dis- 
tributor for Cadillac in 1908, is still active in the firm which employes 125 persons. 
Posing with Greenlease and the 1912 Cadillac is Michael M. Williams, a Greenlease 
mechanic since 1916. 
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But Dealers Fear Discount 
— 


Fever... 
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New-Car Sales Holding Strong 


(Continued from Page 1) 


for some Lark dealers, the only 
current problem centers around 
discounting. Most dealers blame the 
discount trend on the high price of 
their new cars and say that price 
slashing is the only way they can 
move cars at all. 

A Rhode Island dealer said flatly, 
“New-car prices are too damned | 
high.” 

Some dealers say they discount 
because they must be “practical 
and meet the competition.” A few 
say they are operating their sales 
departments on a cost-plus basis. 

Said a Fort Worth Buick dealer, 

“There is too much discounting. 
With seven Buick dealers in this} 
area—three in Dallas, two in Fort 
Worth and one each in Arlington 
and Garland—this makes for lots 
of competition.” 

He continued, “Our firm is trying 
to make at least $200 profit per 
unit,” and implied that it didn’t 
accomplish this goal in all cases. 

> > * 


“Ww ALL thought 1955 was just 
around the corner when our 
59s showed up,” said one Los 
Angeles dealer, “but now it looks 
as though we'll just have a good 
profitable year if the factories 
don’t flood us with cars.” 

Questioned about discounting, 
replies from 19 Los Angeles-area 
dealers ranged from, “Absolutely 
no discounts to any one,” to, 
“Sure, we'll discount enough to 
close a deal as long as there's 
profit in it for us.” 


Chrysler Corp. dealers are dis-| 


counting $300 to $400 on almost 
anything on the floor. Ford dealers 
are chopping $350 to $400, depend- 
ing on the unit, while L-M dealers 
are going a little 
“dusters” out the door. 

In the General Motors family, a 
Los Angeles Buick dealer is over- 
allowing $450 while another limits 


his cut to 10 percent of the sticker | 


and a third stops at $350. 


S A GROUP, the GM dealers 

seem more conservative in 
their price approach and firmer in 
their opinions of the stopping point 
than do other Los Angeles dealers 

Grosses in the Los Angeles 
area reportedly range from $200 
to $530. Lark and Rambler out- 
lets report hitting the $400 mark 
with regularity. 

According to the L. A. grapevine, 
one general manager at a recent 
line-association meeting told of 
moving his low-priced line for $208 
a unit 

From down the table came the 
squelch: “You should be selling 
bicycles, where $200 would be a de- 
cent profit.” 

* > > 
ILWAUKEE dealers, operating 
in what they described as a 
“keenly competitive” market, are 
discounting but say they are hold- 
ing grosses at a “realistic” level. 

Few will admit to discounting to 
more than 10 to 15 percent. 

Discounting was reported as 
standard procedure in Worcester, 

Mass., with cuts ranging from 
$300 to $600. 


Only Lark and Rambler were re- 


ported getting anything near full 


gross. 


Santa Fe dealers report most 


discounting in the medium-price 
field, with price-cutting in the low- 
Price field being held to about $50. 
In Boise, Id., discounts were re- 
ported running at 8 to 10 percent. | 
Minneapolis dealers say they are | 
discounting, but not so much as 4| 
year ago. One dealer says his only 
discounts are on fleet deals. Lowest 
gross admitted by any Minneapolis 
dealer is $401 per unit. 
” ” 


THE picture on profits is dark in 

the New York City area, with 
grosses reported as low as $75 a 
unit—on one of the year’s hottest 
cars. It appears, however, that the 
overall average is approximately 


more to move | 


it. However, we are holding it 
down compared to other years.” 

All Atlanta dealers said they 
were doing a little better on profits 
than formerly and they expect to 
hold steady or increase a bit in the 
spring. 


As a whole, Atlanta dealers are} 


no longer relying on volume, but 
are figuring on the minimum profit 
necessary per car and are holding 
the line. 

= = * 


I EALERS in Rhode Island gen- 
erally agree that 1959 so far 
has been little better than 1958 and 
are pessimistic on the outlook for 
profits. 

They say that some “marginal” 
dealers selling at $100 to $150 
over invoice “are dragging down 
other dealers to their level, and 
no one is making any money.” 

Said one bitter Rhode Island 
dealer, “Factories are talking about 
contests contests in February, 
contests in March, contests in 





R-M booths C-89-91 IAS! show 









*See R-M booths 16 and 17, NADA show 


April, contests in May, contests in 
June. 

“What good are contests if they 
only encourage dealers to give 
away more cars and everybody 
goes broke?” 

Only two optimistic dealers were 
uncovered in Rhode Island, One 
was a Cadillac dealer and the other 


was a Chrysler-Plymouth dealer | 


whose nearest Chrysler competitor 
recently closed his doors after 
many years in business. 
> > > 

N NEW ORLEANS, discounting 

varies among makes, with 
sharpest cuts being made on the 
highest-priced merchandise. 


A dealer in the low-price field, | 


admitting he averaged 10 to 12 per- 
cent discount on every sale, said, 
“Every deal is different and on 
some we go overboard, but on 
others we give a very small dis- 
count. 

Another New Orleans dealer, with 
a good volume on fleet accounts, 





|said his gross is averaging around 
$200. 

Denver dealers say they are 
discounting “too much,” with 
some admitting to chopping 20 
percent from the sticker price. 


“We have tried to check this 
trend,” said one Denver dealer 
|sadly, “but when we try to stay 
|below that percentage figure, we 
lose a sale.” 
| Dealers in Denver say their aver- 
|}age gross is $157, and that it can’t 
go any lower. 

Denver is one of the hotter 
import-car markets in the U. S. and 
this, say domestic-line dealers, is 
helping to force down prices be- 


cause American cars are priced) 
too much higher. In 1958, about 11) 


percent of all sales went to imports. 


“Price always determines the} 
volume of goods sold,” said one| 
Denver dealer. “Up the price—limit | 


the market.” 
= = 7 


threats of a steel strike in mid- 


year dominate most purchasing| 
right now, dealers say they are dis- | 


counting about 10 percent and ex- 
pect price cuts to go much deeper 
come spring. 

| Some discounts have been more 


le 


N YOUNGSTOWN, O., where 


43 


extensive, with one low-price-line 
dealer reporting an average gross 
of only $185. 

In Gary, Ind., another steel town, 
discounts reportedly range from 
$200 to $300. Again, dealers expect 
much-deeper discounts to crop up 
next spring. 

Two dealers in the low-price field, 
in Gary, reportedly have engaged 
in a price battle “much more pro- 
nounced than usual at this time 
of year.” 

In discounting, the only cars that 
appear totally immune are Thun- 
derbird and Volkswagen. 
| * + * 


|b genes pretty well agree that 
the sharpest competition is be- 
ling provided by other dealers in 
their own line. 

There are, of course, excep- 
tions to the rule on within-the- 
line competition, Ford, Chevrolet 
and Plymouth dealers report 
plenty of stiff competition from 
each other and from Rambler 
and Lark, as well. 

Many dealers say that compet- 
|tion from Ford and Chevrolet is 
stiffer than usual this year; Chev- 
|rolet because of its daring styling 
(Continued on Page 44, Col. 4) 








ROFIT in refinishing 


s}elele 





1 Stop the waste, confusion, and 
clutter of part-filled dead paint 
cans, (as above)! With the Tinto- 
meter system, you can immedi- 
ately make less than pint 
quantities. 


manufactured by 


RINSHED-MASON COMPANY 





$200 per unit. 

New York dealers say the 
chances of a rise in profit in spring 
months appears slim. 

Let’s not kid ourselves about 
discounting,” an Atlanta Ford 
dealer said. “Everybody is doing 


Detroit 10, Mich. 
Anaheim, Calif. 


Windsor, Ontario 
Canada 





Me 


2 Your paint costs you less. For 
example—you actually gain an 
average of 46% over the cost of 
factory packaged lacquer in pints. 


haul 


NAME 
COMPANY 
ADDRESS 
ciTY__.__ 





3 You can add big PLUS busi- 
ness with complete coverage on 
passenger car colors . . . PLUS 
foreign cars, sport cars, fleets, 
road building equipment, out- 
board motors, household appli- 
ances and many other products. 


RINSHED-MASON CO., 5935 Milford Ave., Detroit 


] Rush me details on the Tintometer. 
|_| Have your R-M Jobber call. 


.._ZONE STATE 
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Never Polled Us, Dealers Write 


(Continued from Page 1) 


sit down and loaf while the small 
dealers make him a living selling 
cars in his territory? 

Is he afraid that the small 
dealer can outsell, outtrade and 
outplease his customer? 

Do the large dealers want it like 
it is in Russia, where Ivan Ivano- 
vich has only one dealer to pur- 
chase from? 

Do we have left-wing thinkers 
and welfare-staters wanting the 


Government to take care of their} 


problems from cradle to grave? ... 

I may be thrown out of NADA 
for speaking my belief, but, as of 
yet, Congress has not taken away 
freedom of speech and freedom of 
the press and I do not believe they 
are going to take away freedom to 
sell. 

I do believe that if NADA would 
represent small dealers on an equal 
basis with large dealers, their 
membership would increase and 





there would be better dealer rela- 
tions and good will toward men. 
+ + * 

I’ THE large dealer would ac- 

tually get out and work and sell 
and look after his customers—as 
the small dealer does—I am sure 
he would not be crying over lost 
profits as he could afford to ask 
more for his product from a man 
sold on his dealership. 

I have made a profit from the 
operations from my business this 
past year and I know many deal- 
ers that have done the same... 

I have just returned from a 1,200- 
mile trip to deliver a second car to 
a customer that wanted to buy 
from me but could not come after 
it. 

I recently had a customer drive 
400 miles to purchase his fifth new 
car from me because I have proved 
to him my honesty in the paper- 
work in my dealership. This deal 
washed out a $975 gross. 

I have sold cars as far north as 
Indianapolis and as far west as 
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WELCOME Members of NADA 


WE CORDIALLY INVITE YOU TO ATTEND 
LEN POLLAK'S 


DYER AUTO AUCTION, 


FRIDAY 
JAN. 30th & FEB. 6th at 1:00 P.M. 
Truck Auctions Are Held on Alternate Fridays 
at 11:00 a.m. 


Next Truck Auction Will Be Held on Feb. 6th 


For over 12 years Dealers from All Over the Country 
Why Not See for Yourself 


25 MILES SOUTH OF CHICAGO LOOP 
For Free Transportation, Phone Chicago—REgent 1-618! 


that’s 








Fort Worth. It pleases me to see 
a pleased customer return for 
more. 

The small dealer is not afraid to 
speak out, as he knows as long as 
he is doing the best he can his 
factory will not cancel. That’s be- 
cause he is part of the 85 percent 
of the small dealer group selling 
less than 200 cars and the factories 
are very much dependent upon him. 

= = + 


HE small dealer has just begun 

to fight and I am sure he will 
ask his congressman to answer to 
John Q. Citizen and decide whether 
he should vote for territory secur- 
ity. 

The greatest salesman that has 
ever been on this earth was sell- 
ing through His disciples in the 
great commission. Quote Matthew 
28:19-20—“Go ye therefore and 
teach all nations,” and this did 
not mean that He was assigning 
territories. 

Mr. President, I am asking you 
and your board of directors if you 

have what it takes to answer this 
in detail. Many dealers will be 
looking forward to you making a 
fool out of me or being made a fool 
yourself.—G. C. Hankins Jr., G. C. 
Hankins Motor (Chevrolet), 
Raleigh, Miss. 
> 


> « 


Forced Tribute? 


(Copy of letter to NADA.) 
HAVE been a Ford dealer in a 
small community—average new- 

car sales 140 to 180 yearly—for over 
30 years. In that time we have 
made friendships in a good many 
towns, cities and rural areas not 
in my trade area. 





Can you imagine customers that | 


I have sold cars to for these years 


having to pay more from me for) 


the same car—and what we believe 
better service—than in another 
town or city? 

We believe that if a dealership 
such as ours were forced to pay 
“tribute” to other dealers we would 
be out of business in no time. This 
would have an effect not only on us, 


but on the 11 people I employ in| 


my community, population under 
1,500. 

If I can make a satisfactory 
profit for 30 years and even in a 
year such as 1958, I think the 
bigger dealers who are screaming 
for protection should look at the 
smaller dealerships method of op- 
eration, not relief in the form of 
“tribute.” 

You say 75 percent of the dealers 
want this security, yet mone of the 
smaller dealers in our area have 


INC. 


Have Found ame and Selling 


my * 


aN 


DYER, INDIANA 


|been canvassed by NADA as to 
| their opinion. We know the direc- 
| tors and officers of NADA are from 
jlarge dealerships. Could this be 
| the reason none of the smaller 
dealers are asked for their opin- 


ions? 
> > > 


ing sometimes why we pay an- 
nual dues to an association that 
has never contacted us or the 
majority of dealers our size as to 
our viewpoints? 

Let’s let the large dealers, who 
apparently are the only ones yell- 
ing for help, clean their own 
houses and not have to have our 
help, We have never asked theirs! 

Carroll McLaurin, Fayette, Miss., 
has suggested an association for 
smaller dealers, I think this is 
something that should be tried, and 
soon, if we, the smaller dealers who 
represent 85 percent of all dealer- 
ships, are not allowed to voice an 
opinion in a matter that would al- 
most certainly close our doors and 
ruin free enterprise and competi- 
tion.—KennetH C. Newcoms, New- 
comb Motors (Ford), Cuyler, N. Y. 

* * * 


In Five Words 
ARE against territory secur- 
ity.—J. H. Beyer.i, Beyer! Chev- 
rolet, Turtle Creek, Pa. 
+. * 7 


NADA Too Powerful? 


PEAKING on behalf of over 50 

North Carolina dealers, I wish 
to thank you for helping the smal- 
ler dealers in their fight against 
NADA’s stand on protected terri- 
tory. 

Evidently, NADA has grown so 
powerful that it is not listening 
to its “rank and file.” 

We are so concerned in North 


Carolina over this issue that we 
have organized a group to combat 
this issue and also to try to make 
NADA realize that if it is to have 
our continued support it must give 
us facts, not propaganda, and take 
on a “crusade” only when it has 
overwhelming support. 


We feel that by only a clear 
presentation of both sides will 
enough interest be generated to 
show NADA it is on the wrong 
track.—R. K. Hetmo.p, Helmold 
Motor Co., Apex, N. C. 


* * x 


The ‘Little Guy’ 


Ce please find a letter | 
that I have written to all 
senators and representatives from | 
Connecticut. I would appreciate 
your publishing it. 

I strongly urge that all dealers | 
of like mind take the time and 
effort to let their feelings be known | 
to those that represent them in | 
Congress. Although our side of the | 
issue is not backed by a smooth-| 
running wealthy political machine, | 
I feel confident that sincere letters | 
from the “little guy” will not go} 
unheard.—S. T. Parsons, President, | 
Parsons Buick Co., Plainville, Conn. 

(Parsons’ letter to members of 

Congress follows:) 

* = * 


Going All Out 


URING the last session of Con- 

gress, the NADA, of which I 
am a member, sponsored a bill 
providing for territory security in 
the retail automobile industry. It 
now appears that they are going 
“all out” in this session to get one 
passed. 

This bill would naturally work to 
the benefit of the dealer who did 
nothing at the expense of the dealer 
who made the sale. 

Territories are divided by the 
manufacturer on political or gov- 
ernmental boundaries rather than 
“who or where” the public can 
best be served. In spite of all 
NADA’s window dressing, this 
bill would restrict the public from 
the advantages of free trade and 
competitive market prices, 

A recent news story states that 
Mr. Moore, of NADA, stated that 
75 percent of the nation’s dealers 
favor territory security. The last 
vote taken by NADA was years 
ago, at which time I could never 
find out the actual results but 





|} understand the vote was vaguely 


released as 50/50. Possibly, he 
meant that 75 percent of the na-/| 
tion's large dealers, as represented 
by the board of directors of NADA, 
favor territory security, Why don’t 
they take a poll of all dealers, not 


| just NADA members, or better still, 


the public? 

I have been a small dealer in a 
small town in a small state for the 
past 11 years. I have been told that 
any bill presented to Congress must 
face one primary question: “Is 
it in the Public interest?” 

In this bill there is nothing in| 
| the public interest. It would only 
| favor a few BIG dealers who feel 


—_— 


buy it from them. This is NOT 


American, I ask you to vote NO 
when and if any bill such as thig 
should come before Congress 
S. T. Parsons. 


* * * 


Never a Bootlegger 
(Eprror’s Note: Among deulers 
whose letters were included in 
last week’s roundup were J. R. 
Burne, Scranton, Pa., and Ken- 
neth Krum, Vicksburg, Mich. 
Below is a copy of letter Krum 
wrote to Burne after last week’s 
issue of Automotive News ap- 
peared.) 
* = + 


iT’ READING your letter in 


Automotive News, I am alarmed 
at the statement you made that 
“the people who are opposed to 
territory security are new-car boot- 
| leggers and dealers who do business 
| with them.” 

Before you make such a state 
ment, Mr. Burne, you should know 
exactly who those dealers are and 
be able to back up your statement, 

My family has held the Chev- 
rolet franchise since 1916 and at 
present we operate three Chevro- 
let dealerships in three separate 
communities, We have ne ver 
bootlegged new cars and I am 
sure there are hundreds of deal- 
ers who operate the same as we. 


I still maintain if the dealers who 
do the most complaining would get 
out and push sales and service in- 
stead of crying to NADA or their 
congressmen, their business would 
pick up. 

In reference to guaranteed secur- 
ity to salesmen, in our three or- 
ganizations we have had a turnover 
of two new and used-car salesmen 
in the last five years. May I add 
if you take care of your salesmen 
they will take care of you. 

I feel the small-town dealer is 
entitled to his say in this huge auto 
industry.— Kennetu Krum, Pres- 
ident, Ken Krum Chevrolet, Inc, 
ae Mich. 


GM Vetoes Pact, 
N.M. Dealer Quits 


SANTA FE, N.M.— William F. 
Colwes, Buick-Pontiac dealer in 
Santa Fe for the past six years, 
announced last week that he was 
offering certain assets of his busi- 
ness for sale and that he was re- 
signing his General Motors fran- 
chises. 

Colwes gave retirement and other 
business interests as his reason for 
quitting the auto business. It was 
generally known several months 
ago that Colwes had entered into 
a buy-sell agreement with two other 
GM franchise dealers in Santa Fe, 
offering certain assets of his busi- 
ness for sale. 

The agreement, which would have 
| divided the Buick- Pontiac- Vauxhall 
dealerships between the two exist- 


| that by some inherent right anyone ing Oldsmobile and Chevrolet fran- 
AN YOU blame us for wonder- | 


in their area favoring their make | 
of car should be made by law to| 





chise holders, was turned down by 
a GM = board in Detroit. 


Sales Continuing Strong; 
Discount Fever Feared 


(Continued from Page 43) 


and Ford because of its aggressive 
merchandising program. 

Lark dealers say Rambler gives 
them a bad time because it is better 
known and because the shortage of 
Lark persists. 

Sone Buick dealers report Olds- 
mobile outlets have been particu- 
larly successful in wooing old Buick 
customers. This year’s Pontiac has 
also won over Buick tradeins, say 
some dealers handling the latter 
line. 

In Los Angeles, the lowest-priced 
Cadillac is outselling the lowest- 
priced Buick. 

7” *” * 
Sag NEW YORK, traditionally one 
of the stronger marketing areas 
for imported cars, enthusiasm for 
the foreign makes reportedly is 
cooling down. 

Most dealers appear to believe 
that imports will continue to be 
an important segment of the 
market, but they are not the 
magic answer to the problems of 
the auto industry. 

The prevailing New York esti- 


mate appears to be that imports 
will improve their penetrations 
slightly in 1959, thanks to increas- 
ing sales in newly opening areas 
such as the Midwest. 

After this year, these dealers be- 
lieve, imports will begin a slow 
decline. One importer said he ex- 
pects 50 percent fewer import deal- 
ers within two years. 

* ” * 


aes appears to be no general 
demand on the part of domestic- 
line dealers in New York for 4 


domestically produced small car. 

Although this demand was 
rampant last year, it looks like 
the turn around the corner for 
imports has brought a new eval- 
uation from most dealers and 4 
slowdown in demand for a small 
car. 

Retailers do not seem to feel that 
the overall buyer demand is for @ 
return to a smaller car. In turn, 
the demand on the part of dealers 
that their own factories plunge into 
the small-car market is abating. 
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Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. S. PRODUCTION ONLY) 












































8 Week Week Jan 1 
n Ended Same Ended Output, To To 
Jan. 24, Week, Jan.17, January Jan 25, Jan 24, 

. 1959 1958* 1959* To Date  1958* 1959 

yo 

b. AMERICAN MOTORS 

n Mambller .............:.cssssseeee 8,400 3,483 8,449 26,483 12,511 26,483 

8 CHRYSLER CORP. ... 9,000 12,579 18,483 49,640 54,583 49,640 

’ GM ySBC occ ccccccccceccsessee 1,000 679 «1,627 «4,668 «= «5,822: 4,668 

DeSoto 1,000 1,489 1,426 4,024 6,241 4,024 

in Dodge .......... 2,000 2,683 4,260 11,270 8,309 11,270 

ed MOTIAL  ......0..0000eseseerers 300 128 467 1,335 1,888 1,335 | 

at Plymouth 0... 4,700 7,600 10,703 28,343 «32,823 (28,343 

ts FORD MOTOR . .. 39,600 30,204 38,217 122,939 108,478 122,939 

M Edsel .. 1,400 380 1,400 4,480 1,464 4,480 

SEE ‘Sinsvevcszennes . . 31,600 24,467 30,200 97,379 91,684 97,379 

e- Thunderbird ............ 1,485 546 1,485 4,670 1,040 4,670 

wy Lincoln. ............... 850 991 879 ©—- 2,869 2,379 2,869 | 

- Mercury ........ Siehinantes 3,820 4,253 13,541 11,911 13,541 

7 GENERAL MOTORS .. 69,069 59,759 67,891 218,558 215,450 218,558 

t ticndikwceiiecieinn. Geen 6,909 8,909 28,631 29,976 28,631 

Cadillac ...... . 8,150 3,188 3,307 12,618 10,279 12,618 

_ Chevrolet 36,500 34,805 36,189 116,177 116,669 116,177) 

: Oldsmobile . . 9872 8,534 9,918 31,603 32,164 31,603 | 

- Pontiac . 10,000 6,323 9,068 29,529 26,362 29,529 | 

‘ &P CORP. 

10 Studebaker 4,120 1,229 2,936 11,970 2,010 11,970 

et _———————— 

n- Total Cars, U. S.** ....130,189 107,495 135,976 429,590 393,419 429,590 

ir ae ; ae : TO ini 

ld Revised. 

**Totals for 1958 include Packard production. 

r- 

= COMMERCIAL CARS 

n (U. 8S. PRODUCTION ONLY) 

id Week Week Jan 1 Jan 1 

on Ended Same Ended Output, To To 

Jan. 24, Week, Jan. 17, January Jan25, Jan 24, 

1959 1958* 1959 To Date  1958* 1959 

is | CHEVROLET 7,900 5,661 8488 25,918 19,973 25,918 

7 DIAMOND T 125 a 141 397 377 397 | 

P DIVCO . 70 72 41 163 190 163 
DODGE 1,700 959 1,780 5,338 2,389 5,338 
FORD . 7,030 5,110 6357 21,776 18,497 21,776 
GMC —_ ‘ 1,810 1,439 1,804 6,023 4,231 6,023 
INTERNATIONAL 2,575 2,676 2,575 9,097 2,575 
MACK*** 360 382 360 1,132 857 1,132 
STUDEBAKER 392 312 297 961 312 961 

r. WHITE*** 390 407 346 1,142 1,350 1,142 

" | wiLLys 2275 1115 2,356 6919 3,732 6,919 

. MISCELLANEOUS** 77 42 78 249 264 249 

i | Total Trucks, U.S. . 24,704 18,269 22,548 72,593 61,819 72,593 | 

De ~ Pad Pe eee : 

- Total Cars, Trucks, 

ULs 154,893 125,764 158,524 502,183 455,238 502,183 
oT ei a aa iit ‘ : 

T Total Cars, Trucks, 

s Canada 8,481 6,231 8,163 27,055 24468 27,055 | 

1s _ - 

7 Grand Total, 

wd Cars and Trucks, 

. U. S. and Canada ..163,374 131,995 166,687 529,238 479,706 529,238 
"Revised. 

fe "Miscellancous includes Corbitt, Marmon-Herrington, Federal, Four Wheel Drive, ete. 

ll *** Autocar, Freightliner, Reo and Sterling are included in White totals; Brockway in 

a Mack totals. 

i- 

y - — 

ids R ted 
-| Small-Car Bids Requeste 
By Two B in West 
E State of Colorado and Ala-| extra and so are radios,” Wilkin- 
meda (Calif. County have! son said. 
joined the growing number of state “Power steering and power 
and municipal governments that| brakes? We didn’t even ask for 

a have bought or are considering | bids on extras like that—and don't 

a smaller cars in the wake of factory | want them. We want a basic car 

. bans on subsidies. for general use without frills that 

S Lacy Wilkinson, State pur- | add nothing to performance. ; 
chasing agent, said in Denver he gee — also 2 re De i ng 

‘8 is seeking bids on small cars for | 50UD" on lower-priced modeis o 

. many of the State’s agencies. The Ford, aeyeen ont aaa ens 

$ Studebaker Lark and Rambler ; 

are included in bid specifications EVERAL forei ote — 
or true cars were tested by the te 
7 — ant im, be about a year ago, Wilkinson con- 

, In Al 4m thee tinued. 

. Ad cont Bart = Alb ome | They were economical to operate 
Said he also is considering a switch and performed well, but their list 
to the Lark or Rambler. Only part prices were too high in comparison 
@f the county's fleet would be af-| With Detroit models with special 
fected. he i ent ed discount, he added. 

ve ree Most of the State’s cars are 
Fords and Chevrolets because 
E Colorado specifications differ | until recently Ford and Chevrolet 
sharply from those of the past,| were the only firms offering 
Wilkinson said, Dealers were| Colorado the discount, Wilkinson 
t asked to submit bids on six-cylinder | said. 
a Models with as little chrome and 





Other frills as possible, he added. 
_ “As far as we are concerned, 
_Ssutomatic transmission is an 


ae 










Plymouth and the smaller manu- 
facturers now have indicated they 
are eager to bid for the State’s 
business, he said. 
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Other Makes Step Up aa a 


Chrysler Shuts Down 
.. \For Lack of Glass 


activity at Chrysler the industry 
still will complete the month on 
target with the 550,000 car assem- 
blies forecast for January. That 
compares with the 489,357 cars 
turned out during January last 
year. 
* * 
TUDEBAKER, with its Lark line 
continuing to capture more 
than 90 percent of its output, 
showed the biggest percentage in- 
crease of any maker last week as 
it turned out an estimated 4,120) 
cars, 

Not only was last week’s out- 
put a 40.3 percent boost over the 
2,936 cars turned out a week 
earlier, but marked the first time 
since the week ended Aug. 29, 
1953, that Studebaker car assem- 
blies surpassed the 4,100 unit 
level. During that week the com- 
pany turned out 5,387 cars. 
Only other time in the last four | 

years that Studebaker car output 
|neared that level was during the 
| week ended Feb. 12, 1954, when 4,- 
083 units were rolled from the} 
lines. | 
| Studebaker will go on an & 
car-a-day schedule beginning Feb. 
|2, working a 53-hour week, officials 
said. 

The other “compact” car maker, | 
Rambler, turned out an estimated 
8,400 cars last week to just about 
match its record-breaking perfor- | 
mance of 8,449 assemblies a week 
earlier. The record performance of | 
the week ended Jan. 17 topped the) 
|former high of 7,989 assemblies 
during the week ended Dec. 6 last 
| year. 

Both Rambler and Studebaker 
worked six days last week, with 
the latter working nine-hour shifts 
on Monday and Saturday and 10- 
|hour schedules Tuesday through 
Friday. 


* 
| 











|g THER makers that worked six 
days last week were Pontiac, 
Ford division at eight plants, Chev- 
|rolet at one plant, Lincoln, Thun- 
derbird, and two Buick-Oldsmobile- 
| Pontiac field plants. 
| Six-day operations at the 
| Lineoln-Thunderbird plant at 
| Wixom, Mich,, and at all except 
| four of Ford division’s assembly 
units helped Ford Motor up its | 
production from 38,217 cars a 
| week earlier to an estimated 39,- 

600 units last week. 

A breakdown of Ford Motor op- | 
erations showed Edsel and Thun-| 
derbird on par with the previous | 
week with 1,400 and 1,485 assemblies | 

respectively; Ford division climbed 
from 30,200 to an estimated 31,600 | 
units; Mercury was up from 4,253 | 
to 4,265 cars, and Lincoln off from 
879 to 850 units. 

GM, with its Buick, Chevrolet 
|}and Pontiac divisions raising their | 
output sights, jumped its assemblies | 
from 67,891 units a week earlier to 
an estimated 69,069 last week. 

On a divisional basis, Chevrolet 
was up from 36,189 cars a week 
earlier to an estimated 36,500 units 
last week; Buick climbed from 8,- | 
909 to 8,947 units; Cadillac was off 
from 3,807 to 3,750 units; Oldsmo- 
bile dropped from 9,918 to 9,872 
units, and Pontiac climbed from 
9,068 to 10,000 assemblies, 

* 





CCEkraian CORP. output de-| 
clined from 18,483 cars a week 
earlier to an estimated 9,000 units 
last week as all five of its divisions 
worked less than five days due to 
a shortage of windshields and back- | 
lights. 

All Detroit assembly plants 
worked three days (Wednesday 
through Friday) last week; the 
Evansville Plymouth plant 
worked only Monday and Tues- 
day; the Chrysler Corp. unit in 
Los Angeles worked Tuesday 
through Friday, and the Newark 
(Del.) Dodge-Plymouth plant was 
down the entire week. 

A breakdown of Chrysler Corp. 
operations showed Plymouth with 
4,700 assemblies last week, com- 
pared with 10,703 units a week 
earlier; Dodge down from 4,260 to 
2,000 units; DeSoto off from 1,426 to 
1,000 assemblies; Chrysler off from 








(Continued from Page 1) 


1,627 to 1,000 units, and Imperial 
down from 467 to 300 units. 


* * * 


HE return of International to 
the production scene after a 66- 
day strike helped up truck output 
from 22,548 units a week earlier 
to the year’s high of 24,704 com- 
mercial-car assemblies last week. 
Other truck makers that re- 
corded output gains over the 
previous week were Divco, Ford, 
GMC, Studebaker and White. 
Strike conditions at Chrysler 
Corp. of Canada failed to offset 


| production hikes at Ford and GM 


as Canadian vehicle output climbed 
from 8,163 units a week earlier to 
an estimated 8,481 assemblies last 
week. 


Canadian output totals last week 


| included 7,276 cars and 1,205 trucks, 
compared with 7,068 cars and 1,095 


trucks a week earlier. 


International returned to work 
Tuesday after having been down 
due to parts shortages brought on 
by the IH strike in the U. S., but 
Chrysler was forced to halt assem- 


bly operations on the same day 
when workers walked off their jobs 
after union and managament nego- 
tiators failed to reach a contract 
agreement prior to the strike dead- 
line, 

° 


* * 


9,000 Corvettes Built 
In ’58; Rate Up in ’59 

ST. LOUIS.—More than 9,000 
Corvettes were turned out by Chev- 
rolet last year, a new record, ac- 
cording to H. M. Lothringer, man- 
ager of the Corvette assembly plant 
here. 

He said January production will 
be about 12 percent above that for 
the similar month in 1958. 

“Public demand for the 1959 
model Corvette has led us to be- 
lieve that we may be able to set 
another production record this 
year,” Lothringer said. 

* * * 


St. Louis Plant Turns Out 





On Union Monopoly oo 


Its Millionth Mercury 


ST. LOUIS.— The millionth St. 
Louis-built Mercury rolled off the 
assembly line last week. 


Frank E. Wilde, plant manager, 
drove the anniversary car, a solid 
white Mercury Monterey four-door 
sedan, off the line. Purchaser of the 
car was W. E. Dunne, St. Louis, an 
employe of the plant since it first 
began production in March, 1948. 
He was on hand when the car came 
off the final line. 





Romney Asks Realism 


(Continued from Page 3) 


and abuses previously experienced 
in the area of business power.” 

Romney proposed some limita- 
tions on union bargaining combina- 
tions to resolve basic economic 
conflicts. 


Combining of national unions for 
the establishment of common bar- 
gaining demands or use of eco- 
nomic power should be prohibited, 
he said. 


* = > 


Proposes Solution 


“JN OUR basic industries, affili- 
ated unions of a national union 
representing employes of a single 


|large company regardless of size 


should be permitted to combine in 
their collective bargaining demands 
and joint use of bargaining power,” 
Romney said. 

In nonbasic industries, Romney 
proposed that “affiliated unions 
should be free to combine in 
bargaining with employers hav- 
ing less than 10,000 employes, but 


| only within prescribed geograph- 


ical limits.” 

However, he said, those repre- 
senting more than about 10,000 em- 
ployes of a single employer should 
be prohibited from combining to 
establish collective bargaining de- 
mands or exercising joint economic 


| power against more than one com- 


pany. 

Romney said nothing in the law 
should prohibit union cooperation 
aside from the above limitations. 
He also said he was not advocating 
the application of the antitrust laws 
to unions. 

“Whatever remedy is developed, 
certain basic principles must be 
followed,” Romney declared, “The 

full benefits of genuine collective 
bargaining must be retained, We 
must avoid creating some new 
form of bargaining inequality, 
and the legislation must be 
tailored to fit the divergent forms 
of trade unionism. 

“Employes working for business 
units having a relatively small 
number of employes or for concerns 
operating only on a local or re- 
gional basis must not be squeezed 
into a mold designed for unions 
representing the employes of big 
business. 

“Finally, responsibility for collec- 
tive bargaining with a company in 
a basic industry having more than 
10,000 employes should be in the 
hands of a union representing 
solely those employes,” Romney 
said, 


. * * 


SUB Costs Millions ‘ 


WeAnkir $38 million was paid out 
by the Big Three auto com- 
panies in 1958 to laid-off members 


of the United Auto Workers in the 
form of supplemental unemploy- 
ment benefits, the UAW reported. 


The union said that under the 
benefit plans, which are part of 
UAW contracts, the companies 
paid out the following amounts: 

General Motors Corp., $16,312,866; 
Ford Motor Co., $13,198,544; and 
Chrysler Corp., $8,324,980. 


The UAW said GM issued 1,229,- 
270 checks, Ford issued 864,439 
checks and Chrysler, 637,736 checks 
during the year. The money came 
from SUB trust funds established 


at the companies. 
. * 


UAW Signs Pacts 


E UAW announced last week 
that its members overwhelm- 
ingly ratified a new three-year con- 
tract to end a 66-day strike against 
International Harvester Co. 
The 37,000 workers at 15 plants 
| in six states have returned to 
their jobs. 

The UAW also announced last 
| week that the way was cleared for 
|resumption of production in all 

Electric Auto-Lite Co. plants except 
| the four in Toledo. 


| 


Benson Ford Hails 


| 


‘Dealers’ Efforts 


In Halting Slump 


CHICAGO —tThe nation’s auto 
| dealers played a big role in halting 
| the recession, Benson Ford, Ford 
Motor Co. vice-president, told a 
press luncheon 
prior to the open- 
ing of the Chi- 
cago Auto Show. 

“I'm not going 
to say that auto- 
mobile sales have 
been the only — 
or even the big- 
gest—factor in 
the economic re- 
surgence our na- 
tion has been ex- 
periencing over 
the past several.months,” he said. 

“But I do say that this turnabout 
has been sparked to a very great 
degree by the sales efforts of thou- 
sands of automobile dealers and 
salesmen.” 

He cited sales programs such as 
last spring’s “You Auto Buy” and 
“Sellerama” promotions and said 








Benson Ford 


they helped to bring sales up about 
20 percent above first-quarter 
levels. 

“I want to offer those dealers a 
sincere ‘well done’ and a strong 
vote of confidence as they move 
ahead into 1959,” Ford said. : 


acd 


— 


Obituaries 


Donald Lawder, 69, 


Former Ad Manager 


OLD GREENWICH, Conn.—Don- 
ald Lawder, 69, retired automotive 
advertising manager of The New 
Yorker magazine for over 25 years, 

died here Jan. 15 
of a heart attack. 

Mr. Lawder 
was actively as- 
sociated with the 
automotive in- 
dustry during his 


29 years with the | 


magazine. Since 
retiring, he had 
been active as an 
— independent con- 
dl sultant on the 
Donald Lawder importe d- 
car market and public relations, 
assisting particularly in the recent 
programs for Rolls-Royce 
America. 


Fred Joseph, 43; Headed 


Pontiac Deal in Cleveland 


= 


CLEVELAND.—Fred Joseph, 43, | 


president of West Side Pontiac, 
Inc., died Jan. 12. 

An auto-retailing veteran of 
nearly a quarter century, Mr. 


Joseph had been with West Side 


Pontiac since he was 20. 
of * > 


Charles C. Haight, 61; 


Idaho Dealer Leader 


BURLEY, Id.—Charles C. Haight, 
61, a Ford dealer here since 1933, 
died Jan. 16 after a heart attack. 

Mr. Haight was a past president 
of the Idaho Automobile Dealers 


Sale of Insurance 
By Dealers Faces 
Halt in Indiana 


INDIANAPOLIS. Legislation 


in | 


|} a heart attack Jan. 
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Assn., a past NADA director and| 
had served two terms in the State 
Legislature. 


* * 


Samuel Weisman 

CHICAGO.—Samuel Weisman, 66, retired | 

used-car dealer, died Jan. 13. 
* * . 


John O. Miller 

CINCINNATI, — John O. Miller, 72, 
treasurer of Leyman Corp., died Jan. 15. 
Leyman Corp. opened in 1909 as the first 
Buick dealer in the area and liater it 
became an investment and machine-tool 
firm. 

* * * 


Paul Loranger 
TORRANCE, Calif.—Paul Loranger, a 
Chevrolet dealer here, died recently. 
* * * 


Courtland O. Baker 
SEATTLE.—Courtiand O. Baker, 77, 
former owner of Alex Christie, manufac- 
turer of truck bodies, died of a heart 
attack. 





+ * * 


Ernest M. Brown 
HOPKINSVILLE, Ky. - Ernest M. 
Brown, 61, a Crofton (Ky.) dealer for 33 
years prior to retirement in 1949, died of 
12. 
* * * 


John M. Taylor Sr. 
VILLANOVA, Pa John M. Taylor sr., 
67, founder and past chairman of Taylor 
Fibre Co., Norristown, Pa., died Jan. 13. 
* * * 


Oscar C. Thomas 
BENTON, Ark Oscar C. Thomas, 
owner of Thomas Auto Co. (Dodge) 
Jan. 9 in Little Rock 
* * o 


Earle J. McClees 

WYNNWOOD, Pa Earle J. McClees, 
65, retired auto executive, died Dec, 31 
He was a Chevrolet zone manager from 
1932 to 1941 a regional manager for 
Ferguson Farm Equipment Co., and a 
Ferguson distributor in Omaha 

* * * 


Ray B. Cralle 
TAMPA, Fia.—Ray B. Cralle, 68, en- 
gaged in the auto business here since 1916 
died Jan. 11. He was the first president of | 
the Tampa Automobile Dealers Assn, and | 
the second president of the Florida Auto- | 
mobile Dealers Assn., both of which he/| 
helped. to organize 
> > > 


Fred A. Cahill 
NEWTON, Mass.—Fred A. Cahill, 71, 
known as the dean of Newton area auto 


56, 
died 


| dealers and said to have sold the first Ford | 


which would “effectively eliminate | 


auto dealers as insurance agents” 
will be introduced this year in the 
General Assembly, the Automobile 
Dealers Assn. of Indiana has 
learned. 

Dealer-insurance agents now li- 
censed by the State Insurance 
Department have been advised to 
form separate firms to avoid losing 
their licenses in the event the leg- 
islation is adopted by the full 
Legislature. 

The Legislation is expected to 
forbid the issuance of agents’ li- 
censes “in certain situations where 
the chief occupation of the agent 
is compatible with the type of in- 
surance he proposes to sell.” 

There also is a possibility that 
bills will be introduced to require 
licensing of auto salesmen and to 
deprive dealers of revenue from 
financing transactions. 


If passed, these bills would have | 


@ crippling effect on dealers, an 
ADAI spokesman said. 


He quoted one dealer as saying 
“it has become a fairly typical ex- 
perience to come to the end of the 
year to find that the only profit for 
the year is from insurance and 
financing participation.” 


Veteran Dealer Cited— 


John Coughlin, owner of Great Road 
Garage (Dodge-Plymouvth), Maynard, Mass., 
receives a plaque commemorating his 
firm’s 25 years of handling Dodge prod- 
vets. With Coughlin, center, are Carton 
C. Conway, left, Dodge regional manager, 
and George Buttrick, district manager. 


| 
| 
| 
| 
| 
i 


| 


in the area, died of a heart attack Jan 
13. He was sales manager and vice-treas- 
urer of Newton Motor Sales (Ford), New- 
tonville, for 35 years. 

* * * 


Thomas F. White 
BUFFALO.—Thomas F. White, 88, as- 
sociated with the auto industry here for 
many years, died Jan. 11. He was service 


Skillman Predicts 
~ower Sales for 


Imports in °59 


BEVERLY HILLS, Calif.—‘I 
think you'll see a decline in import 
sales of the lower price lines in 
1959,” said S. A. Skillman, sales 
manager of Studebaker-Packard to 
Los Angeles newsmen during a 
hurried airport press conference. 

“People don't want to shift) 
gears,” Skillman continued. “We| 
believe this on the basis of outenl 
of our Lark Six, in which 30 per-| 
cent of the nonfleet units include} 
an automatic transmission. | 

“Right now the factory is run-| 
ning 3,700 cars a week, two-thirds 
of which are sixes. The four-door 
sedan makes up 40 percent of pro- 
duction, the two-door about 25 per- 
cent, station wagons 20 percent and 
the balance hardtops. We have 
plans to further increase produc- 
tion by Feb. 1.” 

Skillman said that the State of 
California has ordered nearly 200 
Larks. 


Vehicle Checks 
Sought in Dakota 


SIOUX FALLS, S. D.—Two South 
Dakota auto dealers who double in 
brass as members of the Legisla- 
ture have introduced an auto safety 
check bill. 

They are George Verschoor, a 
Mitchell Democrat and Chevrolet 
dealer, and Rep. George Fillbach, 
a Republican from Faulkton. Fill- 
bach has a Chevrolet-Buick dealer- 
ship. Both are members of the 
House. 

The bill calls for required vehicle 
checks on a quarterly basis. Exact 
items to be checked would be es- 
tablished by the motor vehicle 
commissioner, Failure to comply 
with inspection would carry a 
maximum penalty of $10 or five 


days in jail. 





}at his desk at Dugan 


| 1914. 


manager for both the old Chalmers Motor 
Co. and Rickenbacker Motor Co. before 
establishing his own automotive service 
shop. 

* * * 


F. W. Maddox 
PITTSBURGH, Tex. —F. W. Maddox, 
78-year-old automobile dealer, died Jan. 
12 after a heart attack. 
* * * 


John W. Dugan 
ST, LOUIS.—John W. Dugan, Jefferson 
County auto dealer, died of a heart attack 
Motor Co., Crystal 
been a Dodge dealer since 


City. He had 


* * * 


Carl L. Sofia 
BUFFALO. — Carl L. Sofia, 57, sales 
manager of Cooley Motors, Inc., for 23 
years and former president of the Auto- 
mobile Sales Managers Assn. of Western 
New York, died of a heart attack Jan. 15. 
* * * 


A, E, Mayer 
WICHITA.—A. E. Mayer, 
after a heart attack Jan. 1. 





59, died here | 
At one time 


General Motors and in recent years he had | 
been associated with Shidler Motor Co. | 
(Renault) here. | 


Italian Dress for Austin— 


Styled by Pinin Farina, this Austin A-55 Cambridge features increased passenge 
he was a field man for Chrysler Corp. and|qnd luggage space, wider doors, increased visibility with wraparound windshield 


higher power output and larger braking 
for bright work. 


area, Stainless steel is used extensively 








HELP WANTED 


SALES REPRESENTATIVE 
EXCELLENT OPPORTUNITY 


Well rated, 44-year-old, large volume 
seat cover monvfacturer with notional 
distribution hes certain territories open. 
1959 “Short Line” is very complete, low 
priced, and designed especially for sale 
te sect cover installation speciclists, 
eccessery stores, cor dealers, super 
service stations, etc. Right salesmen 
con increase his earnings considerably. 
No objection to non-conflicting sidelines. 


R. M. THOMAS CO., INC. 


MUNCIE, INDIANA 


SALESMEN to sell the book “AUTO 
COSTS’ which gives factory invoice 
prices of 1959 American and foreign cars 
and trucks. Huge demand. High com- 
missions——No territory restrictions, Auto 
Costs, Box 224, New York 1, N. Y. 


SALESMAN FOR HEAVY DUTY TRUCK 
like White, Mack, International, etc. | 
Must have experience in sales. Position 
is in southwest U.S.A. Give complete 
past sales experience and picture. We will | 
not contact past employers unless advised | 
by applicant. Box 147, c/o Automotive 
News, Detroit 7 


AUTOMOBILE SALES 
REPRESENTATIVE 


Leading British Automobile Manufacturer 
requires experienced field mon for tili- 
nois, Wisconsin, Minnesota and lowa. 
First te develop and increase dealer 

s; second to form Regional 
Office in Chicago. 


Excellent opportunity for the right man 
to become area manager within 12 
months. 


Write giving fullest details, experience, 
al 
tial. 


Box 146, </o Automotive News, Detroit 
Michigan. 


WANTED: NEW CAR SALES MANAGER 
for large Chicago General Motors dealer- 
ship. Top earnings with fringe benefits. 
Send complete resume including total ex- 
perience. Box 148, c/o Automotive News, 
Detroit 7. 

SERVICE MANAGER for old established 
Rambler dealer in San Francisco Bay 
area. Will supervise up to ten employees, 
must have A-1 ability in handling men 
with maximum productivity and be cap- 








able service salesman, Attractive salary. 
Please submit references. Box 139, c/o 
Automotive News, Detroit 7. 


PARTS DEPARTMENT MANAGER by 
Ford dealer, central Texas. Population 
forty thousand. Write for application 
blank. Box 140, c/o Automotive News, 
Detroit 7. 


ACCOUNTANT AND BUSINESS MAN- 
AGER for 500 car Chevrolet dealership 
in central New England. Send full qual- 
ifications and photo. Box 141, c/o Auto- 
motive News, Detroit 7. 


$1,000.00 A MONTH selling automotive 
shelving—parts bin s—counters—gasket 
and tail pipe racks—-shop equipment. 
Terrific commissions. Free 32 page cata- 
log—-jobber discounts, BFC Corporation, 
2846 E. Hedley, Philadelphia 37, Penn- 
sylvania. 





HELP WANTED 


EXPERIENCED SERVICE SALESMAN for 
Mercury-E ds e !-Lincoin-Continental and 
English Ford dealer. Good pay plan, 
excellent working conditions, paid hos- 
pitalization insurance plan and paid va- 
cations, Contact Ed Weber, Service man- 
ager, J. R. Townsend Co., Inc., All 4 
Corners State & B Streets, San Diego 
1, California. Phone: BElmont 2-6141. 


WANTED: USED CAR SALES MANAGER 
for large Chicago General Motors deal- 
ership. Top earnings with fringe benefits 
Send complete resume including total 
experience Box 154, c/o Automotive 
News, Detroit 7 


District Manager 
Buick Motor Division 


If you have the following quolifico- 
tions: Age 28 to 32, college edvu- 
cation, retail automobile selling 
experience, we con offer you an 
excelient opportunity in Midwestern 
territory. Good starting solary. 
Company cor furnished, Fine ad- 
vancement possibilities. Write for 
appointment. 


BUICK MOTOR DIVISION 
840 N. Michigan, Chicago 11, Hil. 


GENERAL MANAGER, SALES MAN- 
AGER—Twenty years’ experience in new 
and used cars. Familiar with office and 
service procedures and capable of train- 
ing an aggressive sales force. Experi- | 
enced in spot delivery, closing, apprais- 
als . i re-adjusting sales transactions, I 
am looking for a position of responsibil- 
ity with a dealer who wants.a man to| 
share his business burdens. Chicago area 
only, Call ARmitage 6-9605 after 7 p.m. | 





AVAILABLE SOON—High caliber service | 
manager, complete knowledge of man-| 
agement principles, promotion activities, | 
customer relationship. Accustomed to/| 

earn over $10,000 yearly. Must stay in| 

Metropolitan area, Westchester, North | 

New Jersey, Long Island. Box 115, c/o! 

Automotive News, Detroit 7. i 


HELP WANTED 


POSITION WANTED 


GENERAL OR SALES MANAGER ot] 
years’ experience, young, aggressive 
married, non-drinker. Can furnish bes 
of references, good closer, willing to re 
locate. Earnings expected minimum df 
$12,000 per year or more after I prow 
my ability. Accustomed to a large voe- 
ume operation. Box 123, c/o Automotive 
News, Detroit 7 

MANAGER OR SALES MANAGER desire 
permanent connection, Ford and General 
Motors experience. Proven background 
Prefer to locate western U. 8S. Box 14 
c/o Automotive News, Detroit 7. 


ACCOUNTANT-CONTROLLER,. Let me 
solve your accounting and office manage 
ment problems. 13 years’ experience ‘By 
3°" accounting systems and all controk 
Experienced as automotive administrative 
supervisor, Will relocate. Box 150, cf 
Automotive News, Detroit 7. 


GENERAL MANAGER or sales manager. 
Capable taking complete charge. Twenty 
years’ continual management experienn 
with Ford and General Motors, Capabk 
of producing profit. Excellent background 
factory references. Box 151, c/o Autome- 
tive News, Detroit 7. 


BUSINESS MANAGER — ACCOUNTANT, 
thoroughly qualified to assist generd 
manager and operate efficient office. Er 
perienced with large volume dealers & 
all phases. Will relocate. Box 142, ¢/@ 
Automotive News, Detroit 7. 


GENERAL MANAGER or SALES MA#- 
AGER, heavy dealer level experienc, 
specializing in hiring, training, supe 
vising quality salesmen. Dynamic closet. 
18 years’ ‘‘know-how."' Mature judg 
ment, sound business ethics. Now in Chi 
cago area. Box 143, c/o Automotive 
News, Detroit 7. 


SERVICE MANAGER — imported car 
agency. 10 years’ in field, currently serv- 
ice manager Renault dealership. Experi- 
enced wide variety of imports. Lione 
Barnett, 36-06 30th Street, Long Island 
City, New York, 


GENERAL MANAGE R—General sale 
manager. Presently managing Chevrole 
dealership averaging $12,000 month clear 
profits. Early 30s, ten years’ experienc. 
Plenty of drive and enthusiasm. A® 
looking for better incentive plan. 
144, c/o Automotive News, Detroit Lon 

SALES MANAGER-—Chevrolet sales mat- 
ager for past 12 years—married, 31, 
college graduate—can build, train 
direct hard-hitting sales force, Presently 
employed as sales manager for Chevrolet 
dealership—desire to relocate, prefer New 
York area or vicinity. All replies conf- 
dential. Box 155, c/o Automotive News, 
Detroit 7. 


| YOUNG, AGGRESSIVE MAN desires con- 


nection with medium-sized ‘‘Big Three’ 
dealer (prefer Ford). Would like to mai 
age for dealer desiring full or sem 
retirement. Fully experienced all phase 
of dealership operation, Excellent refet 
ences. Desire midwest location, but 
consider all offers. Available now. Com 
tact Box 158, c/o Automotive News, 
Detroit 7. 


— 
— 


MANAGER-SUPERVISOR 
STARTING $7,500-$10,000 


Expanding consumer finance company seeks all-round loan man with record 
of successful office management. Must have 3 years’ experience in large 
metropolitan area consumer finance operation, with some merchant-dealer 
background. Sales finance and discount loan experience desirable, Benefits 
include bonus, ins..ance, and stock acquisition programs. Submit complete 
resume, business and personal references, present salary, and recent photo. 
All replies confidential and promptly acknowledged. Company employees know 


about this advertisement. 


Box 157, c/o Automotive News, Detroit 7. 
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POSITION WANTED 


CE MANAGER—Many years expert 
motive volume experience, all 
Thoroughly capable severe, tech- 
_ practical leadership, 100% owner, 
ry, personnel relations, Master tech- 
institutional meetings. Capable 
ufacturers’ representative, allied 
7 sales or technician. Expert 
gi tune-up equipment, carburetion, elec- 
} trouble shooter, Will travel. Pres- 
ently Florida located. What have you? 
Box 128, c/o Automotive News, De- 
‘. 


troit 
DEALERSHIPS AVAILABLE 






aD 













HANDLING GENERAL MOTORS DUAL— 
Western Pennsylvania, 150 car potential, 
@xeelient location and facilities, Low 
gverhead operation. Write Box 130, c/o 
Automotive News, Detroit 7. 





HANDLING RAMBLER in small southern 
town. Parts and equipment only, Attrac- 
tive lease available on good facilities. 
Reply Box 152, c/o Automotive News, 
Detroit 7. 


DEALERSHIP HANDLING Mercury-Edsel- 
Lincoln for sale south central Pennsyl- 
yania. Sell parts and equipment, lease or 
gell modern building. 150 new car po- 
tential, 250 used car. Selling for health 
reasons. Further information Box 156, 
c/o Automotive News, Detroit 7. 


DEALERSHIPS AVAILABLE with a non- 
competitive TE RRA MARINA mobile 
houseboat—combination boat cruiser, 
house trailer—steel hull, aluminum cabin, 
follet, kitchen, three open sun decks. 
One person operation. Sleeps four in 
juxury. Only $2,495 retail F.O.B. Texas 
—jess liberal dealer discount, Enjoy the 
additional profits that are in boat sales. 
Your reguiar finance company will give 
wholesale-retail financing as in cars, Don 
Pierson Distributors, Eastland, Texas. 


MORE DEALERS NEEDED to meet the 
growing demand for Alma mobile homes. 
Natural side-line for auto dealers, Newly 
designed, top quality value line priced | 
to sell fast. Some excellent territories 
still open for Alma Franchise with guar- 
anteed sales areas. Write for full details 
on the new Alma deal or phone Ken 
Mitchell, 920—Alma, Michigan. 


NORTHERN NEW JERSEY—Auto agency, 
showroom, garage, body shop, “% acre 
extra land. For sale or lease with or 
without franchise handling Pontiac and 
International truck. Houston, Settle & 











Co., 200 Washington St., Newark, New 
Jersey. CO 7-3909, MI 2-8250. 
HANDLING CHEVROLET-OLDS, located 





in progressive town in Michigan's Upper 
Peninsula. Will sell parts, shop equip- 
ment, machinery and new building at 
inventory. Box 159, c/o Automotive 
News, Detroit 7. 


CENTRAL ILLINOIS — Chevrolet agency| ® © TWO ESSENTIAL SERVICES © © 4 sew new FORD TAUNUS MI7 DE LUXxes | 


handling Chevrolet for 30 years, 60 car 
dealership. If you have factory approval, 
will sell parts and equipment about $20,- 
000 and rent building. Box 117, c/o 
Automotive News, Detroit 7. 


Franchises Available 
in 
Kansas, Mo., Illinois, 
Tenn. and Alabama 
For the German-Made 


GOLIATH 


Complete line consists of: The Goliath 
Hansa sedan, convertible and station 
wagon, Empress sedan, Tiger sport coupe, 
Express panel, Express pickup and the 
8 and 11-passenger Express bus. Retail 
prices begin at $1,995. 

Separate truck 
truck dealers. 
For an appointment with a field repre- 
sentative, write or coll Mr. M. B. Thomas. 


THOMAS BROTHERS 
Goliath Midwest Distributors, Inc. 
275 Lemay Ferry Rd., St. Louis, Mo. 
Phone FL 3-7393 





franchises available to 








EVERY W E E K — Automotive News’ 
“Leading Used Car Auction Direc- 
tory” lists the top U. S. Auto Auc- 
tions. When you want to know 
where? when? what time? and what 
facilities are offered? LOOK IN 
LUCAD. 





- DEALERSHIP WANTED 


BUY-OUT WANTED, Prefer profitable 
Ford or Chevrolet deal in New York, 
New Jersey or Connecticut, I have $25,- 
000, and complete knowledge all phases 
of business. Submit full details in strict 
confidence. Box 135, c/o Automotive 
News, Detroit 7. 


GENERAL MOTORS—Have experience and 
capital necessary to handle dealership 
with potential of one-two million sales 
volume. Replies held in confidence. Box 
119, c/o Automotive News, Detroit 7. 


CHEVROLET — Southern location, with 
Population of 150,000 or more, Factory 
approval assured. All replies held in con- 
fidence, Box 153, c/o Automotive News, 
Detroit 7. 


MASSACHUSETTS CORPORATION han- 
dling imported cars in modern facility 
desires distributorship of foreign car or 
allied line for northeast area. Excellent 
financing available. All replies confiden- 
tial. Address Box 145, c/o Automotive 
News, Detroit 7. 

DEALER SERVICES 

STOP LOSING NEW CAR SALES! Dis- 
cover how much your competitors’ cars 
Teally cost. The book, ‘‘AUTO COSTS,”’ 
gives you the factory invoice prices of 
all 1959 American cars, 25 foreign cars, 
4 American trucks and all their equip- 
ment. Used by dealers and banks nation- 
wide. Order your °59 edition today for 
only $10— three year subscription $18 




















(including all supplements). AUTO 
‘oo Box 224, Dept. 3Z, New York 





DEALER SERVICES 








Let Military Acceptance 
Help You SELL 
MORE MILITARY PERSONNEL 


Military Acceptance Corporation will help 
you make more auto sales to Military per- 
sonnel . . . because: 

1. We finance up to 36 months, 

2. Cars may be taken overseas without 
refinancing. 

3. We finance, or refinance, anywhere in 
the world, at low, money-saving rates 
for officers and enlisted personnel of 
pay grades ES and above... on @ 
simplified, non-recourse basis. 

MILITARY ACCEPTANCE CORP. 

Dept. D, P. O. Box 2166, 800 Broadway 

San Antonio, Texas—Telephone CApitol 6-268! 
"Worldwide Financing for Military Personnel" 
(USAA Insurance available 
to qualified officers) 








Air Force Cadets 


Noe Down Payment 
36 Months to Pay 
Low Bank Rates 
We handle all branches of the service, tech. 


sgts. and officers, No dealer liability. Car 
may be taken overseas. 


Write, Wire or Phone 


SERVICE TRUST & SAVINGS 
CA 3-6356 


2625 Broadway 
San Antonio, Texas 


H. K. Williams, Manager 
HOME DETECTIVE CO., INC. 
37 Years operating a complete 
LOCATOR AND 


REPOSSESSION SERVICE 


and America's Premier Skip Bulletins to 


dealers, banks, finance firms, law enforce- || 


ment sources. Write for loss forms and 
rates on financed, leased, rented autos, 
mobile homes, tractors, trucks, Fast, daily 
service Cherry Point, rt Bragg, Camp 
Lejeune, N. C., Wilmington and all of 
Carolinas. Write P. O. Box 862 or phone 
BR 2-2034, BR 53757, Greensboro, N. C. 








INVENTORY SERVICE 
Parts, accessories and similar goods. 
APPRAISAL SERVICE | 
furniture, equipment, machinery and tools. | 
For Buy/Sell Agreements 
Annval Fiscal Reports 
Tex, Banking and insurance 
@ @ Call or Write for Details @ @ 
AUTOMOTIVE INVENTORY & APPRAISAL CO. | 
10040 Freeland Ave. Detroit 27, Michigan 
WeEbster 34445 





CARS FOR SALE 


1958 


Mercedes-Benz 
SL-300 Convertible Coupe 


Locally owned, fabulous 
sports car. This car never 
has been raced. Silver Mist }) 
finish, genuine red leather 
interior. 


Write, wire or phone: 
Ed Comitz at 


YOUNG BUICK, INC. 


640 North Stone Avenue 
Tucson, Arizona 


MA 4-4481 or EA 6-9956 





1958's 


DEALERS ONLY 


CHEVROLET BEL AIRS, 
FORD 500'S, 
BUICK SUPERS, 
OLDS SUPER 88'S, 
CADILLAC 62'S 


—all hardtops with automatic transmission, 
power steering, radio, heater, padded 
dash and windshield washers — Buicks, 
Olds and Cads with power brakes and 
whiteWwall tires— 


These are clean low mileage cars for 
sale in small lots—available for inspec- 
tion in heated inside storage at 9 W. 
Kinzie, Chicago. 

For 


write or wire 


information call, 


HERTZ RENT-A-CAR 


9 W. Kinzie 


Chicago, Illinois 


DElaware 7-7272 Don Miller 


: 


AUTOMOTIVE NEWS, JANUARY 26, 1959 





CARS FOR SALE 


VOLKSWAGENS 


Sedans - Convertibles 
Ghias 
1959s 1958s 


Wholesale To Dealers Only 
Choice of Colors 


Fully Americanized, A.S. 1 Glass Seal- 
beams, Mileage Speedometers, Direc- 
tional Signals, Leatherette, Bumper 
Guards. 


Also Mercedes-Benz 


"54s, "55s, "5és. 
Immediate Delivery 
WE SUPPLY ENGLISH MANUALS 


EMBEE IMPORTS, INC. 


29-11 35th Avenue 
Long Island City 6, N. Y. 


EMpire 1-1690 


Attention: West Coast 
Dealers. 


Three shipments coming in shortly to 
West Coast Ports. If interested, please 
contact us. 

















VOLKSWAGENS 


Save $50 to $75 per car, receiving direct 
| shipments from Germany, any quantity, to 
all ports. 

Your approximate cost for new 1959 Volks- 
wagens, including your freight and duty 
to New York, is $1,575; te Mobile, Ala. 
and Jacksonville, Fla., $1,600; te Houston, 


| We also ship 1958s, Ghias and buses. 


immediately available in New York and 
s Angeles. 
Finest bank references available. 


ALKEL CORPORATION 


366 Broadway New York City 
Tel: WO 4-0290, BE 3-6510 








Be in the BEST position to make im- 
mediate delivery of the hottest 
profit-making car on the rood today! 


Volkswagens 
and 


Ghias 


ALL MODELS— 
ANY QUANTITY 


Titles & State inspection gvcranteed 


BEST IMPORTS, Inc. 


44 Whitehall St. New York 4, N. Y. 
Whitehall 3-0650 











VOLKSWAGENS 


Sedans, Ghias, Buses 
AMERICAN MODELS 


immediate delivery direct shipments 
to NEW YORK, JACKSONVILLE, 
HOUSTON 


Contact: 
Foreign Car Division 


BENTON ENTERPRISES, INC. 
1860 Broadway, New York 23, N. Y. 
Phone: Circle 5-0630 
Texas Division: P. O. Box 578, 
Houston, Texas, CApital 7-5260. 








LUCA D, the Dealers’ Directory 
to Leading Auto Auctions. 














CARS FOR SALE 


DIRECT SHIPMENTS TO: 


—Westcoast 
—Southeast & Gulf Ports 
—Eastcoast 


VOLKSWAGENS 
1959s 


1958s 


Sedans - Sunroofs - Convertibles - 
Karmann Ghias 


Call, write or wire 
G & R IMPORT CORP. 


132 Nassau St., New York 38, N. Y. 
BArclay 7-4225 





DECAL TRANSFERS 


TRUCK DECALS; no charge for sketch; 
durable, brilliant colors, Write for sam- 
ples. Allied Decals, Inc., 8356 Hough, 
Cleveland 3, Ohio. 


a ST ER RTT 
SAVE MONEY ON FLEET 


LETTERING WITH DECALS 
Save 50%,-75% and more over hand letter- 
ing on fleets. Trade Marks and pictures also 


Trim! Slick! Uniform! Gright 
lacquer or synthetic enamels. Free quota- 
tiens, samples and sketch. Smaller sizes 


metallized Myler also available for dealer 
name plates. BAYARD KURTH CO., 1421 
Springwells Ave., Detroit 9, Michigan. 





MR. RAMBLER DEALER: Don’t pass the 
opportunity at your door in leasing your 
economical high-resale product. We are 
anxious to buy your leases on qualified 
credits in all eleven western states. Write 
to: Ridgway, Courtesy Credit, 2838 N. | 

E. Sandy, Portland 12, Oregon. 





| 





SKIP—Man known as Frazier Alfred Floyd 
(colored), 217 E. Sth, Sanford, Florida. 
1956 Ford F100 Pickup, light blue, Flor- 
ida license 17G/K—101, serial number 
F10D6N33257, Call collect: Holler Motor 
Sales, Sanford, Florida. FA 2-0711. 


PARTS FOR SALE 








Simca Original Parts 


HAVE LARGE STOCK FROM FORMER EAST- 
ERN SIMCA DISTRIBUTOR. ALL ORDERS 
SHIPPED C.O.D. DAY RECEIVED. LIST PRICES 
FROM SIMCA PARTS BOOK. 35% DISCOUNT 
OFF SIMCA PARTS BOOK LIST PRICE. 


Bex 132, </e Avtomeotive News, Detroit 7. 


LLOYD PARTS—Orders shipped promptly. 
Al Lioyd Motors, Inc., Fort Lauderdale, 
Florida. va 

___ PARTS WANTED — 

WANTED: Chevrolet and Ford obsolete 
parts for export, 1928 and up. Passenger 
cars and trucks. Send lists for immedi- 
ate orders to: Jack's Auto Parts, 606 
Anderson Ave., Cliffside, N. J. Phone: 
WHitney 3-6666. 

TRUCK PARTS WANTED 

WANTED—New 8, 9, 12 and 14 ft. stake 
bodies from manufacturers. Blackhawk 
Motors, 1233 South Cicero Ave., Cicero 
50, Ill. 








TRUOKS FOR SALE 
INTERNATIONAL HOLMES WRECKER, 
low mileage. Earl's Pontiac, Inc., 
Strongsville 36, Ohio. 
SHOP EQUIPMENT WANTED 
WEAVER TWO POST HOISTS — 88” to| 
106” and 108” to 270”. Also Beam full 
pit frame machine and front end Vis-A- 
Liner. O’Brien Ford Sales, Inc., 415 8S. 
Monroe St., Monroe, Michigan. 











|—plus all 








MISCELLANEOUS 


BLUE © CHIP 
TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 


& BRAKE CABLE 
DEALERS’ SPECIAL (F.0.8. Factory Net) 


$52.35 Fed. Tax Included 


THE FAMOUS 
MOTO-MATIC 


TOW . GUIDE 


With Universal Swivel 
Action 


Hook-Up 
0.8. Factory Net) 


Four Clam 
DEALERS’ SPECIAL fe. 


85 Fed. Tax included 


Liberal Quantity Discounts 
To Distributors 


Write for Illustrated Catalog 


Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept’s 
“Leaders in the Industry 
Since 1939" 


Canedian Distribvtors 


FIVE WHEELS, LTD. 


599 Y Se. 
Toronto, 





1959 PRICEMASTER 


The encyclopedia of dealer cost prices of all 
American cars, three trucks, 25 foreign cars 
optional accessories — Shows all 
Standard Equipment for All yy 
subscription price—$i0. 5% discount for 
with order, All supplements free. DEALERS 
AND AUTOMOTIVE AFFILIATES ONLY — 
NOT SOLD TO THE GENERAL PUBLIC. 
ORDER YOURS TODAY!!! 


K-B SALES CO., INC. 


Dept. D-1, 924 lith Street 
ROCK ISLAND, ILLINOIS 





| PRICE STICKER RECEIPT & receipt for 


a title—Rubber Stamps. Stamp your in- 
voices, keep a lifetime record, Approxi- 
mate size 2” x3%" each. One $2.50, 
both $4.00. Satisfaction guaranteed. Mid- 
west Rubber Stamps, Box 111, Carrollton, 
Missouri. 


New Dayglo "Oomph" 
in Your Window for 
$3.50! 


6 foot long “Glowindow" transparent window 
streamers of durable plastic, .010 thick. 10 
inch high fluorescent letters, “See Thr Py 
beckground. Back —_ at night from your 
showroom lighting. Scotch tape inside your 
windows and store for reuse. Available read- 
ing: 

“Get Our Special Decl!” 

“Come inf Ask for Free Test Drivel” 

“free Appreisal, Drive int” 

“Come inf We Cure Slew Starting!” 


$3.50 each or all four for $10.00 postpaid. 
Send check with order, No C.O.D.'s please. 
Money back if not happy. 


BAYARD KURTH CO. 


1421 Springwells Ave.. Detroit 9%, Mich. 
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Jobber [] Insurance [1] 





AUTOMOTIVE NEWS, 965 E. JEFFERSON, DETROIT 7, MICH. 


VO. cvcccvccccvccccccscsccosecessccatecth see boc dasegeisovvccsecsseel 


TRADE CONNECTION: 
Truck Dealer [] 


Make of Cc cae nncndeneseeccascbuneskhtacksbe He vrccscecececisecse 


New Subscription Order’ 


Send Automotive News to Address Below 
U. S., Canada and U. S.. Possessions 
One Year $9 [] or Two Years $16 [] 


All Other Countries — One Year $13 [] or Two Years $22 [J 


Manufacturer [] 


Financial [) Supplier [] 


1-26-59 
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| SARAN FIBERS 


MT sia cate 
6 EELS a gu Ef 


? * c=  -— 5 af 


WIN FABULOUS TRIPS 


IN SARAN GOOD CAR KEEPING CONTEST 


7a 


Every time you sell a set of Saran Seat Covers, is sell seat covérs. The more Saran Seat Covers you sell, the 

you have another opportunity to win a glamour- _— more chances you have to win. For complete details on this 

ous all-expense paid trip for two—plus a host of “unusally-easy-to-win” contest ask your employer or contact 

other valuable prizes. Each retail sale you make _— the manufacturer or jobber who supplies your store with 

entitles you to one free entry in the Saran “Good Car Keep- _ Saran Seat Covers. The contest is on now so don’t delay any 

ing Contest”, sponsored jointly by Dow, the Saran filament _Jonger. Win that trip you've always dreamed about. It’s easy 

manufacturers and fabric weavers. when you enter the Saran Good Car Keeping Seat Cover 
And the best part of this contest is that all you need to do Contest. Good Car-Keepi 


HERE’S A LIST OF SOME OF THE PRIZES: 1 we all-expense paid trips to Paris for two. 2 two all-expense paid trips to Hawaii for two. 
3 Four all-expense paid trips to Bermuda or Mexico for two. 4 Four RCA color television sets. 5 Twenty Voice of Music Hi-Fi sets or sterling silver services. 


“THE DOW CHEMICAL COMPANY, MIDLAND, MICHIGAN 





